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EMERY WHEEL DRESSER 





Does the work FASTER and BETTER than any other. The device 
is the result of long expesience in our own shops. 


“Handle with 6 Cutters sent by express on receipt of $1.00. 
OLumBUS BOLT WORKS, - Columbus, Ohio. 








A pestal card will bring our General Catalog. 





‘URE NEVER ([ Our Tarred Ready Roof- 
U DRIES | ing, Siaters’ Felt, Build- 


iSPHALT our Api tegog 
?OOFING CRACKS ee . 


WRITE US FOR PRICES 

















TINNERS FIND 
The 


EMPLOYMENT 
By advertising and using 
AUTOMATIC 
nchiney Fore 
eBiee Sarpicv oat Atlas 


Bolt & Screw Co, 


CLEVELAND, 0. 
Stove Bolts, Rivets, 
Rods 


And Kindred Articles 














Sold by Hard- 
ware jobbers 
and Dealers. 
Made only by 
POWERS 
BROS. 
STREATOR,ILL. 
This cut free 
to dealers. 











.L. PERKINS & COny 235 Lake Street, CHICAGO 








/ . 
¢ Are expensive to repair, and if 
neglected will.cause’a considera- 
ble amount of trouble. If a roof 
has some small leak or break, 
have it fixed at once-or it will 

give trouble i in the near future. In order to stop th 
leaks it is necessary to obtain ~ Siesta 

Elastic Oil ent—American Seal 

brand—and apply it (any leak, smallorlarge. Itnever 
bardens. P for ‘‘American Seal" Elastic Oil Ra f- 
ing Cement and Roof Paint are reasonable and we feel 
sure that if you write for them they will interest you. 
Agencies: J. L PERKINS & CO., 235 Lake St. 


[ +) 
STOCKHOFF SUPPLY 0.167 N. Main St., 



























































NOTICE ari 
- and 
We have exceptional facilities application 
for handling American products: 
Hardware, Sanitary, Heating 
and Ventilating Goods, Branches 
in England and continent. Ref- | | Crying-—to——do——bdusiness—— 
erences furnished. 
meaen without —advertising—ts—tike— 
—a—girl—tna—the—— 
EXHIBIT & TRADING CO, | | wiakine—at 
ale eben, $55 ene. dark; —you—know—what—you—are 
. AND 
eeectene datoney 1 Going —_but—nobody—else—does. 



















Black Diamond Files and Rasps 


PERFECT—ALWAYS 
TWELVE MEDALS 


<a. 
AWARDED << 


G. & H. BARNETT CO. 


Black Diamond File Works, PHILADELPHIA 


AT INTERNATIONAL 
EXPOSITIONS 














THE BRIDGEPORT CHAIN 





“TRIUMPH” CHAIN™ "hho" 


SEND FOR FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 





OVER TEN MILES OF CHAIN PER DAY. WE LEAD. 






CO., BRIDGEPORT, CONN. 
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IRemorial Dav 


“All quiet along the Potomac to-night— 
No sound save the rush of the river; 

While soft falls the dew on the graves of the dead 
The picket’s off duty forever.” 


a 





The Bivcans of the Blue and the Gray 
Waiting the Judgment Day. 


“A Shrine of American Reconciliation” 


These long rows of white tablets, grass fringed and uniform beneath the trees, mark the silent habitations of those, “who gave 


the last full measure of devotion” to the canse which they believed to be just. At such a time and in such a place an Ameri- 


can can feel all his pulses thrill, for those who fought there and made deathless history were his own countrymen. 


‘*Tears and love for the Blue, 
Love and tears for the Gray”’ 


PITTSBURGH STOVE & RANGE CO, 


Stove Makers to the American People. PITTSBURGH, PA. 





- pt meme 
~~ tema 
eee 











Model Steel Range 
with Our Pouch Feed 


New 
Patented Ventilated Fire Box, 
Patented Balanced Oven Door, 
Patented vey ~~ Kicker 
wg ye w.th Poot), 
Patented Reliabie Rolling Damper, 
Also other distinctive features 
found on no other Ranges. 
When taiking «‘Models’’ you 
are talking special features. 
How is it when talking 
other Ranges? 






















There are other points of which we 
can’t tell you here. Write us for more 


THE 


Portsmouth Stove & Range (0. 4 


PORTSMOUTH, OHIO. 


MORLEY BROS., 
Saginaw, [lichigan, 
Wholesale Agents for [ichigan. 
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Ask for No. AA 370 
GREAT BARGAINS 


THAT YOU CAN’T MATCH ANYWHERE ON EARTH. These prices are 25 per cent less than others ask and we Guarantee 
the goods to open up exactly as we tate or accept return. ORDER AT ONCE. 


CATALOGUE 


A 952-PAGE BOOK 


THAT IS 


PULL 


ques QO 








BARGAINS 


FOR THE HARDWARE TRADE 








We send it FREE to 


Dealers on application 
or with an order for 


goods 














To Keep Out Flies Use 


Red Star Wire Screen Cloth 


As good as 
any made, 

reen or 
lack, sizes 
24, 26, 28, 
30,. 32, 34, 
and 36 inch- 
es; 100 run- 
ning feet in 
If you pay more you 


$1.10 








a roll. 
can get no better. 
Price per 100 square [t..... 





A Hot One 


American Special Gasoline 
Stove with stationary tanks 
and individual burners, full 
cabinet frames. 
Two burners, top 

14% x21x1i% in. { 95 
high. Each.... 7 














A Set of Three 


Mrs. Potts’ Sad Irons 













54 Mrs. Potts’ sad irons, put up in 
sets of 3 irons, 1 each 5, 6 and 7 lb. 
irons, patent adjustable wood handles, 
1 sad iron stand, full nickel plated, 
japanned top, sold by the case 
only, 6 sets in a case. 

RED BE pe C 





Prices Wrenched on 
Wrenches _ 





228 Special, 8-inch, full size, wrought 
steel jaws and screw, as 
strong as any on the market, $i 50 
1 doz. in package. Doz.... a 
















Best Quality Flour Sifter 
at 75¢ Doz. 










10 Round handle, strong wire sieve, 
made of IC tin plate, crank 5 


through handle. 
PRESSED DOWN 


BNMa 55 56 53.060%% 00s dd50a cht os 
Invaluable for kitchen use, a fine fruit press. 





Hennis pattern vegetable press. Ma)l- 
leable iron, double tinned, strong malle- 
able handles. Peels and mashes pota- 
toes with one stroke. The best device 


of its kind made. Put upl 
$1.50 





















(@ LYON BROTHERS 


Madison, Market and Monroe Sts. 














Largest Wholesalers of General Mer- 
chandise in America. 


Chicago 
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CLERMONT a nom 


Made in four sizes, 414, 416, 418 and 420 for soft coal, slack, coke, hard 
coal or wood. Ai$r tight jointless ash box. A great fuel saver carrying 
fire for 48 hours; great floor warmer; handsomely nickeled. THE 


CLERMONT AIR TIGHT HOT BLAST FIRE 
BOWL, HOT BLAST RING, is moulded in one piece. 
Narrow perpendicular slots are cast in the Anti-buckling ring, the 
' advantage of which will be quickly understood when you con. 

sider the fact that it is 
impossible to determine 
just how much coal will be 
put into the fire bowl, 
so that it makes no 
difference whether 
= much or little coal is 
added, the hot 
air is always 





> being admit- 
ted evenly on 
all sides ona 
direct line to 
the fire and 
im me diately 
over the fuel. 





vw? 


The Wilton 
Clermont 


made with 
and _ with- 
out ash 
pan, as 
shown 
here with. 
The ideal 
stove of its , 
class. A 
universal 
favorite 
wherever 


introduced 
Write for 
catalogue. 
is 4 nee si e P s : Se 


GEM CITY STOVE CO., Dayton, Ohio 
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CN eee MIN arate ite « pn nels 











The House Warming Manval 


Is beyond all doubt the best book published on practical house heating. 
It contains the plans and essays on heating a house submitted in THe AMERICAN 
Artisan House Warming Competition for $300.00 prizes, and is in fact 


An Encyclopedia of the Most Modern and Improved Practical 
Methods of Heating a House by Steam, Hot Water and Warm Air. 

















A Leading Western Newspaper says 


“‘The volume is a well-bound and artistically printed and illustrated volume 
of nearly 300 pages, and contains some masterly essays on steam heating, hot 
water heating and warm air heating. Nearly every prominent authority in 
this field is quoted, and an application of principles and improvements 
suggested covers all technical details in a simplified and practical way. 
House plans and diagrams accompany the subject matter which deals specif- 
ically with radiation, combustion, ventilation, prices, estimates and the best 
and latest methods for placing, connecting and utilizing the apparatus adopted.” 


Price, Only $3.50 Per Copy. 


























For sale by all booksellers or the Publisher 


DANIEL STERN, 69 Dearborn St. Chicago. 
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HOME RULE 


can always be established by the man of 
the house. If he buys a 


“WINNER” 


Range for his wife. 
Therefore assist a man to display 
his good judgment by selling him a 


“WINNER” 


that he may become boss of his 
own domicile. 









Manufactured by 


The Ashland 
Steel Range @ Mfg. Co. 


ASHLAND, OHIO 











‘CINCINNATI 3 OHIO 





VANS 
RANGE 


For Hotels, Restaurants, Public 
Institutions, Boarding Houses, and 
Private Families. 





All kinds of Hotel Implements for 
Culinary Purposes. 


Manufactured and for sale by 


THE JOHN VAN 
RANGE CO. 


419 Elm and 410, 412, 414 and 416. 
Home Streets 
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CRYSTALIZED 
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— in ee 
) Sereen Door 


Ask for Wabash C0 
‘ 
Boards when ordering 

















Minneapolis Chicago 
from your jobber. Memphis 


ORIENTAL ENAMELED 














It Will ve 
Pay You - — en 
to llustrate your advertise- DON’T fim, PAY 1-lb. Cans 
ments in your s. 
chest Ke come everticing BLACK Ki D a-lb, Cans 
lines showing thelr application, fo the IF NOT THE BEST you ever useo Mm (0-07 Liquid 
ee Su 8 8=— “om CSET 
DANIEL STERN =_— 
69 Dearborn St., - CHICAGO 




















PRIZE STEEL RANGES 


Foster 


Makes a range that is withouta peer. Every- 
thing about this new and improved costs no 
more than ordinary ranges. Order a sample 
and be convinced. Send for printed matter. 


The Foster Stove Co. 
IRONTON, OHIO 
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Any dealer looking for the best, 
most attractive, up-to-date and com- 
plete line of Ranges in America, 
should at once secure the sale of the 


HUE 
SMITH & ANTHONY COMPANY, *** vmon sracer 


nufactu of Cooking and Heating Apparatus of 
-™ "Every Style and Description. 




















Three Distinct Styles and 
Three Sizes of Each Style 









The Interchangeable Features on these Ranges 
enable the dealer to supply the wants of his cus- 
tomers, though he may carry but a limited stock. 
Extended Fire Box to take in 25-inch wood. 
The Broiler is an exclusive feature. 

Large Pouch Feed on the Stan- 
dard Range. 

Air-tight Screw Draft Regulator. 

Removable End Shelf on all 
Square Top Ranges. 

All Ranges can be set upon orna- 
mental cast base, 

In every respect this line will be 
found to be the most improved, 
complete, up-to-date, convenient and 
most profitable for dealers to handle. 


The Auer Register & Manufacturing Co. 


Toledo, Ohio 
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The Hardware 
Manufacturer 
and Jobber 
will find 


, no medium 
equal to 


generally The 
recognized Ameri 
as a thor- Artisan 
oughly up- 
to-date 
NEWSY 
PAPER 


that 


Has No 
Equal in 
Its Field. Jy 


SS \ \ 


PUBLISHED y 
EVERY WEEK BY 


Daniel 
Stern 


69 Dearborn St., CHICAGO /aEe 
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ESTABLISH E OD isso. 


“THATCHER” HEATER 








WARM AIR FURNACES 














| Meteor Furnace with Stee! Radiator. | | Improved “Thatcher” Tubular Furnace. | a Winner Furnace, All Cast. > 














We illustrate here only three of our large tine of furnaces. 
Our catalog shows aii styles, sent free for the asking. 











“THATCHER” Furnaces were niade 54 years ago. They were successful then. The exercise of skill, experience, and 
intention, since then has greatly increased and broadened our business—has made it more successful. 

Our desire has always been to make the best goods offered on the market. Superior quality and construction have established the 
name ‘‘THATCHER"' as a sign of excellence. We propose to maintain this standard—it will be carried out with more care—if that 
is possible. Users of our goods can be certain that they have the best that can be turned out by a modern foundry equipment. 
There is no guess work about it. Our success proves it. 





We have just started a new selling pian on furnaces to heip our 
customers land jobs and benefit us both. Let us tell you about it. 


STEAM AND HOT WATER 
HEATERS 























| Empire Heater, a ] Thatcher Sectional Heater. | Comfort Heater. | 














Send for our illustrated catalog, showing all styles of our 
Steam and Hot Water Heaters. Write to-day. 











“THATCHER” Steam and Hot Water Heaters are not an experiment—they have been tried and tested. They have 
stood the test. They are all made with screw nipple connections—no joints exposed to fire. This prevents leaks, and makes all joints 
acoessible—saves money for the dealer too. The construction of our Heaters insures a steady water line—you may depend upon it. 
We make a large variety of styles and sizes suited to every requirement. 





with a good line of Heaters brings results. The details will be sent you upon 
request. Write to-day. 


Mote:—We do not sell to the 
consumers either directly or indi- 
rectly—We sell through the trade CG »f. ess | 
oaly—This pays you and protects 


you as well. mem = 
240 Water Street WORKS NEWARK, N. J. 


We have worked out a system to help our dealers. It is a good system and | 
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' Hard or 





Why not 
write for 


Catalogue? 


THE 
CRAIG- 
REYNOLDS 








DAYTON, OHIO 








FOUNDRY CO. 


TRIUMPH KING Peace. Five = 
Soft Coal. Portable or Brick 








Are leaders in the furnace 
field—in the hot water 
field—in the steam heat- 
ing field. They are what 
our learned friend Prof. 
Knowmuch would call the 
‘‘cacumen of thermal con- 
struction,’’ which our 
friends in the practical 
heating field interpret as 
“‘the best ever.” 


All parts are constructed 
so as to best withstand the 
great heating power of 
these furnaces, and elbows 
and all parts exposed to 
the direct action of the 
heat are made extra 
strong and heavy. 


No expense has been 
spared in the production 
of the Triumph Furnaces 
and Heaters tomake them 
the superior of any appar- 
atus on the market. 





TRIUMPH STEAM HEATER 





TRIUMPH SPECIAL FURNACE. Five Sizes. 
ard Coal or Coke. Portable or Brick Set. 





TRIUMPH ALL CAST JPURNACE. 1» Five Stree. 
Hard or Soft Coal Brick Set. 


Why not : 
secure the 
Agency? { 


JOHN 
KONTNY, . 


Western Agent 
65-67 N. Desplaines $t. 


CHICAGO 
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THE KELSEY 
WARM AIR GENERATOR 


Method of Warming Air 
is the Very Best Method 


In the Kelsey air is warmed by passing in separate 
currents through from nine to seventeen corrugated cast- 
iron flues. 


These flues form the fre fot and combustion sham- 
ber, and are in direct contact with, and over the fire and 
get the benefit of all the heat generated. 


This construction gives the Kelsey double the heating 
surfaces than that of the ordinary furnace, and accounts 
for the very satisfactory and economical results secured 
wherever the Kelseys have been used. 


24,000 SOLD. 


The Kelsey Agency is a Profitable One 
Some Dealer in Your Town is Sure to get it. 


KELSEY HEATING CO., 


Makers, Syracuse, N. Y. 
New York Office. 156 Fifth Ave. 


JAMES SMART MEG. CO., LTD. COOK & VAN EVERA CO., 


Brockville, Ont., 38 E. Lake St., Chicago, II. 
SOLE MAKERS FOR CANADA. WESTERN SELLING AGENTS. 

















The Old Reliable 


MANUFACTURERS OF 
UP-TO-DATE HEATERS 


Steam, Hot Water and 
_H ot Air 


























We are making large ad- 
ditions to our works and 
output capacity, to meet 
the rapidly increasing de- 
mands of our trade. 


PS Oa HL Ee 

















dhe BOYNTON FURNACE 
NEW YORK COMPANY CHICAGO 
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THAT THE 


MUELLER 


- DOUBLE RADIATOR, ALL CAST 
IRON FURNACE 


Contains More Direct 


Fleating Surface 
THAN ANY OTHER HEATER MADE 


Get Our Price on 
REGISTERS, 


(FLOOR AND WALL.) 


L. J. MUELLER FURNACE CO. 


101 REED STREET ESTABLISHED 1867. MILWAUKEE, WIS. 


Green’s Furnaces 


Up to date. Modern Construction. 











Green’s Low Down for Soft Coal. 
Green’s Crescent for Hard Coal. 
Green’s Wood Furnace for Wood. 
Special Furnaces for all Fuels. 


Catalogue tells all about them 


Green Foundry and Furnace Works 


DES MOINES, IOWA. 














LATIRON 
URNACE 


with it’s Self-Cleaning, Marvelous 
Power, Large Radiating Surface, 
Gas and Smoke-Tight Joints, Long 
Smoke Travel, is the 


UTURE 
URNACE 


THE MISKIMEN FURNACE CO.*°Snnsk2"*: 








WE GUARANTEE 








ina 


Be RONSON ey 
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Richardson @ Boynton Co's. 


“PERFECT” 


Trade Mark. 


FURNACES 


| Adapted for all fuels. J” 





4 


















First class in every 
particular. 


—_—_~— 


Large variety to select 
from—suitable for 


any market. 


: ve Hard Coal and Wood 


234 Water St.,. NEW YORK 84 Lake St., CHICAGO, ILL. 











WEIR 


All-steel gas and soot consum- 













ing furnace is the heaviest steel 
furnace made. Absolutely gas 
and dust tight. A great heat 
producer and fuel saver. 


MEYER 
FURNACE 
Cco., 

Peoria, Ill. 











Furnace pipe is the safest made, easiest 
to put up and cheapest made. 


F. MEYER & BRO. CO., Peoria, Ill. 
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angler Vapor Range 


A Universal Favorite 








No. 258. Cabinet Process Range. 





Dealers everywhere, recognize it as a 
quick seller. It stands unique, an 
example of progressive and _ intelligent 
manufacturing, and is constructed accord- 
ing to the safety requirements of the 
National Board of Fire Underwriters. 


Write for catalogs, prices 
and particulars. 





Dangler Stove Co. Div. 


Western Agency, JACOB RETTERER, 167-169 Lake Street, Chicago, Ill. | 


American Stove Company 
CLEVELAND, OHIO. 














SUPPLIED WITH ECLIPSE GRATES 





Sectional View Showing Wrought Boiler Tubes in 
Radiator. A Full Revertible Flue Furnace. 


FOR HARD COAL OR WOOD 











ee 


The Locations for Industries 


Robi nson Erie Railroad 
Tubular Chicago to New York. | 


The Erie Railroad Company’s Indus- 


Furnaces trial Department has all the territory 


travérsed by the railroad districted in 


eS 








eee 





markets and ad for manufac- 
all turing, and can advise with manufac- } 
are constructed on principles turers in relation to the most suitable 
locations. The information furnished 
that have been tested and . : fo Se ond ‘ten 
proven correct, and with one practical bearing on the nature of his 
tem ’ , particular industry. 
aim in view, i. ¢., to give the Vast deposits of anthracite and bi- § 


tuminous coal, oil, natural gas— fuel 


areatest amount of heat from is the paramount factor in manufac- J 


s. nt el. turing— sewer pipe, fire and other 
the smallest amount of fu caper S0nnit tenet, qoeueth, tané- 
It will thoroughly warm a ing stone and numerous other resources 

3 exist on the line. 
house with a _ reasonable It is important in this age of modern 


facilities for manufacturers to locate 
where they can obtain side tracks so 
as to receive from and ship directly into Ff 
cars at the factory. Information can be 
promptly furnished in this connecton 
about every point on the system between 
New York and Chicago. 

The undersigned will be pleased to 
furnish full information to manufac- 


Robinson turers and local parties contemplating 


the establishment of new industries. 


Address, LUIS JACKSON, 
Furnace Co. Industrial Commissioner 
Erie Railroad Company, 


105 Lake St., CHICAGO 21 Cortlandt Street, New York. 


amount of fuel and give 


_ 


satisfaction to the user. 


Write for Catalogue. 
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Emperor Furnaces 


FOR WOOD. 
Simple, Safe, Durable, Economical in Fuel, 


The Best and Cheapest Line of Wood Furnaces . . 
Furnished for either Brick or Galvanized Iron Casing. 










SEND FOR CATALOGUE. 


Wk 1e throne TG, 


NEENAH, WIS. 








ARE THE BEST 


HERO FURNACES fF ciur 


FOR A 
CHAS. SMITH CO., : {01 Lake St., Chicago, Ill. 


























Za | FLORAL CITY 
= am || HOT WATER 
fh “ h BOILERS, 
SHIRE STEAM 
| BOILERS 


are leaders. We have a full 
line of round and _ sectional 
water and steam boilers. 


Write us for catalogue. 


Monroe 
Foundry & 
Furnace Co. 


MONROE, MICH. 











Ww. R. WILLIAMS, 
ANTIOCH, ILL.,, 
WRITES: 

”“ Please take out my want ad, 
in THE AMERICAN ARTI- WARM AIR FURNACE. 
SAN, the publication of which erie Dapnex Grate. 
secured me a tinner the first asin Large Radiating Surface. 
issue. I have received many jones Cente Surface. 
letters throughout this country, Simplicity, Durability, Eoonomy. 

satisfied THE AMERICAN 

ae : HENRY & SCHEIBLE CO. 





ARTISAN covers an enormous 
scope of territory.” 6-8-10 Long St. Cleveland, O. 
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GILT EDGE HARD COAL FURNACE 


has an enviable reputation which 
it has earned just as men earn rep- 
utations by doing their work faith- 
fully and conscientiously and better 
than the other fellow. It is more 
economical, more durable and more 
easily operated than other furnaces. 





SEND FOR CATALOGUE. 














Stanton Seamless Warm Air furnace 


If you want the best, The Stanton will appeal to your 
judgment. 

Seamless and proof against leakage of smoke, gas and 
dust from the firebox to the warm air pipes. 

Lined with fire-clay blocks. Portable Cased or Brick 
Set. Nothing like it. 

Burns soft coal slack. Sells on its merits. It will assist 
you in building up a profitable business. 


WRITE FOR CATALOGUE. 


fThe Stanton Heater Company 


MARTINS FERRY, OHIO 
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THE CH A PPELL COMBINATION ALL CAST IRON 
LOW DOWN WARM AIR FURNACE 

The principle of radiation in The Chappell is 
positively correct. 

The smoke makes a circuit of 22 feet before 
passing into the smoke pipe. 

The Chappell has only eight joints. 

The accompanying cut illustrates our No. 2 
and 12 series, for burning long wood or soft 
coal. , 

Our No. 20 and 22 series are 8 inches higher 
and are provided with a heavy corrugated fire 
bowl for burning hard coal, also an extra set of 
grates. 

The Chappell weighs over a ton, but costs no 
more than many furnaces of half the weight. 

Send for catalogue showing rear view. 


The Chappell Furnace Co. 


Morenci, Mich. 
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THE FERROSTEEL COMPANY, 


CLEVELAND, OHIO 
Offer two lines for 1904, 


zt. Thetimetried and reliable line of Ferrosteel goods 
noted for accurate mechanism and perfect finish. 

2. Ournew Modified Steel Register combining an abso- 
lutely rigid top with an invulnerable bottom. 


Cenuine Moorish or Plain Lattice Tops furnished with 
either line. All our goods are labeled. :None others are 
genuine. Catalogues, prices.and Special Circular illus- 
trating our SIDE WALL REGISTERS on application. 

















Pipe @ Elbows 


CHICAGO FURNACE SUPPLY COMPANY, - - CHICAGO 











St. Louis 
Hot Springs 


Arkansas 
VIA THE 


IRON MOUNTAIN 
ROUTE 


Train leaves ST. LOUIS 8.20 p. m. daily 
Arrives HOT SPRINGS 8.00 a. m. 


Besestetive ond Miuttene’ Panstiete FEES co 


BISSELL WILSON, 
D. P. Adt., 
lll Adams St. CHICAGO, ILL. 


H.C. TOWNSEND, Gent Pase’n « Tart. Act... 
ST. LOoVIS, MO. 7 














Are You Going to Get on the 
Band Wagon? 


We doudled our register sales last 
year and from the present out- 
look will /rif/e them this year. 


WH Y? 


Because we 
make good 
Goods 


SEND FOR CATALOGUE 


Stowell Mfg. @ Fdry. 
Company 
SOUTH MILWAUKEE, WIS. 



















** It is true 
that advertising 
will not 
put merit 
into poor 
merchandise, 
but good 
merchandise 
often becomes 
poor for the 
want of good 
advertising.” 


—Some Essential Oils for Advertising. 

























WARMTH 


ON THE FLOOR 


The only Floor 
Warm Register 
manufactured. 










Cc. H. FOSTER 
3403 Bell Ave., St. Louis, Mo. 






MAKER LARGEST LINE 
OF WALL REGISTERS 
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The prejudice 
that exists in the 
minds of a great 

many prospective 

purchasers of a heat- 
ing plant in favor of 

«hot water”’ was 
put there by the 

bad reputation the furnace 
business has gained 
through the « lowest 

bidder ’’—or, in other 
words, cheapest furnaces 

and cheapest furnace 

work. Ifthe remarkable 

success of the Round Oak 
Furnace is any criterion, it 
certainly is to the great 
benefit of every furnace 
dealer whose trade has 
fallen into the 


© 

\ 
«« lowest-bidder ”’ rut 
to take hold of a 
furnace of quality and 
do furnace planning and 
setting that will, in 
comparison, 
make « hot-water’? work 
look like a 


«« White Elephant.” 
IT CAN BE DONE! 


ESTATE OF 


PD. We 
BeckwithSVyR 
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THE attention devoted to the question of catalogue 
house competition at the meeting of the Southern 
Hardware Jobbers’ Association this week 


“a. shows in itself how this question is fore- 
oummane ing itself to the front as the dominant 


question in commercial circles. Hard- 
ware jobbers are showing no intention to shirk the 
grave issue involved, and in fact three methods of trade 
action were suggested. 

Mr. F. Norvell of the Norvell-Shapleigh Hardware 
Co. suggested the idea of practically boycotting manu- 
facturers who sold these houses. How else would you 
interpret his suggestion of the creation of a 
“bureau of information to handle this subject exhaustively 
and intelligently for the benefit of the entire retail trade of 
the country. Suppose this bureau should compile a digest of 
all the lines of hardware shown in these catalogues, with the 
prices and description of the articles, the names of the manu- 
facturers, the dates of the catalogues and the prices pub- 
lished. Suppose this digest was upon the desk of every 
jobber and reetailer in this country, what would be the effect? 
I leave that to your careful consideration.” 

This idea is militant and is somewhat along the 
“pink list” lines advocated by the retail hardware asso- 
ciations in their salad days, some 5 or 6 years ago. 
Happily the retail associations, after studying this form 
of combating the evil, abandoned it as un-American 
and as likely to furnish the catalogue houses with a 
formidable weapon for securing the sympathy of the 
public, which always rallies around the cause which is 
“boycotted.” We are glad to note, however, that Mr. 
Norvell is traveling along the right road. If he will 
continue to follow in the footsteps of the retailers he 
will make no mistake, although as the latter are pro- 
gressing all the time and he is six years behind them 
now, it looks as though it would be a long time before 
he catches up even with the stragglers—not until after 
Igt0, according to the most favorable calculations. 

THE remedy suggested by Mr. Simmons of the 
Simmons Hardware Co. was that of greater aggres- 
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siveness on the part of retailers—which would certainly 
help the solution of the problem. This solution re- 
minds us of a story from the Ozark Mountains. A 
stranger drew rein before a backwoods house and 
asked a resident if he could have his horse foddered. 
“Sartain, stranger, sartain,” said the hospitable moun- 
taineer. “Ma, will you feed the man’s horse?” Ma 
strolled out in her sunbonnet and peering around the 
corner of the house, said: “Bill, you-uns come har 
and feed the gemmen’s hoss.” Bill promptly slouched 
toward the barn and called out: “Jack, there’s a man 
wants his horse fed.” Some minutes later the stranger 
saw Jack sauntering towards the woods some quar- 
ter of a mile distant and the Ozark man said: “Just 
wait awhile, stranger, he’s gone after Liz, who’s sleep- 
ing somewhere in the woods and after she’s woke up 
she’ll feed your horse if she isn’t too tired.” 

But the stranger tarried not. Aggressiveness on the 
retailer’s part is all right, but how about aggressive- 
ness on the jobber’s part? An easy way to meet a 
burden is to shift it upon another’s shoulders. Should 
the jobber realizing a trade obligation try to transfer it 
upon other members of the legitimate trade family? 

This stricture on Mr. Simmons’ elaborate and 
thoughtful presentation of the subject errs, we fear, 
on the side of undue severity. The fact that he sent 
out 300 letters securing views on this subject shows a 
painstaking research and his conclusions certainly pre- 
sent with a vivid clearness the way to meet certain 
phases of this evil and are of a character worthy of 
thorough digestion by all interested in the restriction 
of supply house competition. Among other points he 
urged that dealers failed to co-operate with jobbers in 
the latters’ attempts to meet the supply men’s price 
cutting; but failure in one experiment of this kind on 
a specified line of goods should hardly in our judgment 
be considered as conclusive. 

The third method suggested at this meeting was 
that advocated by W. P. Bogardus, president of the 
National Retail Hardware Dealers’ Association, and 
W. R. Belknap, the Louisville jobber, and judging py 
the splendid reception accorded the former apparently 
came nearer to meeting the views of those present 
than either of the St. Louis anti-catalogue schemes. 

Mr. Bogardus advocated a readjustment of price 
differentials as a solution to the catalogue house prob- 
lem and urged that manufacturer, jobber and retailer 
stand together in building up legitimate trade—surely 
preferable to the Norvell plan of “throttling a busi- 
ness enterprise’ by resorting to the boycott or the 
Simmons plan of having the retailer paddle his own ~ 
canoe, accompanying by the heartfelt and tacit sym- 
pathy of manufacturer and jobber—and their sym- 
pathy alone. 

Mr. Bogardus told his story in a nutshell as follows: 

“We are here to ask that men who are seeking to break 
down the retail dealer in order that they can climb upon 
the ruins may be hindered from accomplishing their objects. 
We are here to ask that the help heretofore given them may 
be withheld and that other considerations besides quantity 
regulate the price.” 

The National Retail Hardware Dealers’ Association 
could adopt no surer shibboleth, no more magnetic 
motto, no wiser watchword than the pregnant sen- 
tence of their leader, viz.. OTHER CONSIDERATIONS BE- 
SIDES QUANTITY SHOULD REGULATE THE PRICE. 
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RANDOI SKETCHES 





BY SIDNEY ARNOLD. 


On May 24th the Massachusetts State Legislature 
passed a bill to stop the corruption of employes 
through the giving and receiving of bribes. 

The act is designed to prevent the payment of com- 
missions on purchases of supplies or payment for the 
use of employes’ influence. 

Massachusetts is not the only state where the stress 
of competition occasionally oversteps the limits of 
business propriety—to put it very mildly. Some years 
ago a stove salesman of my acquaintance resigned 
his position to travel for a certain paint concern, look- 
ing after the railroad branch of their business. 

He told me this story once with evident pride: “I 
had been working hard to land a master mechanic for 
one of the large trans-continental roads but could not 
budge him, although he and I became quite friendly. 
One day he told me he would attend a railroad con- 
vention the middle of the succeeding month and would 
take his wife and children along for an outing. I ar- 
ranged to have my wife there to welcome Mrs. X. and 
to cultivate her acquaintance and that of the dear chil- 
dren. My wife even accompanied her back home and 
spent a day at the house awaiting my arrival. After 
our return to Chicago my wife sent Mrs. X. a solid 
silver dinner set costing $135 ‘as a slight apprecia- 
tion of her delightful hospitality.’ Of course I had no 
further difficulty in landing that order and the item of 
$317 under my expense account which represented the 
expenses of my wife’s trip, entertaining and present, 
was cheerfully paid by the firm.” 

If this is “high-rolling” in the gentle art of giving 
“blacksheesh” where it will do the most good, its “shoe- 
string” counterpart is found in the salesman who 
takes the buyer out for a supper and a “time,” or who 
“remembers” employes who have purchased his goods 
with boxes of cigars in the merry yuletide days. 

While legislation may help to eliminate the back- 
stairs as a commercial factor and to prevent employes 
from bartering the nice edge of a spotless integrity for 
paltry “commissions” the broader remedy lies in the 
general elevation of business ethics. 

The paint concern mentioned above would doubtless- 
ly be highly indignant to say the least if they caught 
one of their buyers taking a “commission” from a lin- 
seed oil concern, but they very complacently paid $317 
for “expenses” for one of their own salesmen when 
they knew the money was being spent contrary to the 
dictates of legitimate salesmanship and commercial 
honesty. 

The master mechanic would have been jerked up 
sharply had the knowledge of that silver dinner set 
come to official ears, but at the same time do not these 
common carriers violate the laws of the land in making 
secret rebates and in distributing favors in the shape 
of passes and plain bribes to complacent legislators 
and others? 

Every corporation desires honesty, rigid, unbending 
honesty, in its purchasing department, but what is the 
matter with a little reciprocal honesty as it were? 

* * * 


A mopest North Dakota retailer sends me a little 
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editorial from the laity along this same line of common 
old-fashioned honesty, which is given herewith: 

“The whole foundation of a business should be honesty. 
This foundation is not enough, but if you do not have that, 
you cannot erect upon it a business that will stand. You 
must have honesty with you always to make a good citizen. 
There is no attitude that causes discord between competition 
so quick and so much as unscrupulousness. If a man has 
ability to succeed in laying up dollars for himself along un- 
scrupulous lines, he is of the most dangerous kind. If he has 
not the root of honesty within him, so that when he makes a 
verbal promise to a competitor to stand on a price 9f $3.00 
for a keg of nail base, he cannot keep that promise. It is 
not only dishonest for a competitor to promise another that 
he will sell nails at $3.00 per keg base and then lie in wait 
for his competitors’ customers to come along and quote 
$2.75 per keg base, but a danger. 

“The world at large expects every man to work out that 
which God hath wrought in him. For a man, in starting out, 
to adopt the attitude of getting all he can out of his business 
only to lose it all within himself, is ravage for himself only. 
This is an attitude that speaks unscrupulousness and he who 
succeeds along that line can be condemned as only Benedict 
Arnold, the traitor, who had not the root of honesty in him. 
And yet he was as brilliant a soidier as ever wore the Amer- 
ican uniform. Some will say: “Oh, yes, but see how he suc- 
ceeds in laying up for himself dollars to pay bills with.” 
The world at large condemns the man who is unscrupulous, 
but who succeeds. He is looked upon with fear by his fellow 
man, because he is able and brave enough to succeed for a 
while aiong the line of dishonesty.” 


My Flickertail correspondent lays his finger on a 
feature of commercial honesty that is too often over- 
looked by the retailer to whom the nimbus of achieve- 
ment is everything. The retail hardware trade have a 
high average honesty. 1 never heard of a hardware 
merchant who broke into his competitor’s till at mid- 
night, nor of one who abstracted a watch from his 
neighbor’s pocket because no one was looking. How- 
ever there are a few dealers who play fast and loose 
with their competitors as regards trade agreements, 
evidently assuming that they can saddle on the back 
of “business” a peck of peccadillos that they know 
would besmirch their character if practised in their 
relationship of citizen, neighbor or relative. It is as 
wrong to yield to the temptation to make a trade under 
conditions which your promise specific or implied has 
made dishonest as to pilfer merchandise from another 
man’s counter. What difference does it make whether 
you steal a shirt or a sale? Is it not stealing a sale 
to tell your competitor you will adhere to a minimum 
price of $3.00 base for a keg of nails and then sell 
the aforesaid nails at $2.75? 

Bear in mind in this connection that I am not saying 
there is anything criminal about price cutting. Every 
dealer has a right to make his own quotations, provid- 
ed he is paddling his own canoe, as the saying is, but 
once he agrees to maintain a certain price schedule he 
surrenders this right and can only resume it again 
honestly after a formal notification of his intention to 


those interested. 
* +“ * 


A HAND grenade is a good fire extinguisher but the 
hose cart comes in handy once in a while. Some hard- 
ware dealers demur about the expense of a national 
association asking why their little hand grenade asso- 
ciations can’t answer. It was no hand grenade that 
drenched Cowles at Atlantic City. 
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EMERSON says: “Jf a man can write a better book 
or preach a better sermon or make a better mousetrap 
than his neighbor, tho’ his house be built in the woods, 
the world will make a beaten path to his door.” 

This quotation from the New Hampshire theorist is 
a 3 to 10 favorite with various journals of the Samuel 
Smiles order, whose trite reiteration of moss grown 
truisms is as near an approach to perpetual motion as 
has yet been discovered. 

I never was greatly dazzled by looking at the Emer- 
sonian halo, The literary jewelry he has turned out 
has largely been pinchbeck. For instance, “Hitch 
your wagon to a star” is a pretty sentiment but “Hitch 
your wagon to a mule and then make the mule git” is 
a more practical one. 

All dreamers will applaud that sentimental mush 
about the mousetrap maker in the woods, but the 
world beaten path to his door won’t interfere to any 
appreciable extent with the growth of ferns, violets 
or other woodland denizens. 

Idealism is largely a tissue of fallacies and the hole 
in the mousetrap is just this, viz., people who want 
mousetraps do not go looking in the woods for them, 
on the peradventure that they may happily alight on 
the world’s star mousetrap maker. Where one ideal- 
ist will find his goods in an arboreal retreat, a thousand 
will be chasing will-o’-the-wisps. 

I am not decrying excellence—far from it—com- 
mercial history shows that the best mousetrap, the 
best meat chopper, the best lemon squeezer, towers 
head and shoulders above its competitors, just as Na- 
poleon towers above other generals, Shakespeare above 
other writers, Cuvier above other anatomists, or Lin- 
naeus above other botanists. 


It must not be forgotten that there are two requi- 
sites to success—ability and opportunity. “Village 
Hampdens” and “mute inglorious Miltons” are thick 
as leaves in Vallambrosa’s wood. Some of the best 
mousetrap makers the world has ever seen lost all their 
savings and their friends’ money in their ventures. 
The ability was there but the opportunity was missing. 
Once place supreme ability in the calcium light of pub- 
licity and another chapter is written in “Biographies 
of Great Men.” The combination is irresistible. The 
“beaten path” is packed with those eager to worship, 
to follow or to buy. Let the magic of printer’s ink 
establish the reputation of an article of great merit and 
universal demand and orders pour in in floods. De- 
mand gains lap upon lap on supply. A new indus- 
trial king ascends his throne. Capital comes cap in 
hand to beg for a chance to enlist under your com- 
mercial banner. Your mousetrap business becomes a 
Comstock lode. 

H,O is the chemical formula for water—this com- 
bination of hydrogen and oxygen never fails to pro- 
duce nature’s supreme liquid. But it should be borne 
in mind that all the hydrogen in the world taken by 
itself cannot make a drop of water. The manufacture 
of the most meritorious mousetrap in the world will 
not pay if no one knows about it. Turning the knob 
three times to A and back to R will not unlock the 
safe unless you turn it twice to M besides, and neither 
Emerson’s woodland manufacturer nor anyone else 
can unlock the door of commercial success unless they 
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get the entire combination, and publicity is an element 
therein that Emerson might ignore because he was only 
an idealist anyway, and as long as what he wrote was 
pretty all was well, but which the man who desires 
success must use in his mortar or his mixture will 
prove wanting in efficacy. 

* * * 

It required some acumen in Mark Twain’s youth to 
induce his compeers to do his whitewashing job for 
him, but it is no trick at all for me to get other people 
to grind out good copy for me. The other day J. H. 
Reed, who must secure a rake-off from slipper manu- 
facturers as he spends his time in placing Cinderellas 
over a goodly territory, favored us with a virile string 
of paragraphs given herewith: 

Does it pay to advertise? 

Does it pay an acorn to become an oak? 

Does it pay for a chrysalis to unfold into a butterfly? 

Does it pay to add power to the lens of the microscope or 
telescope? 

Does it pay to push one’s horizon farther out, in order to 
get a wider outlook? 

Does it pay to change a bar of iron into watch springs, 
increasing its worth to 50 times its weight in gold? 

Does it pay to be successful? 

Think it over and send in your copy. 

Mr. Reed has grasped the relationship of progress 
and publicity. He realizes that the manufacturer who 
like a clam closes himself up in a limited trade circle, is 
liable to be shortly closed up through outside agencies. 

* * » 

“I’m from Missouri—you’ll have to show me”—is a 
phrase that characterizes a national rather than a state 
trait. The average American, i. e., the general run of 
retail customers desire “to be shown” and the dealer 
who can do this knocks down the trade persimmons. 

* * * 

You cannot expect to lasso a man, brand him and 
own his trade ever afterwards, particularly if the com- 
mercial pasturage is better on the other side of the 
street. 

* * * 

BE on the lookout for newcomers in town—branding 

mavericks is a paying business. 
* * * 

I coINncIpDE with this able truism given in the 
Garry Messenger: “Two breaths do not make one pair 
of pants, nor ten million fleas one elephant.” 

x * * 

Ir 1s said the searchlight that will crown the dome 
of the Woman’s Magazine Building at the St. Louis 
Exposition will be seen 200 miles away. An adver- 
tisement in a good trade paper is a searchlight that can 
be seen thousands of miles away. 

* * * 

A PECULIAR new traction engine has been invented 
in England and is styled the “Pedrail.” This is a 
walking locomotive. Instead of wheels a number of 
cylindrical blocks are attached to a wheel, and this 
enables the engine to actually walk upstairs with the 
stride of an elephant. It finds no trouble at all in 
stepping over stones, 9-inch timbers and other obstruc- 
tions. The “Pedrail” can be used, not only for ordi- 
nary freight haulage on common roads, but is thor- 
oughly practical as a traction engine in districts where 
there are no roads at all. 
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News Siftinas 


Thos. W. Taylor is president of the Virginia Stove 
& Heating Co., Keller, Va., capitalized at $40,000. 

E. E. Graham, Andrew McMillan and E. Rhode are 
the incorporators of the Quaker City Iron & Metal Co. 
of Philadelphia, capitalized at $100,000. 

A threatened strike of the Electric Light, Oil and 
Gasolene Delivery Wagon Drivers’ Union of Chicago 
may work a hardship on local users of gasolene and oil 
stoves, 

D. W. Nason, F. A. Mehleck, Jno. P. Skoog, J. E. 
Nason and S. W. Nason are the incorporators of the 
Erie Stove & Mfg. Co., Erie, Pa., capitalized at 
$15,000. 

H. H. Lindemann is president, E. S. Lewis is treas- 
urer and W. S. Myers is secretary of the York Engi- 
neering Co., York, Pa., capitalized at $25,000, for the 
installation of heating and ventilating machinery. 

S. M. Schumacher is president, A. H. Wehr is vice- 
president, Wm. Schlipp, Jr., is secretary and treasurer 
and W. L. Woutisseth is general manager of the re- 
organized Central Metal & Supply Co., Baltimore, Md., 
who have increased their capital stock from $50,000 
to $75,000. 


Wm. Johnson & Sons, Ltd., Leeds, England, will 
exhibit a complete briquette plant in full operation at 
the St. Louis exposition. It is claimed that this proc- 
ess will utilize bituminous and lignite coal which is now 
wasted and will turn them into a marketable smokeless 
fuel that will equal anthracite in heating qualities. 








The White Mfg. Co., manufacturers of gasolene and 
kerosene appliance for all mechanical and lighting pur- 
poses, whose factory at 192-194 Michigan street, Chi- 
cago, was recently burned, have purchased a large 
manufacturing plant at Chicago Ridge, Ill, and will 
resume the manufacture of their line at this point. 


The Avery Stamping Co., Cleveland, Ohio, are send- 
ing a letter to the trade emphasizing the merits of 
their patent smooth back shovels. In these shovels 
the socket is shaped from the piece of metal form- 
ing the blade, thus giving unusual strength. The 
smooth back consists of a steel plate, welded on and 
extending up beneath the steel shank of the shovel. 


The Continental Stove Works, capitalized at $300,- 
000, have been formed at Richmond, Va., to take over 
the properties of the Southern Stove Works, Rich- 
mond, Va., and the W. J. Loth Stove Co., Waynes- 
boro, Va. At a recent meeting the following officers 
were elected for the first year: Thos. Atkinson, presi- 
dent; Stanhope Bolling, vice-president, and F. Percy 
Loth, secretary. The two plants of the company will 
manufacture and sell their cooks, ranges and heaters, 
separately as before. 


The Home Pride Range Co., Marion, Ind., have re- 
cently changed the oven in their popular Home Pride 
ranges from square to angular. They claim that th‘s 
change makes the oven larger, favors poor chimneys, 
shortens the heat circuit to the bottom of the oven, 
stimulates baking, and firmly braces the fire back and 
top against the strain of expansion, when being heavily 
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fired. This new angular oven is 15 inches high, and 
21 to 23 inches deep. It is firmly bound in malleable 
iron, and the bottom plate is anchored to a five-pound, 
malleable flue strip. The oven is guaranteed against 
warping; the fire box in these ranges weighs 135 
pounds ; the fire back is inclined 45 degrees toward the 
chimney and the heat is evenly distributed under the 
top and over the oven. The draft is taken into the 
fire box from front and end. 


The Portsmouth Stove & Range Co., Portsmouth, 
O., send us their catalogue No. 11 which gives the 
description of their Model steel ranges. This calls at- 
tention to the fact that their six hole reservoir Model 
ranges are made with expansion fire pot fitted with 
Duplex grate without water heater. They will be fur- 
nished with drop feed. door unless swing door, de- 
signed for wood burning, is specified. These ranges 
are made to burn all fuels, and may have either a half 
length or a full length water heater or the water heater 
may be dispensed with. All square top Model steel 
ranges are listed with and without water heater and 
all reservoir Model steel ranges are listed without water 
heater. The ranges shown in this little catalogue in- 
clude the four hole square with nickel back rail, four 
hole square with high shelf, four hole square with high 
closet, four hole with reservoir and high shelf, four 
hole reservoir and high closet, six hole square with 
nickel back rail, six hole square with high shelf, six 
hole square with high closet, six hole with reservoir and 
high shelf and six hole with reservoir and high closet. 


The Thatcher Furnace Co., 240 Water street, New 
York, send us a catalogue describing their line of 
Thatcher ranges. The Thatcher French steel ranges 
are designed for use in hotels, public institutions, de- 
partment houses, private families, steamships and 
yachts. They are made of cold rolled and patent lev- 
eled steel plate in two thicknesses securely riveted and 
thoroughly inter-lined with asbestos. They are fitted 
with a patent removable oven bottom plate and ad- 
justable flue sides, which has proven to be a great con- 
venience in cleaning the range. They are also fitted 
with balanced oven doors with malleable iron frames 
and drop braces, patent rotary closet doors and revert- 
ible grates. , 

The Thatcher range has large well ventilated oven 
around which the air circulates, thoroughly propor- 
tioning the heat equally on all sides. Other features 
are sifting grates, ash pan and water back of ample 
capacity, patent oven door opener and patent triangular 
revolving grate, removable through the fire door open- 
ing without disturbance of the fire lining or water back. 

The Sterling laundry heater has a hollow cylindrical 
body, which if attached to a household boiler will fur- 
nish a large quantity of hot water. The grate is of the 
Duplex form, and the top is arranged for heating a 
large number of flat irons, the heat being compelled to 
make the entire circuit of the top. 

The Improved Thatcher tubular furnace is absolutely 
gas tight and has a large sensitive tubular fire surface 
and properly proportioned top. Their steam and hot 
water heaters are reliable, conservatively rated and 
absolutely free from imperfections in construction. 

This firm also manufacture a very complete line of 
warm air furnaces, steam and hot water heaters. 
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American Hardware Mnfs. Assn. 
Pres., J. C. Birge, St. Louis, Mo. 
Vice-Pres., F. S. Kretsinger, Ft. 
Madison, Ia; Harry B. Lupton, 
Pittsburgh, Pa.; Geo. W. Corbin, 
New Britain, Conn. 
Secy.-Treas., F. D. Mitchell, Phila. 
Ex. Com., C. W. Asbury, Phila- 
delphia, Pa.; Chairman; Robert 
Garland, Pittsburgh. Pa.; N. A. 
Gladding, Indianapolis, Ind.; Geo. 
P. Hart, New Britain, Conn. ; we 
M. Pratt. Greenfield, Mass., W. S. 
McKinney, Allegheny, Pa.; +f Ga. 
Buckwell. Cleveland, Ohio; E. B. 
Pike, Pike Station, N. H. 
Arkansas Retail Hdw.Dealers’Assn 
, J. F. Maxey, Ozark. 
IstV.-P. ,H. Williams,HotSprings. 
3d V.-P., A.L. Skillern, Nashville. 
S.-T., C. E. Taylor, Little Rock. 
Ex. Gom., C. T. Rosenthal, Bates- 
ville; T. B. Stewart. Newport; E. 
E. Mitchell, ae W. M. 
Graham, Clarendon; R. F. Roys, 
Russellville. 
Chicago Retail Hdw. Dealers’ Assn. 
Pres., H. E. Gnadt. 
V.-P., G. A. Neeb. 


Treas. J. L. Smith. 


Hardware Merchants’ and Manu- 

facterers’ Assn. of Philad:iphia. 

Pres., Thomas Devlin. 

-P., John R. Griffith. 

S.-Treas., T. a a Fernley. 

Directors, W. Supplee, J John 
R. Griffith, E. Ad ‘Jac Ww. 
Peters, S. Disston, E. Fisher, J. = 
Ritter. T. Devlin, T. J. Fernley. 
Indiana Retail Hdw. Dealers’ Assn. 

Pres., E. M. Bush, Evansville. 

Ist. V.-P., A. Shidler. So. Bend. 

2d V.-P., T.J. Lindley, Jeffersonv’l 

Sec.-Treas., M. L. Corey, Argos. 

Members Ex. Com., W. P. Lewis, 
New Albany; Chas. E. Hall, Indian- 
apolis; J. L. Fulton, Portland. 
Illinois Retail Hdw. Dealers’ Assn. 

Pres., Charles H. Williams, 
—P W.T. Go ley, Chi 

- rm “ty cago. 
Sec., L. Nish, E 
Treas., Geo. A. Englehardt, Chi- 


cago. 
Ex. Com., Charles H. Williams, 
Streator; W. T. Gormley, Chicago, 
—_ Elgin: Geo, A. Engelhardt, 
fond. tes Frank McKinney, 7 
ford; Chas. Johnson, Peo a; L. D. 
Ray, Belvidere; F. F. Porter, Chi- 
cago; Wm. Bittel, Peoria; H. G. 
Cormick, Centralia. 


indian Te: rit Retail Hdw. Assn. 
Pres., verance, Durant. 

ist V.-P.,Geo. W. Mowbray, Tulsa 

2nd & -P., W. J. Pettee, Okla- 


—_ owe: 
oe G. Johnston, Oklahoma 
iy. 

lowa Retail Hdw. Dealers’ Assn. 
Pres., S. R. Miles, Mason City. 
V.-P., H. S. Vincent, Ft. 

, A. C. Vieth, Oakland. 

Members Ex. Com.,T, A. Nichols, 
Burlington; D. A. Stauffer, Iowa 
City: -B. Baumgardner, Dubuque; 
U. S. Johnson, Tama; F. W. it- 
ter, Hedrick; Thomas Gadd, Des 
Moines; F. F. Botlinger, Afton; 
Chas. Swaine, Council Bluffs; Wm. 
H, Millard, Cherokee. 

Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
V.-P., E. J. King, Logan. 
Sec.-Treas., J. A. Cole, Topeka. 
Ex. (om., F. W. Bartlett, Kansas 

City; T. H. Kiniry, Beloit; J. M. 

Walters, Robinson; J.H. Hamilton, 

Agsences City; T. j.0’ Neill, Osage 
ty 


a ms Retail ee and 
tove Dealers’ Association. 
— J. C. Frederick, Owen- 


boro. 
ist V.-P., J. C. Mahon, Lawrence- 


jurg. 
Sec., John R. Sower, Frankfort. 
Treas., J. Steitler, Owensboro. 


; 7 Hardware Oe eaprgeany 
Viper. wrdenws 
V.-Pres. rocket, “Battle 
Creek. 


Fred . 
E. Pipp, Otsego; A. Har- 
aw.’ Delray; x! Scott, Marine 


Minnesota Retail Hardware Assn. 
Pres., A. T. Stebbins, Rochester. 
V.-P., George Evenson, St. Peter. 
Seo. ,M.S. Matthews, Minneapolis. 


Treas., Geo. F. Duerre, Plain View. 
Ex-Com., W. Tomlinson, Le 
Sueur; J. H. Smith, Minneapolis; 
H. R. Schroeder, St. Paul; J. A. 
Roehl, Owatonna; W. T. Cowing, 
Alexandria; C. H. Casey, Jordan; 
Louis Gewalt, Breckenridge; Chas. 
F. Ladner, St. Cloud; J.F. McGuire, 
St. Paul; A. T. Stebbins, Roches- 
ter; Geo. M. Evanson, St. Peter. 
Missouri Retail Stove and Hard- 
ware Deaiers’ Association. 
Pres., Tayler Frier, Louisiana. 
V.-P., E. Wachter, St. Louis. 
Sec., F. N. Neudorff, St. Jose ph. 
Ex. Com., J. W. Poland, Carroll- 
ton; F. N. Kannsteiner, St. Louis; 
W. T. Shoop, Richmond. 


National Hardware Association. 


Pres., S. A. Bigelow, Boston. 
ae V- -P., John C. Koch, Milwau- 


‘tnd V.-P., Brace Hayden, San 
Francisco. 

Ex. Com., F. Barker, Elmira, N. 
Y¥.; J.D. Moore, Birmingham. Ala. ; 
John Freeman, Detroit; P. E. 
Strouss, Boston; R. M. Dudley, 
Nashville; W. S. Wright, Omaha. 

Advisory Board, W. W. Supplee, 
Philadelphia; H. H. Bishop, Cleve- 
land; John Bindley, Pittsburg; R. 
A. Kirk, St. Paul. 

Nebraska Retai Hdw. Dealers’ Asn. 
Pres. J. C. Cornell, Ord. 
Vice-Pres., F. D. Kees, Beatrice. 
2d V.-P., Max Uhlig, Holdrege. 
Sec.-Treas., H. J. Hall, Lincoln. 

National Retail dw. Dealers’ Asn. 


Pres. W. P. Bogardus, Mt. Ver- 
-~. oO. 
_— W. H. Tomlinson, LeSuer, 


2d VP 4 C. Moys, Boulder, Col. 

Sec., M. 'L. . Corey, Argos, Ind. 

Treas., A. T. Stebbins, Roches- 
ter, Minn. 

Ex. Com., T. Frank Ireland, Beld- 
ing, Mich.; James N. Kline, Wil- 
liamsport, Pa.; Frank F. Porter, 
Chicago; S. E. Jones, Richmond, 
Ind. ;A.H. Abbe, New Britain, Conn. 
N.Dakota Ret .iiHdw.D alers’ Asn. 


Pres , H. F. Emety, Fargo. 
Ist V.-P., G. W. Wolbert, Bis- 


Met C. MeNiven, Langdon. 


Sec., C. N. B 

Treas., H. ‘T. Helgesen, Milton. 
Ex ., E. E. Elliott, Sanborn; 
pence Hurbert 


Ohio itindware Association, 
oo John F. Baker, Dayton. 
, CS. Johnson, Barberton. 
aoe" See. , Frank A. Bare, Mans 
e 
Fin. Sec., W. C. Jones, Columbus. 
Treas., L. F. Stahler, Waverly. 
Ex. Com.,John C. Fuhr, Williams- 
burg; John Kramer, Dayton, C. W. 
Jewell, Utica; W. A Perry, Zanes- 
ville; Frank W. Ingalls, Byran. 
Pennsylvania Retail Hdw. Assn. 
ey ,Geo. L. Moore Brownsville. 
V.-P., — J. Rudolph,Pittsburg. 
Sec., J.E . Digby, McKees Rocks. 
Treas., B. A. Maggine, Braddock. 
Ex. Com., E. E. Lyon, Greens- 
burg; C. N. Savage, California; B. 
A. Maggine, Braddock; C. O. 
Shroyer, Dawson. 
St. Louis stove — Assn. 
Pres., R. H. Mye 
ist V.-P., E. L. ‘Wachter. 
2a V.-P., 'G. M. Rinie. 
Sec., Louis Boehl. 
Treas., F. A. Kannsteiner. 


Southern Hardware Jobbers’ Assn, 
Pres., W. M. Crumley, Atlanta, 


a. 
ist V.-P.. John Donnan, Rich- 

mond, Va. 

2d V.-P., E. A. Peden, Houston, 
Texas. 

Ex. Com,, Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 
boro, N. C.; O. B. Barker, Lynch- 
burg, Va. 

Texas Retail Hdw. and Imp. Assn. 
Pres., S. L. Erwin, Honey Grove. 
Ist V.-P., W.M. Gunnell, Marlin. 
2d V.-P., ‘J. D. Carroll, Quanah. 
Sec. & Treas., J. W. McManus, 

Waxahachie. 

Wisconsin Hdw. Dealers’ Assn. 

Yee H. L. McNamara, Janes- 
ville. 

V.-P., Ralph Burtis, Oshkosh. 

Sec.-Treas., C. A., Peck, Berlin. 

Ex. Com., W. H. Busse, Milwau- 
kee; E. R. Ramm, New London; H. 
s. field, Sturgeon Bay: R. 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARB 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages » to inclusive. 


—— — = = 


es J. Comes. a Pittsburgh, Pa., hardware dealer, 
is victim of a recent fire. 

De Vol & Scott, Steelville, Mo., hardware dealers, 
are victims of a recent fire. 

Weber & Hershey, Mattoon, IIl., hardware dealers, 
are victims of a recent fire. 

Widell & Petersen, Mankato, Minn., hardware deal- 
ers, have dissolved partnership. 

The C. N. Dack Hardware Co. and the M. D. Gil- 
christ Co., both of Oskaloosa, Ia., have consolidated. 

A company capitalized at $150,000 is being formed 
at Louisville, Ky., for the manufacture of horse shoes. 

A small fire occurred in the establishment of the 
Van Camp Hardware & Iron Co., Indianapolis, Ind., 
recently. 

The Metcalf Gas & Gasoline Engine Co., Quincy, 
Pa., will make an extensive enlargement to their pres- 
ent plant. 

M. B. Freshman, R. M. Clark and A. M. Clark are 
the incorporators of the Western Knife Mfg. Co., Kan- 
sas City, Mo., capitalized at $20,000. 

Slipp Bros., Brainerd, Minn., hardware dealers, and 
F. H. Greenhaugen, plumbers, in the same town, have 
consolidated as the Slipp-Greenhaugen Co. 

The five-story building of the Stambaugh-Thompson 
Hardware Co., Youngstown, O., was destroyed by fire 
on May 2ist last, causing a loss of $40,000. 

A. O. Goodwin, an Attica, Ind., hardware dealer, 
filed a petition in bankruptcy on May 14 last, with 
liabilities of $4,111.01 and assets of $4,918.02. 

L. E. Lacy, A. F. Lacy and D. M. Lacy are the in- 
corporators of the South St. Joseph Hardware & 
Plumbing Co., St. Joseph, Mo., capitalized at $3,000. 

Theodore Thompson, S. M. Myhre, G. A. Gullick- 
son and F, W, Black are the incorporators of the 
Thompson Hardware Co., Iola, Wis., capitalized at 
$5,000. 

Louis Sands, Jno. M. Gundey, Jos. Friedman, Dora 
Sands and W. B. McTighe are the incorporators of 
the Monarch Bolt & Screw Co., Cleveland, O., capital- 
ized at $25,000 

C. M. Nix, J. J. Linkart, E. C. Kurtz, A. J. King 
and C. R. Stedman are the incorporators of the Not- 
tingham Hardware, Plumbing & Supply Co., Notting- 
ham, O., capitalized at $10,000. 

Geo. Johnson, Hector, Minn., president of the re- 
cently organized Hector County Hardware Dealers’ 
Association, advises us that the association will not 
take up the question of mutual insurance at present, 
but may do so later on. 

The King Hardware Co., Atlanta, Ga., have pur- 
chased the hardware business of Martin, Eberhard & 
Zachery, 87 Whitehall street, that city, and are now 
operating that store in conjunction with their other 
store at 53-55 Peachtree street. H. B. Barnes will act 
as manager of this new store of this growing southern 
hardware firm. 
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Meeting Southern Hardware Jobbers’ Association. 





TUESDAY MORNING SESSION, 


The fourteenth annual convention of the Southern Hard- 
ware Jobbers’ Association was called to order by President 
Crumley at 9:45 a. m., the members of the American Hard- 
ware Manufacturers’ Association being present as invited 
guests. 





gentlemen of the American Hardware Manufacturers and the 
Southern Hardware Jobbers, it is with pleasure that I greet 
you and bid you welcome to the South, to Georgia and to 
Atlanta. I hope that some of you will like us so well that 
you will stay with us permanently, and if not that you will 
soon return, for there is no place in this broad land where 


The Atlanta Constitution’s Felicitous Cartoon of President Wm. Crumley Making the Address of Welcome. 


At the opening of the convention, the Reading band 
played an overture which was followed by a praper by Rev. 
H. S. Bradley, D. D., of Trinity M. E. Church South, At- 
lanta, Ga., at the conclusion of which “America” was sung 
by all present. 

President W. M. Crumley then delivered the following 
address of welcome: 

A SHORT ADDRESS. 


This address, like myself, will be very short. Ladies and 


you will find such opportunities for investment and enter- 
prise as you will find in the South, and with our extensive 
mines of iron and coal, great forests of timber, cheap lands 
and anything that is grown anywhere in the world, and a 
warm hearted and generous people to bid you welcome. 


A SCENE OF DESOLATION. 


Less than forty years ago all that you see around you 
was a mass of smoking ruins of 3,000 houses. In fact the 
whole was a scene of desolation. There were. only a few 
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cattle and live stock to be seen, and what few industries we 
had were entirely destroyed. We have done much to im- 
prove this condition and the South to-day is as the morning 
dew still upon the petals of the rose. But the sun of pros- 
perity is beginning to shine and out of the city of ashes rises 
a newer and more beautiful one. This we invoke you to 
enjoy with us. 
A GOOD MOTTO. 

I am pleased to see so many ladies present. Everything 
is graced with their presence, and it is for them we labor 
and struggle—God bless them. 





For the benefit of the members of both associations, per- 
mit me to say that we are not here entirely for pleasure; that 
there are many things to be disposed of before the associa- 





President W. M. Crumley, Atlanta, Ga. 


tion adjourns, so please be prompt in attendance. Let your 
motto be, “Business and then pleasure.” 

I now have the pleasure of introducing you to Hon. 
Evan P. Howell, mayor of Atlanta, who will tell you how 
pleased we are to have you with us. 

Mr. Howell then delivered the following address: 

A GREAT CHANGE. 

There is nothing left for me to say other than to assure 
you that there has been a great change in the South during 
forty years. The last hardware convention I remember of 
was General Sherman with 125,000 men who met the south- 
ern hardware jobbers at this place and discussed various sub- 
jects for about four months. It was the biggest hardware 
<onvention I ever saw in my life, and when they left what 
they didn’t take away was burned. When General Sher- 
man went on his march to the sea he left very little here 
for us. When we got back here from the war, everything 
was desolate—nothing but ruins and ashes, and we had to 
be thankful that it was in the spring of the year and not 
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in the fall for by winter we got enough together to live. We 
have worked along for years, but now thank God we have 
nothing but peace in Atlanta. I now thank God for the 
convention we lost for now all the hardware men in th« 
United States are one. 

A GLORIOUS GOVERN MENT. 

We have a glorious government. I thought the war was 
going to end differently indeed, but in consequence we are 
under better government as a whole than would have been 
the case had we been divided, and it does my heart good to 
see the children of the unions and the children of the con- 
fecerates playing together. And I have lived long enough to 
see that though a dreadful war, it was a blessing to this 
country. If we had won we would have had about cleven 
states, each with an independent government. We are bet 
ter all together and will make better citizens. 

ARE PROUD OF THE CITY. 


We are prouder of our country than if we had a small 
independent government, as in South America, where they 
have a revolution every few months, There is not a house 
in the South to-day that you can see that was here when 





jSecretary-Treasurer ©. B. Carter, Knexville, Tenn. 


General Sherman made his terrible march to the sea. 
he left there was nothing for us to see. We have built up 


When 


our city of which we are so proud. I know of not other 
bond which holds us as do the hardware men, There has 
always been hardware sold and the hardware man makes 
money, no matter how they make it, but they always do. 
Once in awhile a fellow gets into the business and don't know 
how to keep it up and drops out. That happens in every 
branch of trade. 
A WELCOME EXTENDED. 

Now, gentlemen, while I am here I will extend the hand 
of welcome of the city of Atlanta. We have about 250,008 
hands which makes about one-quarter million, each one of 
which wants you to be welcome. We have no keys to the 
city, so I can’t turn them over, but if you want anything, go 
to Mr. Crumley, and if you get into trouble about it, come 
to me and I will get you out. 

I am gratified to see so many in attendance at this con- 
vention and I hope many of you will come to stay. The 
people of the South are hospitable people, and we have also 
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every branch of trade and more organizations than any other 
city. We will do everything we can to make it pleasant for 
you and your organization and wish to extend to you our 
best wishes and hope you will have a prosperous meeting. 

This address was responded to by J. C. Birge in the fol- 
lowing response: 


ST. LOUIS CONVENTIONS. 


I rather wish your president had withheld his compli- 
ment for a few moments, and I would have been more at 
ease and he might have been a little more discreet in giv- 
ing it. 

I presume, Mr. Mayor, that you know what you are do- 
ing when you open wide the doors of Atlanta as you have 
done this morning. In our city the Mayor is now welcoming 
princes and confederated clubs of women, etc., and I am 
quite certain that he does not turn them loose on the city 
with the freedom that you have given us. 

MANY TIMES BEFORE IN SUNNY SOUTH. 


I feel somewhat acquainted with your honor and am 
therefore more at ease than I would otherwise have been, 
because I saw your picture in the paper yesterday morning. 
So far as nearly all the members of the association are con- 
cerned, we have been in the sunny south many times before. 
Not sunny alone because of your skies and the balmy breezes, 
but I am earnest in saying that it is chiefly because of the 
wholesome life, the sunny and genial hearts that'bid us wel- 
come. ‘These welcomes to the more serious business or oc- 
casions of this kind, which we all know is our chief object 
here and we are already welcomed by Mr. Mayor. The title 
of his address I notice is “Here’s Our Hand.” I believe those 





Ex-Vice-President B. F. Eshleman, New Orleans. 


were the words of Ferdinand, and the words that went back 
to him were “And here is mine with my heart in it.” (Great 
applause. ) 

THE SIEGE OF LUCKNOW. — 


You will certainly remember that brave body of Eng- 
lish soldiers in India who, while protecting several hundred 
women and children, had for months been surrounded by sev- 
eral thousand Indians who had infested that little band, until 
both water and ammunition were exhausted and they were 
threatened with disease, famine and death, but a watching 


Scotch girl with her ear upon the ground thought she heard 
froin a distance away down upon the shore of the river, a 
song of the bagpipe. It became clearer and clearer until at last 
others heard it and then there came upon their ears the fa- 
miliar melody of Auld Lang Syne with all its tender sug- 
gestions of auld acquaintances ne’er forgot. 

SHOULD PUT EARS TO GROUND. 

We have your message to-day. I can not answer as I 
would wish but I can answer in the words of Ferdinand 
wnich I have already quoted, “and here’s our hands with our 
hearts.” And if in the future trouble should come upon your 





W. W. Webber, Ft. Smith, Ark. 


people, a scourge of pestilence or famine, if you will put your 
ear to the ground you will hear coming from your north 
land the melody of Auld Lang Syne with all its heartfelt mel- 
ody and .tender suggestions. 

And the boys will get here somehow, and so sir, here’s 
our hand our trusty friends, 

Here’s a hand, 
And we'll take a cup of kindness yet 
For Auld Lafg Syne. 

The President: We will now have an address of wel- 
come to the manufacturers. As we wanted a welcome that 
everybody would like, we have selected a great big man from 
the great big West, to deliver it. 

I have the pleasure of introducing to you Mr. W. W. 
Webber of the Webber-Ayres Hardware Co., of Fort Smith, 
Ark. 

Mr. Webber delivered the following address of 


WELCOME. 





A WORK OF SUPEROGATION, 


On behalf of the Southern hardware jobbers I welcome 
you to this convention. This, doubtless, is a work of super- 
erogation because you must have noticed since your arrival 
here that you are thrice welcome. You can know from the 
pressure of the hand, or a glance when we meet, that we 
are proud to have you with us, and with regret will we see 
you take your leave. We welcome you not purely as men 
with whom we have business relations, and we are not glad 
you are here simply because we hope to get a five or ten- 
per cent better discount, but we welcome you here because 











































































































we want to know you and love you, understand and appre- 
ciate you, and ‘tis a happy coincidence that we meet each 
other in the empire city of the South, where thirty-nine 
ycars ago our fathers met in one of the sanguinary struggles 
of a war that depleted your section and impoverished ours, 
while it challenged the admiration of all mankind, and to- 
day I know you join with us in thanks to the Prince of 
Teace for the beneficient conditions that make this meeting 
possible. 


TRIUMPHS AND POSSIBILITIES OF THE SOUTH. 
Gatherings such as this will ultimately make the whole 





Ex-President F. A. Heitmann, Houston, Texas. 


world kin, anf this being so our social and business rela- 
tions will become more extensive and confidential. And 
too we hope that your visit here may disclose to you the 
triumphs and possibilities of the South. Her fields and for- 
ests, her sublime climate, her beautiful women and her chiv- 
alrous men cannot be excelled by any other spot on God’s 
green footstool. We are enamored of. ourselves and our coun- 
try and of any one who reciprocates, howsoever faintly. Did 
you ever analyze the word “welcome?” What does it mean? 
It means when said to me that I am to be at ease in any 
kume or hamlet, city or country, state or nation that gives 
me a welcome. It seems that I have the confidence and 
esteem, respect and approbation of the men. community or 
body extending it and when we say to you “welcome,” we 
mean to convey all that can be made out of the word. We 
mean to sey that we welcome you as men who by their in- 
dustry and foresight keep abreast of the time in all improve- 
ments and appliances, who originate and initiate into the 
market some of the things that go to lighten the burden of 
the human race, and make life the easier to live. 


THE INVENTOR OF THE COTTON GIN. 

From among you, and antedating you, was Eli Whitney, 
whose genius, more than that of any other man, has helped 
to place this country in the foremost rank of nations. It 
was not his fortune nor his lay to write his name among 
the orators and statesmen of his time, but it is written in 
every community of the South in characters more enduring 
than bronze. The wizard of Menlo Park will not go down 
in history as a man upon whose words audiences have eager- 
ly hung, but the network of wires and the light that “shines 
like gems of purest ray serene” will be his enduring monu- 
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ment. And I do not forget that the greatest friend that the 
women of this, and all countries ever knew, had his habitat 
among you. But for his genius the laces and flounces, furbe- 
lows and whatnot, the yokes and girdles, bodices and belts 
that amaze us with their beauty to-day would have been well 
nigh impossible. 

SHOULD FEEL INTEREST IN COUNTRY’S DESTINY. 


The ladies should erect a monument to Elias Howe, the 
great liberator of the gentler sex. Your inventors and manu- 
facturers have by dint of energy and attention to detail 
evolved many useful and necessary articles, the absence of 
which would seriously interfere with our daily routine; 
hence we welcome to our midst those who have contributed 
so much to our comfort. This is a day when we should al! 
feel a deep interest in our country and her destiny, and 
should all join in a concentrated effort to capture the world’s 
commerce for our fields, forests and factories. 

To the south of us beyond the land of the Montezumas, 
and down among those people who for years have turned to 
us as the Helianthus to the sun, who have patterned their 
government after ours, we are to create a water way, cut- 
ting the continent in twain and when the waters meet they 
will sing a song of victory that will reverberate round the 
world proclaiming us the most phenomenal people of all the 
ages. 

PECULIARLY AUSPICIOUS. 

The time and place of this meeting are peculiarly aus 
picious. We are met in a city that was the first to feel the 
impetus of manufacturers in the South, was the first to 
brush away the dark and lowering clouds that followed in 
the wake of a civil war, was the first to rise Phoenix like 
from the ashes and girdle on her armor and go forth to 
do battle for our country’s commerce. Others have taken 
inspiration from her noble example until now all over our 





O, B. Barker, Lynchburg, Va., Member Executive Committee. 


beautiful Southland can be heard the ring of the hammer 
and the hum of the loom. When we contemplate the risen 
South, the new South, our patriotism expands and in our 
enthusiasm we exclaim “My country; may she always be 
right, but right or wrong, my country.” 


DAYS OF THE HYACINTH AND HONEYSUCKLE, 


The time is the month of May, when all nature is a 
smile, when we have with us the hyacinth and honeysuckle, 
the pomgranate and the magnolia, when the great and good 
Giver of all things has vouchsafed to us the flowers of the 
field and the birds of the forest.. “When every prospect 
pleases and only man is vile,” when all bickerings and ani- 
mosities should be buried, when “peace on earth good will 
toward men” should be blazoned on the banners of us all. 
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Hence my friends we welcome you and in concluding I voice 
the belief that in no part of this union, from Niagara’s grand 
and beautiful falls, from whence the rainbow stretches to our 
sea girt southern shore, from the deep Atlantic whose billows 
break against the shores of our eastern states to the broad 
Pacific, where the breezes whisper sweet murmurings, to the 
tide as she goes out beneath the setting sun, from the glit- 
tering emporium of stately New England to the mining 
camps on the Sierra Nevadas, in all the length and breadth 
of this land, could you find a more genuine welcome than we 
extend to you and yours. 

The President: The next thing on the program will be 
a response by Mr. A. G. Gilfillan of the Belfont Iron Works 
Co., lronton, Ohio. 

Mr. Gilfillan wants to put Belfont on every keg he sees, 
no matter whose it is or where he sees it. 

Mr. Gilfillan then gave the following triple 


WELCOME! WELCOPIE! WELCOTFIE! 





A DELIGHTFUL WORD. 


The word welcome is at all times a delightful word to 
hear. It at once makes you feel at home and you are glad 
you came, but especially under the present auspicious circum- 
stances it is doubly gratifying to all whom I represent, when 
the welcome comes from the lips of an eloquent Southern 
gentleman in a delightful Southern city and is guaranteed 
by that most hospitable of all organizations, the Southern 
Hardware Jobbers’ Association, each member thereof being 
noted for his friendly greeting and hearty handshake. A 
genuine Southern welcome, such as we receive here, has an 





8. G. Gilfillan, Ironton, Ohio. 


effect on me that can only be described by using the definition 
that was once given for love, viz: “Love is an itching of the 
heart that you can’t scratch.” Likewise, a Southern welcome 
is something that you can’t match. 


WASHINGTON WOULD WONDER. 


When I look around me and see the smiling faces of some 
ef my very best and most distinguished friends, who are 
regular Chauncey Depews when it comes to speaking either 
before or after dinner, methinks I hear them say: “Why did 
the committee ask Gil to speak?” and thus I am reminded 


of the visit made to Mt. Vernon by two of our distinguished 
citizens, viz., Admiral Dewey and General Miles, who are 
the best of friends, but they do not mind “knocking” each 
other good naturedly. They went down to Mt. Vernon to- 
gether on some holiday when naturally there were hundreds 
of visitors to the old home and burial place of the “father 
of his country.” General Miles seemed much impressed. He 
silently contemplated the crowd for a few moments and then 
said with feeling, “what I wonder would Washington say if 
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he were suddenly to appear here in the flesh?” “Do you meas 
just at this moment?” asked the admiral with a suspicious 
twinkle in his eyes. “Yes, certainly,” answered Miles, a trifle 
annoyed that his companion had failed to catch the inspira- 
tion of his thought. “I really don’t know,” said the admiral, 
whose twinkle by this time had become actually malicious, 
“unless he asked how you ever succeeded in getting the job 
he used to hold.” 


A WORD FOR FEMININITY. 


In representing your guests and in responding to your 
welcome, I want .to first speak of the ladies, God bless and 
protect them, for we could not (and would not if we could) 
live without them. Their presence lends to these conven- 
tions a personality that is both pleasing and profitable, from 
whatever standpoint it may be viewed. The ladies are first 
in love, first in peace, and I almost said first in war, but 
that would not be true. In our city we have a gentlemas 
who appears to have a patent right (and he has reserved all 
privileges) to respond to the toast, “The Ladies,” and not 
long ago at a banquet he was asked to respond to the toast, 
“Our City,” but when the time came he arose to his feet 
and said: “The ladies, God bless them,” but just at this 
point one of his friends called his attention to the fact that 
he was on the wrong subject, and yet that was not nearly 
so bad as the effort made by the Chicago gentleman (who 
must have been in about the same mental condition that I 
am just now). He was supposed to make an address on the 
necessity of night schools, but after looking at his audience 
for awhile, his memory took flight, although his tongue 
still wagged, and it said: “There is no getting away from 
the fact that we have more badly dressed women here ia 
Chicago than in any other city in this part of the country,” 
and he is still alive. I therefore on behalf of the ladies who 
are here as your guests, thank you most sincerely for your 
kind greetings and your cordial welcome. 
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TRAVELING SALESMEN. 


Secondly, the traveling salesmen, who are commonly call- 
ed drummers, and who are proud to be your guests and to 
have this splendid opportunity of meeting with you and mix- 
ing pleasure with business in this delightful manner. Who of 
all of us will say that he does not look forward with pleas- 
ure to the conventions of the Southern Hardware Jobbers, 
and enjoy them to the fullest limit? All sorts of stories and 
jokes are told at the expense of the traveling men and I 
therefore take this opportunity of relating one or two of 
them. 

A COMBINATION OF BONIFACE AND PILLSBURY. 


The first is a conversation that took place between a 





Bruce Keener, Knoxville, Tenn., Member Executive Committee. 


hotel proprietor and a man who applied for the position of 
hotel clerk. 

The Proprietor—Yes, I want a clerk at once. 
you know about hotel keeping? 

Applicant—Know? See here, unless you have got four or 
five years to spare for a little chat ask me what I don’t know, 
it will take less time. What do I know about hotel keeping? 
Well, I should smile; I know it all, more than all. I could 
run forty hotels and play ten games of chess blindfolded. 
Why, man, I used to be a commercial traveler. 


What do 


IT RAINED BROWNS. 

Another story that illustrates how the traveling men 
are nearly always up to date and how they gather information 
as they travel and how they make use of it is entitled “Why 
the Hotel Clerk is Awaiting Revenge.” 

“If that traveler ever pnts up at this house again I will 
try to make his stay interesting,” said the clerk of a Phila- 
delphia hotel, as he scowled at the waiter who was trying 
hard not to laugh. “He came in here the other day, and, 
after registering his name, turned the page back and looked 
at the names of the day before. Then he said suddenly, ‘I 
have discovered a funny thing in the last few days and that 
is that there are more persons registering under the name 
of Brown than there are under the name of Smith. I don’t 
\aow whether the Brown family is more numerous or wheth- 
er they travel more than the Smiths, but it is a fact neverth- 
less, that there are more Browns to be found on the hotel 
registers than there are Smiths.’ That has not been my ex- 
perience I answered, and you will find that it is not true at 
this hotel, for there are six Smiths registered to one Brown. 
“You don’t know,’ he retorted. ‘Now to prove what I sav 
and to make it more interesting, I will wager you that by 
the time I am ready to leave to-morrow there will be more 
Browns on the register than Smiths.’ I thought I had an 
easy mark so I took him up. He propesed that I should 
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buy him a twenty-five cent cigar for every Brown whose 
name went down on the register and he would do the same 
for me when the name was Smith. That was agreeable to 
me and I simply chuckled to myself, for I knew of at least 
two Smiths who were due and who would undoubtedly be 
here before the traveler left. 
utes it began to rain Browns. 
together in my life. The hotel register began to look like 
1 record of the Brown family. Every few minutes the trav- 
eler would call around, check up the register and demand 
the cigars owing to him. The truth came out at last. That 
miserable fellow had discovered that there was to be a re- 
union of the Brown family in this city, and, learning that 
most of them were going to put up here, he sprang his 
scheme on me to get his smoking a month for nothing, and, 
as if that was not enough he has just sent me a telgram read 
ing ‘Done brown’.” 

And I now again express thanks on behalf of the sales- 
men for the hearty welcome that you have given them and 
for the pleasures that they are sure to have and which they 
appreciate fully. 


Well, in less than ten min- 
I never saw so many Browns 


THE EDITORS. 

And now a word or two for the editors and reporters, 
who always grace these occasions with their happy smiles 
and who really need no one to represent them, as they are 
at home wherever you put them and amply able to take care 
of themselves when it comes to speechmaking, and still I 
know that they are proud to be your guests at this time and 
appreciate your hearty welcome and will enjoy your hospi- 
tality with vim, vigor and victory. 

THE MANUFACTURERS. 

And now on behalf of another great organization, that 
of the American Hardware Manufacturérs’ Association, who 
certainly show their appreciation of the privilege of being 
your guests when they call their meeting at the same time 





T. Jas. Fernley, Secretary National Hardware Association. 


and place so as to enjoy meeting you socially, both before 
and after dinner, and, by spending the greater part of their 
time with you, prove beyond a doubt that you are the mag- 
net that draws them to this beautiful city of the southland; 
and why should we not meet together, both in business and 
social sessions, our interests are mutual, “United we stand, 
divided we fall,” and this is an opportune time and place for 
both business and pleasure. I am fully assured that the 
business sessions of both conventions will be profitable to 
all who attend them, but what of the joint social sessions, will 
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we says “Watchman, tell us of the night”? No, but on the 
contrary let us keep that subrosa and have a jolly good so- 
cial time. 

SOLIDIFICATION OF BUSINESS INTERESTS. 


But not forgetting or neglecting the most important 
thing of all, that of solidifying to a greater degree than ever 
before the very pleasant business and social relations that 
now exist between the jobbers and the manufacturers, I 
therefore assure you that the manufacturers appreciate the 
sincere welcome given them and still believe in reciprocity. 

A LEADING QUESTION. 


Before closing I wish to ask one question, and that is, 
What is the matter with T. James Fernley? 
T. J. Fernley addressed the meeting as follows: 


UNALLOYED PLEASURE. 


I assure you that it gives me unalloyed pleasure to be 
nere this morning and greet these members of the hardware 
association and as I have said before, we look upon this or- 
ganization as one of the important movements of the hard- 
ware trade. Some of you gentlemen who are becoming gray 
in the hardware business, will remember that’: memorable con- 
vention in Louisville ten years ago, but of course, none of 
the ladies present were there. Most of them at that time 
were in their teens. But it was to that convention that the 
officials of the National hardware convention sent members 
in order that they might learn how the work of the organiza- 
tion was managed and how the hardware business was con- 
ducted. We owe a great deal to Mr. President, and we are 
still coming to these gatherings in the hope that we may 
observe something of benefit to the trade at large. It is very 
pleasant to hear the beautiful remarks of our fathers who 
were engaged in that dreadful conflict. I am glad they were 
in it and I was not. 

ORGANIZATIONS ARE CO-OPERATING. 


But Mr. President, we feel that a meeting of this kind is 





R. M. Dudley, Nashville, Tenn. 


really beneficial to the trade at large. This has been noted in 
the last six months in a marked degree. Organizations in 
the various states are co-operating with us to the fullest ex- 
tent, the benefit of which will be recognized by the retailers 
as well as the jobbers. We all agree that there are three 
avenues of distribution, the manufacturer to the jobber, the 
jobber to the retailer and the retailer to the consumer. 


A PRODIGAL SON. 
A gentleman who was sitting near. me, a recent convert 
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to the cause of associated work, said to me when I was 
about to come to the platform, “tell your story.” Now, I 
have been with the gentlemen several days and I do not know 
which particular story he refers to, but he is the most recent 
convert to association work, and is what we have termed 
a prodigal son, but that in the last thirty days has come 
back. 
TOO BIG A TERRITORY. 

A bartender in Dallas was serving drinks, as bartenders 

sometimes do, and a man stepped up to the bar and laid down 





Irby Bennett, Chairman Keception Committee, Memphis, Teun. 


the price, just as you have done many times, and said, “Give 
me a drink of whiskey.” The bartender produced the whis- 
key and he drank it, then said, “I can lick every man in 
Dallas.” The bartender said nothing and the fellow sat 
down to the table. In a few minutes he again stepped up 
to the bar, laid down the price, and wanted more whiskey, 
then said, “I can lick every man in Dallas county.” The 
bartender still said nothing and he returned to his seat. The 
bartender mopped the counter as you have seen him do 
many timés. The fellow returned for another drink, and 
when he said, “There is not a man in the United States or 
Aincrica that I can’t lick,” that got the man aggravated. He 
picked up a mallet and brought it down on that fellow’s 
head so that he dropped in a heap on the floor. After the 
fellow had gotten himself together he looked up at the bar- 
tender and said, “I think I have taken too big a territory.” 
BELIEVE IN TRADE IMPROVEMENT. 

I want to thank you for this opportunity to tell you 
that the National Association is with you on the band wa- 
gon and we don’t care whether we are on the front or on the 
back, but we don’t want to hang on behind, and we certainly 
beiieve in improving the trade, and certainly believe these 
conventions will be the means of improving the trade and 
bettering the conditions. 

The President: The only reason why he didn’t get in the 
wagon was because the axles wouldn’t hold him. 

Irby Bennett, chairman entertainment committee, report- 
ed as follows: 

TARDINESS IS APOLOGIZED FOR. 


I must apologize for my tardiness in appearing, but just 
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as your announcement was made, I was called by one of the 
gentlemen who wanted to pin another tag on me and I am at 
a loss to know whether it is my presence or the tag that you 
have been applauding. I was not supposed to deliver an ora- 
tion or speech. Mine is purely a report. You may know that 
I have been chairman of the hardware jobbers of the South 
and on the entertainment committee for some years, but I 
think I shall resign my position before I leave the state. I 
think I might have been invited to take a seat on the plat- 
form. There is little for me and my committee to do. Mr. 
Crumley and his fellow hardware dealers have prepared a 
program of entertainment which is quite sufficient and cer- 
tainly leaves very little for my committee. We are pleased to 
find such a condition. We have never met it before and this 
probably is due to the fact that this is the first meeting of 





Ex-President J. J. Mandiebaam, Little Rock, Ark. 


the Southern Hardware Jobbers’ Association in the home of 
its birth, We have a great many cities represented here and 
we are pleased to have you visit us. 


PROGRAM WAS IN PAMPHLET. 


In reference to the program which has been arranged by 
the hardware association you will note it is in the pamphlet you 
have. As suggested the clubs of the city are placed at the 
disposal of visitors at any one of which you will be welcome, 
needing no other recommendation than the badge you wear. 
The theater party for this evening is noted in the printed 
program. The nature of it may not be clear to you. It is 
an entertainment of local talent given by the Confederate 
Veterans of Atlanta, No. 159, which I believe you will find 
interesting, as all who are taking part are old soldiers. All 
monies received is to be expended for the care of old Con- 
federate soldiers and all’ in excess of the amount not needed 
for this purpose will be used for charitable purposes, viz., 
the orphans’ home, asylum, etc. 

Unfortunately for the association although we began our 
applications for seats for this entertainment some weeks ago, 
we have only been able to obtain a limited number of seats. 
These will be distributed first among the ladies and jobbers 
and we will have to do the best we can to care for the hard- 
ware manufacturers. Tickets for the occasion will be dis- 
triubted from room 105, the headqvarters of the reception 
committee, and those who are accompanied by your wives 
and sweethearts, please come to room 105 as soon as con- 
venient in order that we may distribute the tickets first to 
you and what are left over we will be glad to give to the 
first comers. You understand that we can make no further 
distinction in the matter. We would have taken seats suf- 
ficient for all had it been possible.” 

Quite a number of impromptu addresses were made, 
both by members of local industrial bodies and visiting dele- 
gates. Among the speakers were the president and chair- 


THE AMERICAN ARTISAN AND HARDWARE RECORD 























































31 


man of the manufacturers’ committee of the Atlanta Cham- 
ber’of Commerce. 

Both gentlemen emphasized the welcome extended by 
the mayor and in addition, extended all the courtesies of the 
various clubs in the city. 

In addition, various other visitors and representatives 
spoke. Following are a few of a number of the speeches de- 
livered: 

Samuel D. Jones addressed the convention as follows: 

I must say that this is considerable of a surprise to me, 
as 1 had not expected to take any part in the meetings of 
this organization, for the president of the Chamber of Com- 
merce was expecting to do the honors. 


A GOOD MANUFACTURING CENTER. 


I am very pleased, of course, to be here. I have taken 
some little part in the manufacturer's work of Atlanta and 
nothing gives me so much pleasure as to meet those who 
are our traveling men. I think that if we could see more 
of these people and see how good natured, congenial and 
companionable they. were rather have them meet with us. I 
hope while you are here, gentlemen, that you will take a wide 
view of Atlanta Get away from the Kimball pretty well in 
the center of the town, and see if you can find some place 
here or in the suburbs of this town where you would like to 
come and live.’ If anybody wants to take a look around, it 
is part of my duty to give him my attention and.I certainly 
most willingly and gladly offer my services. If you will 
come down here and take hold with us, you will find it the 
place to conduct your manufacturing work. I came from a 
point further north myself, and know whereof I speak. 


THE MANAGING RATIO. 
Some of the jobbers know so well how to use ‘you, how to 





R. Bell, Ex-Memper Executive Committee, Weatherford, Texas. 


say nothing and how to be a little indifferent and how to drop 
a side remark about what somebody else has offered, and 
how to hold you in the air, and I have come to the conclu 
sion that they were a shrewd lot. A manufacturer can’t man- 
age a jobber unless he gives him about 3 to 1. (I think 
that is about the ratio.) Although that also is largely reme- 
died. by an assembly like this, and the experience that is to 
be had here through some of your experienced members. W<« 
get together and have more fellow feeling in the association 
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this morning by reason of this assembly. This reminds me 
of a story of two small children at a picnic. A little boy 
and a little girl, both about five years of age, seemed to be 
exceedingly fond of each other. The boy kept kissing the 
girl repeatedly and she seemed not to repel him, but finally 
objected. The boy said, “Why do you object?” and the girl 
replied, “Because it is my time.” It is my time now. I hope 
that I have been able to impress some of these level-headed 
business men. 
Mr. Christopher’s address: 
REPRESENTS SOUTHERN SUPPLY AND MACHINERY ASSOCIATION, 


It is a great pleasure to me to represent Mr. Blow, the 
president of the Southern Supply and Machinery Dealers’ As- 
sociation, of which I am a member. I did not expect to have 
the pleasure of coming here, but when Mr. Blow found it was 
impossible for him to represent our association, he requested 
me to do so in his place. I feel that we are very near kin 
to the Southern hardware dealers. So many of us handle so 
many lines that are alike. We both call at the same places or 
on the same people. We offer the same material and the 
same articles. Therefore, we naturally come in competition 
with one another. Competition is what has caused the organ- 





H. H. Beers, Richmond, Va., Sergeant at Arms. 


izations to form such as this and our own and when you an- 
alyze the associations, what do you find? 


OBJECTS OF ASSOCIATIONS. 

What is the object and cause of the formation of these 
associations ? 

You will find when you boil it down that it is but one 
thing. Legitimate competition. That is what we are all 
striving for. That is what we are all asking for and noth- 
ing more. The man who seeks illigitimate competition has 
but one ending. He is bound to step down and out, be- 
cause the dealer who welcomes legitimate competition is the 
man who survives and is on top. When our association was 
formed three years ago, meeting for the first time in Charles- 
ton there was a very small gathering, but the enthusiasm 
that was shown at that meeting led us to look forward to a 
very bright future, and in less than three years, we did have 
a very strong organization for our line of business. We 
never looked forward, nor can we expect to have the large 
membership that the southern manufacturers have to-day, for 
the reason that we haven’t so many dealers in our lines as 


you have, but we asked the manufacturers to meet with us 
for the first time in New Orleans. 


MANUFACTURERS ARE WARM-HEARTED MEN, 


We were more than pleased when we sent in the policy 
of our association, and the manner in which the manufactur- 
ers accepted it. It was to us the most gratifying of all re- 
sults. It showed the manufacturers to be large, warm- 
hearted men. He only wanted the jobber to put out his 
hand to him. He was willing to do his part. He only asked 
the jobber to do his. In what way? In a legitimate way, and 
I tell you, gentlemen, that that was what these associations 
are built upon for a foundation. In this way has our asso- 
ciation grown and it is a great pleasure to me to meet with 
you in the city of Atlanta, the pride city of all the South, 
for we love to point out the city of Atlanta as the city of 
the South. In what portion of the country to-day is the pub- 
lic mind and the public attention drawn? In the direction of 
the Southern states. And we are just as proud to think that 
after the years of adversity, the struggles and trials, that to- 
day it is acknowledged by the entire United States that the 
Southern states are the most prosperous states in the United 
States. (Great applause.) 

COAL MINED IN SOUTH. 


In 1880, only 42,000,000 tons of coal was mined in the 
United States, and here in the last year or two over 72,000,- 
000 tons have been mined in the states of the South. What 
does that mean but great progress? Look at the manufactur- 
ers to-day. They are leaving the Northern states and com- 
ing to the Southern. So let them come. We want them, and 
extend to them a welcome. I thank you for this opportunity 
for allowing me to come before you. We trust we may see 
you in our homes in Florida. We have everything good 
there, in the winter and in the summer. We can offer you 
to-day the summer resort of the South, Atlantic Beach. Come 
and join me in a bath in the gray old grimy ocean. 

The convention then adjourned. 

TUESDAY AFTERNOON SESSION. 

The Tuesday afternoon session was called to order at 2:30 
p. m. and was executive. The program commenced with the 
reading of the minutes of the 1903 convention, after which 
President Crumley delivered the following 


ANNUAL ADDRESS. 





ATTENDANCE, 


I congratulate you on this your fourteenth annual con- 
vention and the large attendance of our own members and 
also of the Manufacturers’ Association, which is a proof ot 
the wisdom of holding our meetings within our own bos. 
ders. 

It was said in opposition to this that the manufacturers 
would not attend if we did not hold our meetings in the 
North. This evidently was a mistake, as proved by the un- 
usually large attendance of these gentlemen. 

ASSOCIATION PROGRESS. 

I am glad to report to you that your association is in 
a most prosperous condition, possibly more so than ever 
before since its organization. 

NEW MEMBERS. 

We have had many new members added to our roll and 
are in condition to accomplish more good with the manufac- 
turers than ever before. In fact, I believe we will be grant- 
ed almost anything in reason that we may ask of them. They 
recognize our strength and we have proved to them that we 
will not be unreasonable in our demands upon them and they 
have about come to know that we are necessary to their wel- 
fare. 

OUR OWN MEMBERS. 


I regret to state that I have heard from so few of you 
during the year, nor have you taken advantage of your com- 
mittees by writing them about any of your troubles. It may 
be, however, that I should congratulate you that all things 
have moved so smoothly with you that you had no need for 
their help. I hope this is the explanation, but during the 
coming year, if you should have trouble, do not fail to refer 
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same to the proper committee, for you will find them ready 
and willing to serve you. 
OTHER ASSOCIATIONS. 


We are in close touch with the other great associations 
of the country and we are ready to work hand in hand with 
them, and they with us, for our interests are mutual and 
when our rights are attacked, we will stand together as one 
man. But the best and greatest benefit our association has 
accomplished is yet to be mentioned. It is this: 

The improved condition in our own ranks. You can all 
recall the time when you thought your con'petitor was the 
meanest man on earth and you would scarcely speak to him 
when you met. How different now. If you have any com- 
plaint to make, you do not hesitate to go to him in his own 
office and talk it over with him and you have found him 
just as clever a fellow as you are yourself. This is brought 
about, either by your local or. the general association where 
you meet, and not only shake hands, but do so cordially. 

LOCAL ASSOCIATIONS. 


Let me urge you, if you have no local association, to 
form one without delay. You will find it a great profit 
maker. 

ASSOCIATION WORK. 

Let me beg of you to be present at each of our meetings. 
There are many things to be discussed that are, of vital im- 
portance to you and you will not be doing yourself nor the 
association justice if you do not attend and join in the de- 
bate on these matters. 

FUTURE OF OUR COUNTRY. 

The commercial and industrial prosperity of the South 
has just begun. It is our inning and we are at the bat. Are 
you all ready and prepared to take advantage of this flood- 
tide of prosperity that is coming our way? 

AGRICULTURE. 


The South has just begun to wake up to her advantages, 
as an agricultural and manufacturing section and immigration 
and capital are looking this way. When our large farms are 
divided up into small ones and the crops diversified, as they 
are beginning to be, we will have a larger prosperity. 

MANUFACTURING. 

But while there are great opportunities in the improve- 
ment and progress of our agriculture, our advantages as a 
manufacturing country must not nor will not be overlooked, 
with our climate, cheap coal and iron and great timber belts, 
manufacturers are sure to come and that soon, for they will 
not be slow to see the opportunity. Let us encourage them 
to come among us and build, and above all, let us keep pace 
with their growth and grow with them. 

WORK OF BROTHER OFFICERS. 


I wish to thank you for the uniform courtesy which has 
been extended to me, not only by each member of the asso- 
ciation, but especially by your other officers. Let me com- 
mend to you our secretary, Mr. C. B. Carter, who has been 
ready and willing to lend his help during the present year. 

To my successor I wish to tender my entire allegiance. 

The remainder of the program of the session, which was 
executive, was as follows: 

Annual report of the president. 

Report of the secretary-treasurer. 

Report of transportation committee. 

Report of press committee. 

Report of grievance committee. 

Report of manufacturers’ committee. 

Report of membership committee. 

Report of supply committee. 

Report of metal committee. 

Report of executive committee, read by O. B. Barker, 
Lynchburg, Va. 

Appointment of special committees. 

Communications. z 

Miscellaneous business. 

Discussion of executive committee’s report. 

R. D. Warren of the Benedict, Warren & Davidson Co. 
then opened an interesting discussion on the topic 
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“OUR ASSOCIATION-—-WHAT SHALL BE DONE TO 
NURTURE IT?” 





VALUE OF CO-OPERATION. 


Van Doren said, “A brother assisted by a brother is a 
fortified city.” “A three-fold cord is not quickly broken,” 
says the preacher. Our Lord Himself recognized the strength 
of fellowship and communion; so He sent out His disciples, 
not alone, but by twos, each increasing the force of the 
other. 

In our business life, we have found that 

“When one alone seeks his best to know, 
His skill is weaker, his thoughts are slow.” 


A SOLID FOUNDATION, 


As with individuals so with firms and corporations, recog- 
nizing this great need, the one for the other, the Southern 
Hardware Jobbers’ Association was established not on the 
idea of combination, but on the solid foundation of the prin- 
ciple of co-operation. When we can convince the hardware 
jobber as an individual that we need him or better still, that 
he needs this association, it is an assured success. Let him 
but see his needs and, American like, he will go after it 
This idea was very concisely illustrated by an artist recently 
Uncle Sam was represented, calmly stroking his beard, and 
wearing an elegant panama hat marked $50,000,000. A foot 
note said, “Came high, but he had to have it.” So, we have 
but to make the jobber see that as an association we are in- 
dispensable to his greatest success, and he becomes at once 
an important factor in our own. 


MEETINGS MUST BE INTERESTING. 


To make our claim good, these association meetings must 
be intensely interesting from opening to adjournment, with 
the vital questions of the hour—the live issues—the methods 
of to-day compared to the plans of yesterday. Not only 
should these meetings be interesting and entertaining, but 
so helpful that each man goes home filled with enthusiasm to 
carry into the drudgery of the old routine a new idea, a bet- 
ter plan, and so broadened in his views that he takes back to 
his local association these new ideas that others may also 
incorporate them. 


THE ONE LIVE QUESTION. 


The efficiency of this association will be limited, in a 
large measure, by the co-operation of the individual members. 
To interest these, and reach those who are not members and 
keep them awake to their opportunities and privileges, is the 
one live question ever before the active management of 
all association work, and will, I am impressed, be best effect- 
ed by the organization of local associations at every jobbing 
point. 

TACT IS SUPREME. 


From experience in other association work, I believe 
that more tact will be needed in the organization and success- 
ful operation of this branch than any other part of associa- 
tion work. Much careful thought should be expended on 
this line, all of which will return an hundred fold in good 
to this association. Could not part of the time of one of our 
officers, maybe of our secretary and treasurer, be well em 
ployed in visiting the local associations, strengthening thos 
struggling for an existence, and encouraging those mor: 
firmly established? Besides organizing new local associa 
tions where none now exist he could be of incalculable value 
to old ones in bringing to them new ideas gathered from 
other associations, and perchance, removing the small mis 
understandings, often of personal nature, which occasionally 
mar the harmony of local work. 


JOBBER MUST SEE NEED OF ASSOCIATION. 


In conclusion, we must make the jobber see the need 
of the association. How best this may be accomplished, you 
will have an opportunity to discuss. Our interest in this 
association will be intensified in proportion to the interest 
manifested in local work. Therefore, we should see to the 
organization and perpetuity of local associations. 
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IDEAS SHOULD BE EXCHANGED. 


Right business principles are fixed and unchangeable 
but plans and methods vary with the man and the times. 
“The old order changeth, giving place to the new.” So, in 
these annual meetings we can exchange ideas as to plans and 
methods some of which may revolutionize the methods of a 
few, modify the plans of many, and quicken the business in- 
terest of all. 


WEDNESDAY MORNING SESSION, 


The Wednesday morning session of the Southern Hard- 
ware Jobbers’ Association was called to order promptly at 
9:30 a. m. The first speaker was J. H. Weddington of J. H. 
Weddington & Co., of Charlotte, N. C. His subject was “The 
Hardware Jobber; His Worst Enemey.” 

Mr. Weddington spoke at length, handling his subject 
in a manner which left no doubt of his intentions. His speech 
is not published as the subjects dealt with are of interest 
solely to those who attended, and the session was made execu- 
tive to exclude any publicity. 

After Mr. Weddington had finished an open discussion, 
patticipated in by several of the jobbers, was held. Each 
speaker was limited to five minutes. Many additional points 
of interest were brought out during the discussion. 

“What Our Association Has Done for Its Membership 
and What Is Yet To Be Accomplished,” was the subject of 
an address delivered by J. D. Moore, of the Moore, Handley 
Hardware Company, of Birmingham, Ala. 

Mr. Moore placed his speech along the lines of legiti- 
mate competition, and went into the best methods of securing 
business, praising the exchange of ideas accorded by an an- 
nual meeting, and the great benefits derived from associa- 
tion and personal contact of the jobbers. 

Five minutes speeches were made on this subject, every 
member present coinciding with the views expressed by Mr. 
Moore. All praised the work done by the association in its 
four years of life. 

After the delivery of these two addresses and 5 minutes 
speeches the question box was opened. 


WEDNESDAY AFTERNOON. 
The Wednesday afternoon session was a joint meeting 
of jobbers and manufacturers. 
S. Norvell read the following paper on 


CATALOGUE HOUSE COMPETITION. 


CERTAIN PRINCIPLES OUTLINED. 


To the Southern Jobbers’ Association I extend my thanks 
for this opportunity of addressing you on the subject of cata- 
logue house competition. 

You do not want eloquence, and if you did I could not 
respond, as I have no gifts of oratory. This paper makes 
no pretensions to literary style or excellence. It is impossible 
to do justice to this subject, in all its various phases, in one 
paper. I will therefore outline, just as tersely as possible, for 
your consideration certain principles, thoughts and views 
that my own experience and my close and continuous associa- 
tion for almost twenty-five years with the retailers, jobbers 
and manufacturers of hardware in this country have brought 
to me. 


I will ask you to consider this paper as being suggestivesus 


aS JOBBER’S KNOWLEDGE OF CATALOGUE HOUSE 
as I will make no attempt to treat this subject in an ¢ ee 


tive manner. 
Let us make six divisions of the subject: 


1. The manufacturer. *, 
2. The jobber. 

-3. The retailer. 

4. The catalogue house. 

5. The public. 

6. What are we going to do about it? 


THE MANUFACTURERS, 


The manufacturers must have volume of business. He 
will go to the trade. that sells the goods. The manufacturer 
will seek the most economical method of distribution. 


Scattered sales in small quantities are expensive. Con- 
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centrated sales in large quantities reduce both the cost of 
manufacture and the cost of distribution. 


NO GREAT SUCCESS WHERE JOBBER IS ELIMINATED, 


In the hardware line there is not on record a single in- 
stance in which a manufacturer has made a conspicuous suc- 
cess selling exclusively to the retail trade. All successful 
manufacturers have ultimately drifted to the jobbers as the 
most economical method of distribution. Manufacturers who 
have made great successes, who may have started selling to 
the consumer, or the retail dealer, have ultimately, in every 
instance, gone to the jobbing trade as the best means of dis- 
tributing their goods. The manufacturers who have ‘con- 
fined their sales exclusively to the retail trade have stood 
still while their neighbors who sold to the jobbers were tak- 
ing gigantic strides. f 

THE MOST ECONOMICAL DISTRIBUTION. 


Some manufacturers sell both retail dealers and jobbers. 
Their money is made selling the jobbing trade. The cost 
of obtaining business makes the retail trade unprofitable. 
The great hardware consolidations of recent years have fully 
recognized the principle that the most economical distribu- 
tion was through the jobbers, and have conducted their sales 
upon this principle. 


ARE WATCHING THE DRIFT OF THE TIMES. 


The manufacturers of this country are to-day watching 
the drift of events; they are studying the signs of the time. 
If the catalogue houses sell the hardware, they want the 
catalogue house business. If the jobbers and retailers con- 
tinue to distribute the great volume of hardware of this 
country, then the manufacturers will want the business of 
the hardware jobbers. In my opinion this whole question is 
one of ability and capacity to sell goods. 

Napoleon Bonaparte said, “God is on the side of the 
heaviest artillery,” and in this question it may be. well said 
that the manufacturer will be on the side that can place the 
heaviest orders. I can not impress this view of the situation 
too forcibly upon both jobbers and retailers. 

The position of the manufacturer to-day as I see it, is 
on the fence, and he proposes to get down into the back yard 
of the man who has the best filled want book. 


THE JOBBER. 


It is the jobber’s first duty to protect his customer. His 
greatest obligation is to the retail dealer. His obligation to 
the manufacturer is second to that of his obligation to the 
retail dealer. Many of us have forgotten this fundamental 
principle of the jobbing business. 


RETAILER DOES NOT MEET HEAD OF FIRM. 


The head of a manufacturing establishment has sat in 
the private office too often while the best customer was being 
handled in the sales department. How many old retail deal- 
ers have noticed this change in the attitude of the jobber 
toward the retailer? The retail dealer has been classified; 
he has been placed on the mailing list; he has received cir- 
cular letters turned out by the thousand. But the younger 
generation of hardware jobbers have too often preferred the 
turned up trousers of the manufacturer to the turned down 
trousers of the retail dealer. 


CoM - 


If just a few of the more prominent jobbers in this 
country had been keenly and aggressively alive to the inter- 
ests of the retail dealers, conditions would not be what they 
are to-day. How many jobbers in this country know, of 
their own personal knowledge, as a result of their own inves- 
tigation, just what has been done and is being done with 
goods and prices in the hardware line by the catalogue 
house? How many heads of jobbing houses have collected 
these catalogues and devoted any considerable time to study- 
ing them? If these catalogue houses are such a menace to 
the interests of the jobber and the retailer, have not the 
stockholders of our jobbing houses a right to ask the execu- 
tives of these companies if they have not been neglecting their 
duty in having these things so long unchallenged ? 
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JOBBER IS A DISTRIBUTOR. 


The jobber is a distributor; that is his essential func- 
tion. He must be an economical distributor. Extravagant 
methods will naturally curtail his powers of distribution. He 
must conduct his business at the lowest possible cost, and the 
retail dealer and the public, as well as the jobber himself, must 
derive a share of the saving of economical distribution. The 
jobber must realize, just as the more intelligent manufac- 
turers realize, that there is never safety in extravagant man 
agement. 


JOBBER MUST STUDY PREVAILING CONDITIONS. 


If it is true, as I do believe, that the future of the job- 
ber depends very largely upon his capacity to sell goods and 
to handle them economically, then he must not only Consider 
carefully his cost of doing business, but he must study pre- 
vailing conditions and adjust his prices to meet these condi- 
tions. Suppose I should ask this gathering of the heads of 
jobbing houses how many of them have personally studied 
the prices of catalogue houses with a view to adjusting their 
prices ‘to the retail trade to put their retail customers in a 
position to meet such prices. If you have not, I suggest it 
would be a good idea for all of us when we return home from 
this meeting to take up this subject, and to take it up per- 
sonally and learn the situation, not from hearsay from some 
head of a department, but as the result of our own careful 
and personal investigation into the cost and selling prices and 
the selling prices that have been adopted by the catalogue 
houses. 

If this is, as it has been termed, the burning question of 
the hour, don’t you think you can at least give a few hours’ 
consideration to the manufacturer’s cost to you, your prices 
to the retail trade and the prices of the catalogue house direct 
to the consumer? 

RIGHT OF THE RETAILER. 

It will do no good for the jobber to rail in a general 
way at existing conditions simply because it happens just 
now to be fashionable. The retailers have the right to ex- 
pect that we should do something, and the first thing is to 
get our heads clear in regard to the exact facts and condi- 
tions. I believe that the intelligent retail merchant is better 
posted in regard to the facts of catalogue house competition 
than the jobbers, and I respectfully suggest to my fellow 
jobbers that you put yourselves in the way of listening and 
learning what your customers, the retail dealers, have to say 
on this subject. 

THE RETAILER. 

The retail dealer has had a superabundance of advice 
It is not my desire to add to your burdens in this respect 
With the retailer as with the jobber, this is a question of 
selling goods—of controlling trade. The retailer should not 
ignore the catalogue house competition; he should not talk 
so much about poor quality of goods; he shoi#ld make a sale 
even if he gives better goods than those offered by the cata- 
logue house at the same price, and when he secured 
such orders at catalogue house prices, freight and express 
added, he should insist upon his jobber selling him the goods 
at a price to leave him a reasonable profit. 


has 


A WISE POLICY. 

If he is dealing with a jobber who declines to protect 
him, then he should give his business to others, as there 
are many who have decided, not as a matter of charity or 
philanthropy, but for their own interests, that it is a wise 
and farsighted policy to check the growth of catalogue houses 
by helping the retail dealer cut off their sales. 

JOBRER IS PARTLY TO BLAME. 


The jobber must assume his share of blame for present 
conditions. It has, however, been openly and freely stated 
in many quarters that the growth of the catalogue house was 
very largely the result of a lack of energy, intelligence and 
progressiveness on the part of the retail dealer, in not carry- 
ing a complete stock, not keeping an attractive store, net dis- 
playing goods properly and adding new lines as they are 
placed upon the market, and in not using all possible and 
legitimate’ methods‘ in the way of ‘advertising in papers and 
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by circulars to keep business at home. Thousands of dol- 
lars have been spent by jobbers on catalogues and price lists. 
Have the retail dealers carefully kept and arranged these cata- 
logues? Are they in a position to intelligently use these cata- 
logues, taking special orders for goods they do not carry 
regularly in stock? 

SOME RETAILERS ARE 


TOO SLOW 


Many retail dealers are too slow. In plain English, they 
waste too much time every day gossiping and talking pek- 
tics when they might be cleaning up their stores, arranging 
show windows, collecting accounts or posting themselves on 
prices and buying their goods where they can buy them to 
the best advantage. 

Don’t be flattered so easily; don’t think your flatterer is 
your best friend. Don’t buy your goods so much on a “good 
fellowship theory.” Don’t depend so much on the other man 
‘what is right.” All of us have heard merchants say: 
“I buy goods from so and so because I don’t have to watch 
their prices; they treat me right.” I never hear this remark 
without thinking less of ‘that merchant’s ability. It is your 
duty to vourself to watch your prices. You will only gain a 
knowledge of the business by watching the prices. The man 
who sells you is paid to look out for the interests of his em- 
ployer, not to look out for your interests. Some of the old- 


‘ 


to do 


time ethics of salesmanship have passed away. I say to 
young hardwaremen, especially those just starting in this 
business, to make up their minds to _ look out for 


themselves, to know their own prices, to make their own com- 
parison, to come to their own conclusions, and not to lose all 
originality, strength and force by 
traditions of a former generation. 


being governed by the 


BLAME IS DIVIDED. 


In this matter of catalogue house competition I admit 
that jobbers are very much to biame; but now, even at the 
risk of offending some of the retail trade, I must lay a good 
share of the fault at your own doors. 

If the retail dealers of this country will not rise to the 
occasion and sell the goods in their line in their own neigh- 
borhood; if they will not carry the stocks; 
look like junk shops; if they won't use the defensive weap- 
ons at hand, the case must be hopeless. 


if their stores 


JOBBER MUST BE AN INCREASINGLY AGGRESSIVE SELLER 


The jobber must be an increasingly aggressive seller. He 
must have salesmen of energy and intelligence. The ideas 
he gathers from the manufacturers he must pass on through 
his the who are not 
good conductors, who have not the intelligence, energy or 
the commerce from the 
The retailer in 
turn must carry out this same aggressiveness in his business 
He must remember all the time that the important thing is 
to sell goods. 
ness to be taken away from him. 


salesmen to retail dealers. Salesmen 


ability to carry electric current of 


jobber to the retailer, must be eliminated 


He must not good naturedly permit his. busi- 
If the retailer will not do 
his part in this campaign against catalcgue houses, all the 
work of the jobber will be fruitless, and the best thing the 
jobber can do, if he is not supported in aggressiveness by the 
retail dealer, is to go into the catalogue house business him 
self. 
THE CATALOGUE HOUSE. 
The catalogue house exists only by 
cutting. At even prices with the retail dealer the catalogue 
house will have no 


the right of price 


reason for existence and can not exist. 


The catalogue. house trades upon the reputation that has 
been built up: by others. The catalogue house reaps where 
it has not sown. It snatches the fruit that has been grown 
patiently and laboriously by others. It is not a creator of 
In a recent issue of a trade paper I stated that the 
business of the catalogue house was just as honorable as 
that of the jobber or the retailer; but after more careful 
thought and investigation I must retract that statement. The 
catalogue house is to-day the highwayman of commerce. If 
these statements are not true, why does the catalogue house 
lay much stress upon selling well-known manufacturers’ 
brands? If they do not get their business by price cutting, 


or by the appearance of price cutting when it is not true, why 


business. 
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do their catalogues on every page bear down upon this one 
point of cutting prices? 
GOODS OF SPECIFIC MANUFACTURERS NOT MENTIONED. 


It is not the part of wisdom for me to mention the goods 
of specific manufacturers. If it were, I would ask, Did the 
catalogue house build up the business and reputations of this 
line and of that line, or were these goods distributed and 
made known in all parts of this country by the retail dealer? 
When new goods are introduced the jobber sends out his 
salesmen with samples; he pays hotel bills, railroad fares, 
excess baggage, transier charges and salesmen’s salaries. The 
retailer buys the goods and displays them in his showcases 
and show windows. Of course a profit must be added to 
these goods to cover this cost of introduction. Then when 
the goods ate-inttoduted, when.they have become well known, 
when they are established, when the fruits of all this work 
should come to the retailer and to the jobber, these goods 
appear in the columns of the cataldgue house at a price that 
consumes all the profits of the jobber and about half the 
profits of the retailer—just a sufficient cut in price to elimi- 
nate the retail dealer’s net profit; just enough cut to get all 
the possible profit for the catalogue house and not leave the 
retail dealer quite enough profit to cover the cost of doing 
business. Now, I must ask you, gentlemen, in all fairness, 
without any prejudice and without any ill feeling, if this is 
not commercial piracy? 

DO NOT CREATE NEW BUSINESS. 


If a manufacturer wished to introduce some article that 
was entirely new, constructed upon some principle before 
unknown, under some name that had never appeared before 


the public, would. he place this article insthe hands of a'cata- - 


logue house? If it were placed in their catalogue what re- 
turns would he expect? The proposition, of course, strikes 
you as being amusing. The evident amusement means that 
you realize that the catalogue houses do not create new busi- 
ness; they simply divert business into a new channel, and 
they do this by only one method; that of cutting established 
prices. 
DO NO REPAIRING. 

The catalogue houses take only the easiest to handle and 
the most profitable part of the retail dealer’s business. Many 
of them sell no nails or wire, or other staple goods. They 
do no repairing, and in the majority of cases list no repairs 
or parts of goods. They are willing that the retail dealer 
should enjoy this part of the business. It is a principle of 
business recognized by all that’ a certain part of our time, 
of our labor and of our money must be given to the public 
without direct compensation. 

JOBBER AND RETAILER WORK FOR PUBLIC WELFARE. 

Every jobber and retail dealer is called upon to work in 
some shape or form for the general good of his community. 
The catalogue house gives no money, gives no time and gives 
no labor for the public welfare. The retail dealers pay their 
local taxes; they do their part to support churches, schools 
and enterprises in their neighborhoods. Tell me, has any one 
ever heard of a catalogue house doing any great public work? 
In times of fire and flood, when dire calamities have over- 
taken parts of our country, have any of you gentlemen ever 
seen any accounts of liberal contributions from catalogue 
houses? For my part, I have not, and I would. be glad for 
any one in this meeting to tell me of any case where the cat- 
alogue house has ever done anything, as a catalogue house, 
to help any of the communities from which it has drawn its 
support. 

THE PUBLIC. 

It has been claimed that the public at large will be bene- 
fited by the catalogue house method of distributing goods. I 
must deny this most emphatically. What is the standard of 
business to be applied as for the greatest good of the people? 

Benjamin Franklin, our wisest and most practical Amer- 
ican philosopher, has laid down the principle in his auto- 
brography that that community would be the most happy and 
prosperous in which the business was so arranged as to sup- 
port in comfort and respectability the largest number of 
families. 
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The family is the keystone of our republic. The safety 
of our present institutions depends upon the protection of 
the family. It has been well said that while a man will die 
in defense of his home, no man will fight for his boarding- 
house. 

MEANING OF CATALOGUE HOUSE PREDOMINANCE. 

The distribution of goods from manufacturers to job- 
bers and from jobbers to retailers means the greatest number 
of families living in comfort and respectability. The pre- 
dominance of the catalogue house means a few great fortunes 
and thousands poorly paid, working long hours, in poorly 
lighted and pooriy ventilated departments. It means the elim- 
ination of the prosperous towns that have grown up all over 
our country. It means that the many retail dealers who have 
come from the farm will return to their farms and become 
competitors of the farmers, and by their compefition “bring 
down the cost of the things that the farmer produces. 

THE PARCELS POST. 


When the catalogue houses become sufficiently numerous 
and sufficiently powerful the parcels post naturally follows. 
This means that the government will carry goods as mail 
in lots of from 25 to 50 pounds. This will affect the business 
of the express companies and the business of the railroads. 
The predominance of the catalogue house idea meats -the 
elimination of the traveling salesman. It takes away the 
business of the counggy hotels. It takes away as citizens 
hundreds of salesmen who are living comfortably and re- 
spectably in large towns in their territories. 

CATALOGUE HOUSES WILL NOT CARRY FARMERS. 


Never was the farmer more shortsighted, who for a small 
saving ignored his*friend atid fellow ‘citizen, the fetail mer- 
chant, and sent his order for goods to the catalogue house 
of the large city. In his hour of misfortune, when his crops 
are swept away by floods, can he call upon his catalogue 
house for assistance? Will this catalogue house carry him 
until another crop? And last, but not least, when the time 
comes when the farmer desires to give his son a start in 
life, could he expect anything if he called upon the catalogue 
house for assistance? Has a catalogue house education 
ever made an all round good merchant? Even when it 
comes to obtaining their employes the catalogue houses have 
not depended upon themselves, but they have obtained men 
educated by other merchants. 

WHAT ARE WE GOING TO DO ABOUT IT? 

Up to this time, gentlemen, I have simply been trying 
to outline the conditions as I see them. To outline condi- 
tions, to harp upon these conditions is like chewing the cud, 
and I read recently a rather striking statement that animals 
who chew the cud never fight. , 

Now, I believe in fighting. The man or nation who will 
not and can not fight is‘never respected. We have a striking 
illustration of this in our war with Spain, and in the more 
recent war between Russia and Japan. Did the United States 
lose any prestige and respect because they showed to the 
world they knew how to fight? Has Japan fallen in our esti- 
mation because she has shown a spirit of patriotism and loy- 
alty, self sacrifice, and an intelligence and ability to use mod- 
ern weapons? 

HARMONY IS ESSENTIAL. 


But the warfares of trade are different from the warfarés 
of nations. First of all, we want harmony between jobbers, 
retailers and manufacturers. Harmony is the essential thing; 
petty jealousies and rivalries of all kinds should be set aside. 
It seems to me that this work had better be conducted by as- 
sociation than by individuals. Let me give you a striking 
illustration. In my own city one jobber had discontinued 
selling catalogue houses. I attempted to get two other job- 
bers to join me in deciding not to sell goods to catalogue 
houses. One of these jobbers «was willing, but the other 
dodged the issue. It is naturally very difficult for a mer- 
chant who is in daily competition with another to get his 
competitor to follow him, or have the appearance of follow- 
ing him, in any movement. On-account of this one jobber 
standing out, my efforts in this direction in St. Louis were 


































































fruitless. At the recent meeting of the executive committee 
of the National Hardware Association in Boston this ques- 
tion was taken up with these two jobbers by wire. The tele- 
grams were signed by the executive committee, and I am 
glad to tell you that both of these jobbers have assured us 
that they will not sell catalogue houses, and that to-day, in 
the city of St. Louis, we have four jobbing hardware houses 
and not one of these houses will sell a dollar’s worth of 
goods to catalogue houses, either in St. Louis or any other 
city. This is the best proof I can give you that association 
work will be far better than the work of any individual job- 
ber. We have shown by our action, and we have since had no 
cause to regret the step we have taken, that it is our belief 
it is to the interest of this cause for jobbers to become mem- 
bers of the jobbers’ associations. 
CANNOT BE DONE TOO QUICKLY. 

The retail dealers should join their state association and 
become a part of the National Retail Dealers’ Association. 
The National Hardware Association have appointed a com- 
mittee, consisting of three members, to take up this cata- 
logue house question. It is the desire of this committee, of 
which the speaker has the honor of being chairman, to ask 
that committees be appointed with a similar object by the 
Retail Dealers’ Association, by the Southern Jobbers’ Asso- 
ciation and by the Manufacturers’ Association to forward this 
work. This cannot be done too quickly. Nbdthing can be ac- 
complished by referring to the past. The past as between 
manufacturers, jobbers and retailers on this question should 
be buried. Any manufacturer or jobber who raises criti- 
cisms as to what has been done in the past is the worst ene- 
my of this cause. Such action will do, more than anything 
else to defeat our purpose to improve ‘the existing conditions. 
For our house I will say frankly that we have sold to cata- 
logue houses but we have cut off every dollar of it. We 
have written every catalogue house on our books that we 
would not fill their orders in future. In this matter I wish 
to take the stand before you as being just as guilty as any 
manufacturer who has ever sold goods or to-day who has 
his goods illustrated and priced in these catalogues. I take 
the attitude not of the Pharisee who is better than other 
men, but of the Publican who stood afar off fully realizing 
his own shortcomings. 

NO “POINTING.” 

It will not be the policy of our committee to point the 
finger at auf one ‘manufactuger, Our canspaign will be- one 
of persuasion. Our platform is that we prefer that the manu- 
facturer should not sell the catalogue houses, but if manufac- 
turers insist upon selling them, then we ask that they regu- 
late the prices of the catalogue houses, so that the cata- 
logue houses will not cut the prices of their goods to such a 
point that the retail dealer cannot make a reasonable profit. 

CERTAIN BRANDS TO BE RESERVED. 


We will advocate that in some cases the manufacturer 
reserve certain brands of goods for the hardware trade, and 
if they insist upon selling to the catalogue houses that they 
sell the catalogue houses certain brands that will be recogniz- 
ed as catalogue house goods, and we will promise faithfully 
that the jobber and retail dealer will not ask for these goods 
when the catalogue houses have created and built up a trade 
for them. 

PROGRESS WILL BE SLOW. 

We do not expect, nor will we try, to drive the catalogue 
house, out of business. We fully realize that this is a work 
that will take many months. We expect that progress will 
be slow. It means a great deal of hard labor for which no 
one will receive credit. It means many interviews with man- 
ufacturers and jobbers. It means much traveling. 

We believe that it will become very much more diffi- 
cult for catalogue houses to obtain certain lines of goods; 
we believe their freedom in making prices will be very much 
curtailed. We believe the publicity that has been given this 
movement will lead to a more careful consideration of this 
subject both by manufacturers and jobbers. Of course, for 
the time being in a readjustment of the situation certain hard- 
ships may be worked upon the manufacturers. 
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RETALIATION IS LOOKED FOR 


We of course must expect retaliation on the part of the 
catalogue hcuses; but I believe if we are constant and steady 
in the work we have outlined that the catalogue house, like 
others, will pursue the line of least resistance. They carry 
many and various lines of goods; they have developed that 
part of their business from which they can make the most 
with the least effort. This happens to have been the hard- 
ware line. When they find it very difficult to do a profitable 
business in hardware they will after awhile devote their at- 
tention to other lines. 

OTHER TRADES ARE WATCHING 

This movement is being watched by other trades. If 
we can show substantial results in our work, other trade as- 
sociations will take up the same line of work. The possibili- 
ties of success in the catalogue house business will be lessened 
and capital, which is proverbially timid, will be less inclined 
and will hesitate to invest in such enterprises. 

It has frequently been asked since the agitation on this 
subject commenced, what can the jobbers and retailers do? 
We are not powerless; by united action we can accomplish 
a great deal. But to outline any plans at this time would 
hardly be fair to the c@emmittets to whom this work has 
been assigned and to the other committees that will be ap- 
pointed. 

A BUREAU OF INFORMATION. 

Suppose, for instance, these committees should create a 
bureau of information to handle this subject exhaustively 
and intelligently for the benefit of the entire retail trade of 
the country. Suppose this bureau should compile a digest of 
all the’ lines of hardware shown it these catalogues, with -the 
prices and description of the articles, the names of the manu- 
facturers, the dates of the catalogues and the prices publish- 
ed. Suppose this digest was upon the desk of every jobber 
and retailer in this country, what would be the effect? I 
leave that to your careful consideration. 


EVIL EFFECTS REDUCED TO A MINIMUM. 


Suppose a manufacturer should say, “I cannot keep my 
goods out of the hands of the catalogue houses; if I do not 
sell them, some retailer or jobber will.” Suppose our com- 
mittee should say, “We have a bureau to help manufacturers 
in such cases, are you willing to accept our help?” Manu- 
facturers who have been in earnest in this matter, and who 
have been willing to spend money and are not “quitters,” 
have. proved that their goods could be kept out of the hands 
of the catalogue houses. Of course the catalogue houses 
could keep up a bluff for a while by advertising cut prices 
on goods they have not in stock. These cut prices may tem- 
porarily disturb the retail trade of the country, but if the 
retail trade by bulletin are kept fully posted as to what is 
being done on general lines of goods the evil effects of such 
methods could be reduced to a minimum. 

The catalogue can do nothing that will help the retail 
dealer more than to advertise cut prices on lines of goods 
they cannot supply. 

W. P. Bogardus, Mt. Vernon, O., president of the Na- 
tional Retail Hardware Dealers’ Association, who met with 
a most enthusiatic reception, read the following paper on 


THE NECESSITY OF A CLOSER AFFILIATION BE- 
TWEEN JOBBERS “AND RETAILERS. 


A FUTURE PREGNANT WITH GREATNESS 

I think myself fortunate that I am permitted to address 
so notable an assembly. Thrice fortunate that I can come 
into this Southland and see with mine own eyes the progress 
that you are making. To see the results of the shifting of 
industrial power and activity from the field to the factory, 
so that the development of the new South shall be harmo- 
nious, and the field, and factory, and church, and school- 
house, and the home, shall join in an all-round development 
of this land, that is beautiful for situation and lovely to 
It is a pleasure to come here and see, in this new 
pregnant with and and 


dwell in. 


activity, a future greatness power 


usefulness 
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CONFERENCE SHOULD RESULT IN BETTERMENT OF CONDITIONS. 
But we are come here to-day to discuss a question that 
enters largely into the conditions of future success and pros- 


perity of this great American people. And as I stand before 
_ this gathering of representative men, engaged in the busi- 


ness that is the keynote to human industry, and the barom- 
eter that tells of the prosperity, or depression of business 
life, I am buoyed up with the hope that our conference will 
result in the betterment of our conditions as business men. 
HARMFUL RUSINESS METHODS 

In these modern times there have arisen methods of do- 
ing business that are harmful to a large number of business 
men; because the success of methods depends on creating 
false impressions ; dangerous to society, because of the efforts 
to centralize business in the large cities; and bound, in the 
near future, to bring disastrous results on us as a_ people, 
for centralization carried to an extreme breeds anarchy. 

A DECADE’S WAR AGAINST ILLEGITIMATE COMPETITION. 

For nearly twenty years these methods have been devel- 
oping. For nearly ten years the retail organizations of the 





W. P. Bogar~us, President National Ketail Hardware Dealers’ 
Association. 


North have been fighting to hold in check what they have 
felt to be the illegitimate and unfair methods of the cata- 
logue houses and department stores. Illegitimate, because 
they seck to carry the idea that the merchants in the towns, 
villages and hamlets all over this land are seeking to get 
exorbitant prices for the goods that they are offering to 
sell the public. Unfair because they are seeking to create 
and deepen an antagonism between the country merchant 
and his customers, by offering to send to these customers 
standard goods at prices at which the merchants cannot buy 
and sell them. Using goods that have become well known 
to the public by the faithful efforts of the retailers who 
have introduced them and made them standard, as leaders 
to draw the unthinking public to patronize them. 
A PECULIAR PROPOSITION. 

While vaunting themselves as the “price makers of the 
country,” and..boasting. cf their greatness, they make this 
peculiar proposition, for honorable business men, that if the 
public. will-buy of them their “name will not. appear on: box, 
package,, wrapper, tag, envelope, or outside o. merchandise,” 
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so that they can send their money to the catalogue house, 
and when the goods are received no one will be the wiser, and 
no awkward questions will be asked, by neighbors or home 
merchants. And they go on to say that as they handle such 
large quantities they “are enabled to own their own facto- 
ries,” and so cut out all profits except their own as manu- 
facturers; that their export buyers were on the lookout for 
overstocked manufacturers and jobbers, and by offerimg cash 
for their surplus were getting. the.gaods for leas.than the cost 
to make. All this they were giving to the public. And they 
say further, “We sell to the largest merchants in the coun- 
try, but we have only one price. The man with the dollar 
gets his goods just as cheap as the man who buys thou- 
sands,” 


WHY SHOULD DEMORALIZATION OF MARKET BE PERMITTED? 


That the catalogue house and department stores have a 
right to buy and sell. goods goes without saying. But, if the 
manufacturer has a right and the power to determine how 
his goods shall be sold, and at what prices they shall be sold 
to the retail trade, and goes so far as to say to the jobber, 
that “if you deviate from these prices, to your trade, we will 
cut you off from selling our goods,” why cannot the manu- 
facturer say to the catalogue house, “You must sell the 
goods you buy of us at such prices as we may determine or 
we will not let you handle any of our output?” If it is right 
to make one restriction, why not another? If one class is 
to be controlled im selling the goods of the manufacturer, 
why not all? Why-should any retailer be permitted to buy 
goods so as to demoralize the market? True, the catalogue 
house will buy more goods than any single retailer can be 
expected to buy. But he is and always will remain a com- 
petitor of the retailer. 


CATALOGUE HOUSE COMPETES WITH JOBBER. 


If the catalogue houses and the department stores bought 
the entire output of the manufacturers, then this discussion 
would have no place here, and neither would the jobber. We 
must recognize the fact that the jobber as a rule does not 
sell to the catalogue house. Therefore the catalogue house 
becomes an immediate competitor of the jobber, and is do- 
ing all that he can to undermine the jobber, and his custo- 
mers by going direct to the customers of the jobber’s custo- 
mers and soliciting his trade. Being in a position, and recog- 
nized as a large buyer, he is put on the same plane with the 
jobber, and even frequently above him as regards prices, so 
that he is enabled to undersell and break down those to 
whom the jobber must look for support, if he is to remain a 
jobber. . 

QUANTITY IS NOT ONLY DESIDERATUM. 


If quantity is the only thing that makes price then this 
condition of things will continue. But this condition of 
things can continue only .as long as the rule that price is 
governed by quantity prevails. Buyers should be graded, 
and manufacturers owe it not only to themselves, but to the 
trade in general, to be governed |). other things than quan- 
tity in making prices. 


PRICES ARE CUT ON STANDARD GOODS. 


Why are certain goods offered by catalogue houses at 
such low prices? Because they are standard. Because they 
are known all over this country. Who made them known? 
Who brought them to the attention of the general public? 
Was it the catalogue houses? I tell you nay. But in every 
hamlet and village and town, merchants and storekeepers 
have sung their praises until they have become an household 
word. Because they are well known they have been used 
by the catalogue houses and department. stores to create an 
impression that they were selling goods all the way through 
at such prices. And the curious thing to me is that the 
manufacturers have joined with them, and, because they 
have given them sizable orders for goods, have helped them, 
unwittingly I believe to break down the very people who have 
been instrumental in giving their goods the reputation they 
have gained before the public, and so building up the manu- 
facturers’ trade. ’ 
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MANUFACTURER NEEDS DISTRIBUTOR. 


I take it as a fact, beyond dispute, that the manufacturer 
would have but small trade unless he had some one to help 
distribute his output. For the manufacturer to go to the 
consumer means too large an expense account, and is not 
practicable. For him to go to the retailer is open to the same 
objection as regards expense, except in some few instances. 
To go to the jobber for help to distribute his product is the 
least expensive, and most satisfactory method yet devised. 


JOBBER IS CRIPPLED. 


ragedBvery time a manufacturer goes to a retailer and sells 
hi goo that much cripples his best friend, the jobber. 
He does not add to the consumptive capacity of the country 
one single cent, but brings confusion where there should be 
order. Mark you, I do not take the position that the manu- 
facturer should never sell to the retailer; but this I do say, 
do not sell to the retailer at the same price that you do to 
the jobber, even if he offers to buy more goods than the 
jobber at the time. Do I say this as a retailer? I certainly 
do. .Go-into a great factory where the revolving wheels are 
singing the song of human industry and watch as the com- 
pleted product comes forth, and is boxed and piled tier on tier 
ready to be shipped to the markets of the world, and you see 
but one line of goods. But go into the great warehouse of 
the jobber and see the accumulation of goods gathered from 
many factories that are waiting to be sent forth on their 
mission of usefulness, and you will see where the retailer 
ean turn with confidence that his wants will be supplied 
promptly and completely. 


JOBBER AND RETAILER ARE MUTUALLY INDEPENDENT. 

Such being the conditions surrounding the retail and 
jobbing trade is there not good reason for a close affiliation 
between jobber and retailer? Each is mutually dependent 
on the other. The jobber cannot exist, as a jobber, unless he 
can sell the goods that he has gathered together to the re- 
tailer. He cannot go to the consumer. It is too expensive 
Now if his natural customer has been crippled by a compe- 
feete me: been fostered and built up on the principle 

t price is governed by quantity, and which in every way 
possible seeks to convey the idea that it is better for the 
consumer to send his money away from home to buy his 
goods; what is the natural customer of the jobber going to 
do with the goods he buys from the jobber? To whom can 
he sell them? If a merchant’s competitor has been given 
prices so low that he can sell for what it costs the other to 
buy, how is there going to be any competition? 


IS NOT A SMALL MATTER. 


Some may say that the catalogue house question is a 
small matter. Gentlemen, it is not a small matter. It vi- 
tally affects every retailer in all this country, and as it af- 
fects the retailer so it affects the jobber. So closely are their 
interests interwoven that the success of the one means the 
success of the other. 


INDIVIDUALISM SHOULDERED ASIDE. 


In these strenuous times it seems that the modern busi- 
ness mind is impressed more by size than by a careful con- 
sideration of the justice and merit of a claim. In the hurry 
of business it seems impossible to get a hearing unless ac- 
companied by size. There must be influence back of requests 
before. they get a hearing. The individual has no place in the 
new order of things. It must be a company, or corporation, 
or combination, or trust, if our plans are to ripen into fruit- 
age. So we turn to organization, the spirit of the age whose 
wand brings order out of chaos, system out of confusion and 
success out of disaster, with the hope that a solution, fair and 
just to all, may come through this agitation. 


HELP IS. ASKED. 


We are not here to ask that any. man shall be driven out 
of business. We are not here to ask that any business enter- 
prise be throttled. But we are here to ask that men who 
are seeking-to break down the retail dealer in order that they 
can, climb upon the ruins may be hindered from accomplish- 
ing their objects. We are here to ask that the help hereto- 
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fore given them may be withheld and that other considera- 


tions besides quantity regulite the price 


RETAILER (8S RECOCNIZING POWER OF ORGANIZATION, 


hardware associations. 
several new 


Ten years ago there were no stat 


To-day there are cighteen, with the prospect of 


ones during the year. During the year 1903 there was an in- 
crease of membership ranging from 15 per cent to 50 per 
cent to the association lhe retailer is slowly recognizing 
his utter weakness whcn alone, and his-power when organ 
ized And he sees, as he hopes the jobber will see, what 


closer affiliation between the two will mean for 


both of 


associations 


them, in the future 

John Donnan addressed the convention on “Rebates and 
Restrictive Prices From Manufacturers of Association Goods 
vs. Open Market.” 

; m+ Ala., 


Spjroull, Anniston, read the following paper 


on 
SHOULD NOT MANUFACTURERS PROTECT THE 

JOBBERS AUAINST RADICAL CHANGES 

BROUGHT ABOUT BY DISAGREE- 
MENTS TO THEIR OWN AS- 
SOCIATION. 
3 FULL OF INTEREST. 
When I received a letter from the secretary of our asso- 

ciation telling me that I had been selected to open the dis- 





J. C. Sprouil, Aoniston, Ala 


cussion on a subjcct at the meeting I knew that a big mis- 
take had been made, but feeling that personally 1 had done 
so little for the cause, I had no heart to decline and I re- 
rhe subject assigned 


me, which was “Should not manufacturers protect the job- 


plied “all .right, | would do my best.” 


bers against raclical declines brought about by disagreements 
own is so full of interest to us all, 


and having had the subject so recently up with a manufac- 


in their association ?” 


turer on this line, I felt that | was called upon to say some- 
thing 
WHY ASSOCIATIONS 


\RE FORMED 


It ts 
gently without taking some of the so-called associations as 
disclaim anything per- 
manage them, .but 


almost inpossible to discuss this subject intelli- 


examples, and in doing this I want to 
sonal to the associations or the men who 
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simply to use them as examples fer the edification of manu- 
facturers and jobbers in future. Associations are formed es- 
pecially for the purpose of putting up prices and thus of put- 
ting money in the pockets of the manufacturers on such lines 
of goods as are demoralized, and are generally brought about 
because these goods have gotten into a rut of unprofitableness 
out of which it seems hard to get them out except in this 
way. This seems reasonable enough and we all agree that it 
is the best thing to do because we all want to see the manu- 
facturers make money. The jobber is not taken into the 
confidence of the manufacturer until after the act has been 
perfected, and the price put up; and for this reason is not 
permitted to share in any of the profits of the advance unless 
he happens to have a large steck of goods on hand, so up to 
this point the jobber is not a partner in the advance and 
stands no chance of sharing in the profits. When the asso- 
ciation is perfected, the price well in hand, and the manu- 
facturers meet for their second monthly period some mem- 
ber who is conservative gets up and says that this is a good 
thing, let us be moderate, and satisfied with a good profit 
and keep the ball rolling. Another member says that this is 
all right, but boys, we have been without a profit for so long 
that this is our chance to get even with the game. After 
discussing the matter the majority decides with this progres- 
sive member and when a vote is taken it is:always for an- 
other advance. 
JOBBER MUST GET ON THE BAND WAGON. 

The jobber is promptly told that the market is well in 
hand and another advance will be made at the next meeting 
and he is thus forced to get on the band wagon or get left, 
and so he is loaded up with goods at twice their value. What 
is the result? The greed of these fellows who have voted 
advance after advance in season and out of season, with rea- 
sor and without reason begins to bear fruit which ripens al- 
most within a day, and “something is doing.” 


THE JOBBER “HOLDS THE BAG.” 


Possibly the profits that they are making have become 
noised abroad by some confiding stockholder, and they wake 
up as did the Shovel combine to find that factories are going 
up in a thousand small towns, or perhaps some factory is not 
satisfied with the allotment given them in such enormous 
profits and in bluffing for a larger share of the game, he gets 
called and the jig is up, so the confiding Jobber is the fellow 
who loses the money. This you will all recognize as a fair 
picture of the nail trust and the shovel combine, both of which 
flourished under the same head in recent years with the re- 
sult that the jobber had to lose a dollar a keg on nails, and 
more than two dollars a dozen on shovels. And so the sub- 
ject which we wish to discuss shall we be protected against 
such radical declines is upon us, and who, be he Jobber or 
Manufacturer, can recall the workings of these associations 
and say with truth that it is right that such protection should 
not be accorded the Jobber. 

THE INCHCAPE ROCK OF ASSOCIATION SHIPS. 


There is certainly no harm in associations, but on the other 
hand there is much good in them, provided radical men are 
not allowed to control any radical advances made without 
reason. This is the rock on which they ail have been wrecked 
and all that are to come will be broken without any exceptions 
if they continue to commit this blunder, and why should the 
jobber suffer for the faults of others when they do not share 
in the profits? and are thus made to stand all the loss brought 
on by the greed of a few. Gentlemen, this is all wrong, these 
associations should be welcomed by the jobber and they 
should be our friends, created to better the conditions not only 
of making goods, but of distributing them through the jobbers 
and should protect us against all the declines, especially where 
they are radical. 

BUYING FRUIT JARS. 

I had a discussion a short while ago with a maker of fruit 
jars which will illustrate the point I am trying to make. All 
of us who sell jars know that the price has been fixed in De- 
cémber and that the jars have been offered us at a base price 
for January delivery and an advance for each month if taken 
later. This proposition is made to induce the jobber to put his 
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money in these goods at a time of the year when he does not 
need them, and when he has to take the chance of the fruit 
being killed and thus of having to carry the jars for another 
year, but as we are promised by the makers that a certain ad- 
vance will take place each month we feel impelled to buy the 
jars in January. 

EARLY BUYERS IN TROUBLE. 


This year the advance did not take place and the parties 
who took no risk of buying them early and who did not put a 
dollar in them are offered the leading sizes of jars for 25¢ a 
gross less money than those who bought early under this 
promise. The maker of these jars wrote to me that we should 
stand this loss when we asked him to let us charge the reduc- 
tion to the factory. The market was fixed by the association 
and they told us it would be advanced monthly and yet when 
they fail to do this they think we should suffer and not them. 
All buyers understand that the proper time to buy goods in 
quantity is when they are low and we are all rapidly learning 
that the time to let them alone is when they are’ controlled 
by a pool who are trying to rob the public because they can, 
and offer no protection to the jobber to whom the goods are 
sold. What confidence can we repose in such schemes under 
such conditions? 

THEY BECAME RICH. 


My mind goes back to the days when no such associations 
existed and I recall a certain maker of horse and mule shoes 
from whom we bought all of our shoes, we had no contract 
with them for protection against declines, and the market was 
an open one. And yet when shoes went down they invariably 
wrote us for a list of our stock and gave us a credit for the 
decline on same. This factory almost controlled the Southern 
market; in a few years they got rich, big rich, and to-day that 
brand of shoes has the call in all this country. What con- 
clusion are we to draw from this? Simply that it pays to do 
business that way. And thus the jobber is not afraid to carry 
a stock of such goods though they know that they are con- 
trolled by a pool, because they could feel that their interests 
were identical with that of the association, and that they 
would be encouraged to carry the stock and push the busi- 
ness, thus working a benefit not only to the jobber but to the 
manufacturer as well. 


SUGGESTIVE ONLY. 


What I have said is not of course intended to cover this 
subject, but is suggestive only, as you will all recall other 
instances along this line where we have suffered loss by the 
breaking down of top heavy combinations, and it is doubtless 
sincerely .hoped.that a discussion of this matter may lead to 
better conditions in the future. 

After a general discussion the meeting adjourned. 

THURSDAY MORNING SESSION. 

T he Thursday morning session was called to order at 
9:30 a. m. The association adopted the following resolution 
after a warm debate. 

Whereas, We have heard with pleasure and profit the 
splendid address of Mr. S. Norvell and others relative to 
the subject of catalogue houses and the evils arising there- 
from, and whereas, this matter has not attained the propor- 
tions in our southern territory that it has in some others, ye* 
appreciating that matters of such far-reaching influence 
which affect one portion of the trade should appeal to the 
craft as a whole, and in addition thereto that these matters 
may sooner than we think be upon us for vigorous action, 
and in order that we may carry out the idea and spirit of 
co-operation and federation which render our efforts more 
effective in obtaining our wishes ftom those who: desire to 
impress. Be it 

Resolved, That we appoint Mr. R. M. Dudley of Nash- 
ville, Tenn., as the representative from this association to act 
in concert with the representatives of other organizations here- 
after to be appointed and that he be instructed to act in behalf 
of this association in conjunction with the others in the con- 
templated meeting. 

H. L. Anderson opened'a disctission on “Increased Ex- 
pense Account and How to Redtice It.” 

J. Norman Wills read the following paper on 








EMPLOYEES’ MUTUAL BENEFIT ASSOCIATIONS. 


ARE MUTUAL BENEFIT ORGANIZATIONS PRACTICAL? 


Most of the fraternal orders in existence have the mutual 
benefit feature, providing for the payment of a stipulated sum 
of money in case of the illness or death of a member. Or- 
ganizations having this object in view are found also among 
the employes of some of the large manufacturing concerns, 
but we may regard it as a question whether such an organiza- 
tion is practicable among the comparatively small number of 
men employed by the average hardware jobber, and, if prac- 
ticable, whether it is desirable and should be encouraged by 
the employer. 


PLAN OF OPERATION IS VERY SIMPLE. 


My experience with an organization of this character, 
providing however for “sick” bénefits only, leads me to answer 
these quéstions in the affirmative. The plan of operation of 
such an association is very simple. In this case monthly dues 
of 25¢ have been found to-afford a sufficient revenue to pay 
all claims. The indemnity is fixed at five dollars a week, and 
the period for which one may receive such benefit is limited 
to twelve consecutive weeks. One of the officers of the em- 
ploying company has acted as president of the association. 
The vice president, secretary, treasurer and special committee 
of three, which investigates all claims, are from the em- 
ployes. 


A CONTRIBUTION 10 THE RELIEF FUND. 


It is not probable that such an association will be formed 
among the employes of any concern except at the instance 
and with the encouragement of the employers. In the case to 
which I have referred the employers contributed one hundred 
dollars to the reliei fund as capital with which to begin busi- 


ness. This amount remains in the treasury intact. 


LABOR TROUBLES ARE DUE TO LACK OF CONFIDENCE. 


But for what reasons may it be regarded as desirable to 
have such an association among the employes of a hardware 
jobbing concern? And why should the employer encourage it? 
The labor troubles of this country are due largely to a lack 
of confidence between employer and employed. They do not 
as a rule arise out of questions of wages. Any movement 
which may serve to demonstrate to the employe that his 
employer has a genuine interest in his welfare, which interest 
by the way must really exist, is good business policy, and it is 
more—it ig good humanitarianism, good Christianity. 


A WISE POLICY. 


Whatever may be the rule in regard to lost time, as a 
general thing an employer does not feel that he can afford 
to pay a man his salary while he is away from his duties, 
whatever may be the cause of such absence. On the other 
hand, there are cases in which no considerate employer can 
fail to extend some help. If by encouraging such an associa- 
tion as we have described we place our men in a position to 
help themselves, at least in a degree, we have, I believe, acted 
wisely. 

WORKS BOTH WAYS. 

Employes are often reminded that they must taken an 
interest in the business if they hope to succeed,—that the in- 
terests of employer and employe are mutual. It might be 
well to remind the employer that he should take an active in- 
terest in the welfare of his employes. The mutual interest 
idea works in both directions. 

SOCIAL FEATURES. 


It may be well to introduce social features into the asso- 
ciation to such an extent as may be feasible. I believe that 
the organization can be so conducted as to increase the pride 
of the men in the house and their loyalty to the concern. 
There is no house which does not feel gratified to know that 
its men take a genuine pride in the business and feel that it 
is to their credit for it to be known that they are connected 
with that particular establishment. The éultivation of a spirit 
similar to that which exists among students is I believe some- 
thing to be desired and encouraged. 

Beneath the whole scheme should lie the broad principle 
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of the brotherhood of man and the commonsense idea that he 
helps one best who enables him to help himself. 


THURSDAY AFTERNOON SESSION. 

The Thursday afternoon session was called to order at 
2:30 p. m. . Frank Guildener gave some “Suggestions to the 
Buyer from the Traveling Man.” 

Lee Richardson opened the discussion on ‘ The Injustice 
of Associated Manufacturers Withholding Premiums for 
Jobbers on Account of the Purchase of Goods Other Than 
Their Manufacture.” 

In this joint session manufacturers came back at the 
jobbers with following query: If it is reasonable for the 
manufacturers to guarantee the jobbers’ stock on hand 
against decline in price, why should the manufacturer not 
réceive advantage for increase in price of stock on hand 
when advances are made? This was backed up by convincing 
argument by ex-Governor Goodeil of New Hampshire, who 
said it would only be fair that the jobber should send manu- 
facturer a ‘check when prices advance for the difference. 

This was replied to by Charles H. Ireland, of Greensboro, 
N. C. The running debate which followed seemed to leave 
both sides without any change of heart. 

THURSDAY EVENING. 
Thursday evening at the Kimball 
gastronomic, social and 


The banquet House 


was a triumph from every standpoint 


oratorical. 
The menu was as follows: 
Little Necks. Sherry 
Olives. 
Green Turtle Clear. 


Radishes Pin Money Pickles. 
Broiled Pompano a la Maitre d’Hotel. 
Duchesse Potatoes. 
Sweetbread Patties. 
French Peas. 
Broiled Spring Chicken on Toast. 
Tomatoes Garnie. 


Zinfandel. 


Moet & Chandon. 
White Seal. 
Mayonnaise. 
Neapolitan Ice Cream. 
— Fancy Cakes, 
Toasted Water 
Coffee. 


Roquefort. Crackers. 
Cigars 
Cigarettes. 


As the banqueters leaned back in their chairs to enjoy 
the solace of the joyous weed, Henry B. Lupton of Pittsburgn 
introduced the toastmaster as follows: 

“No commercial organization has ever been more suc- 
cessful in serving its members than has the Southern Hard- 
ware Jobbers’ Association, and no commercial conventions 
have been more enjoyable than those of this splendid body. 
They early appreciated the social features of their gatherings 
and put the entertainments into the hands of a reception 
committee composed of manufacturers and their representa- 
tives. 

“We, who were from time to time on 
felt very proud of our appointment and our badge of office. 
When the conventions adjourned we went to our several 
homes perfectly satisfied with what we felt to have been 
eur good work. 

“That brilliant southern statesman and clever wit, John 
Sharp Williams, tells of a Mississippi woodpecker who was 
pecking away on the top of an old tree, a cyclone came along 
and blew the tree down, but from that day to this that wood- 
pecker thinks it was his pecking that laid it low. 

“When the reception committee aforesaid met at these 
conventions, there came along, as chairman of that com- 
mittee, a little Memphis whirlwind, by the name of Irby 
Bennett. Ever resourceful, active, vigilant and tactful, and 
I have even heard it intimated, sleepless, his enthusiasm 
carried éverythirig before him, and ‘really the- individual -mem- 
bers of that committee had about as much to do with these 
great successes as had that Mississippi woodpecker in the 
destruction of the tree. 


that committee, 
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“We were all proud to serve under his leadership, as a 
token of our respect and affection we urged him, much 
against his will, to be the toastmaster of this banquet. He 
reluctantly consented, so there now remains for me the 
pleasing duty of presenting, as toastmaster of the evening, 
the southern representative of the Winchester Repeating 
Arms Co., Irby Bennett, Memphis, Tenn.” 


Mr. Bennett responded as follows: 


The graceful introduction of Mr. Lupton but emphasizes 
my utter inability to acceptably discharge the duti¢s of toast- 
master and suggest to tne a story related by a former gov- 
ernor of Tennessee, who had by the free use of the pardon- 
ing power vested in the office, earned the reputation of be- 
ing soft hearted. He tells of an old negress who was one 
day ushered into his private office in the executive building, 
and addressing him in the familiar but perfectly respectful 
manner peculiar to the old school darkies, said: “Is yo 
de gubner?” 

“Yes, Auntie,” he replied. 

“Well, gubner, I wants yo to gib ma ol man back to 
me. He ain’t no :good out dar in de pententry, and he ain’t 
dun nuffin’ no how.” 

“Well, Auntie, what did he do that they put him in the 
penitentiary ?” 

“Nuffin, gubner, ‘cept de white folks cotched him stealin’ 
da hams an bucon an’ just put him dar. He ain’t no good in 
dar and he ain’t no good out.” 

“Well, Auntie , why do you want him released if he is 
no good to you or any one?” 

“Well, gubner, jes’ cause me an’ de chillun is gettin’ 
short of meat.” 

And your committeemen must have been short of talent 
when you asked me to serve you as toastmaster. In fact, 
had I known of the fears and misgivings that would beset 
me when I occupied the chair and looked into your expectant 
faces, I would not have accepted the post, notwithstanding 
I am fully mindful of the honor and dignity. 


It has been the custom of toastmasters since the feast 
of Belshazzar to greet with cordial words of welcome the 
assembled company and honored guests and it is my privi- 
lege to salute you and falicitate ourselves on the presence 
ef the splendid speakers who will address us this evening. 

It is especially gratifying to note the joy giving pres- 
ence of the ladies who have honored us and lend poetry, 
grace and a charm to a scene that would otherwise be but 
dignified and prosaic. It would be interesting to review the 
history of the two great associations in convention here 
and represented in part by this splendid audience, but it is 
the prerogative of others. However, I may very appro- 
priately say that it has been my privilege to meet with the 
Southern Hardware Jobbers’ Association annually, and the 
part I have played at its conventions emboldens the assertion 
that its physical and commercial development has in no way 
been impaired by the interest manifested in the social side of 
its deliberations. 

In this it was the first association of jobbers to recog- 
nize the power and influence of the manufacturer and his 
representative and invite their co-operation, and as one re- 
suit, we have this joint convention of manufacturers and 
jobbers, the crowning feature of which is this delightful oc- 
casion. 

You have in the two associations the producer and the 
distributor, with mutual interests and of equal value to each 
others, and it is but meet and proper that you should share 
your confidences and plan for mutual betterment and ad- 
vancement. The Southern Hardware Jobbers’ Association 
stands in the fore rank of associations and it is a privilege and 
pleasure to introduce its worthy president, who has done so 
much in making its success, Mr. Wm. M. Crumley. 

Mr, Crumley was greeted with the warmest applause 
and in well chosen and dignified words responded to the 
welcome extended by the toastmaster. 

Julius C. Birge, president of the American Hardware 
Manufacturers’ Association, was the next speaker and re- 
sponded on behalf of that organization as follows: 
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A GOOD TIME TO SPEAK. 


A few years ago in a Kansas town a stranger died. He 
was given a Christian burial. At his funeral the minister, 
having read from the scripture and offered a prayer, asked 
if any one present desired to speak concerning the deceased. 
After a prolonged pause, a tall stranger arose and said, as 
there appears to be no other at this time who is inclined 
to speak of this departed friend, I will make 2 few remarks 
on the free coinage of silver, the life of a busy hardware 
convention is brought to a close. 


is 
FOLD THEIR TENTS LIKE THE ARABSeS™ ee 


We have gathered at this banquet for a final farewell, 
with the view of introducing some thought appropriate to 
the occasion, I am asked to respond to a theme which al- 
most compels me to make a few remarks on hardware. It 
might lead to more pleasant relations with our guests if the 
cares that infest the day should fold their tents like the 
Arabs and as silently steal away; but first a word on our 
relations with our guests, the hardware jobbers. 


HAD ALL THE BAIT. 


An old negro who at the risk of his life *had rescued 
a little boy from drowning and with whom he had been fish- 
ing from a log, explained his self-sacrifice by saying to the on- 
lookers : 

“Gentlemen, that boy’s got all the bait in his pocket.” 

The close relations which exist between the manufac- 
turers and jobbers is due partly to the fact that the jobber 
has all the bait in his pocket; possibly the manufacturer 
might fish in other waters and search for other classes of 
customers, but from delicate hints given during the last two 
days, this would not be regarded as proper. We are now 
on the same log. Our mutual success on present methods 
depends on the safety and prosperity of the jobbers and 
possibly to some extent on the survival of the manufacturers. 


PERSONAL RELATIONS ARE STRENGTHENED. 


It seems needless to add that there are higher and closer 
personal relations existing between us which ha 
strengthened and brightened as the years go by ant ee 
through occasions like this. ; 

WOMEN AND ECONOMIC PROGRESS. 

Judging from what I have observed here the present 
relations of the manufacturers with our guests, the ladies 
are as close and amicable as the husbands of these ladies 
could possibly desire, but what of women’s relations to the 
development of American manufacture? It was Mrs, Greene 
of Savannah in this state who first conceived the idea that 
the fiber could be separated from the seed of cotton by ma- 
chinery much more economically than it had been done by 
the hand. The patent for her design was taken out by Eli 
Whitney. The cotton gin invented by Mrs. Greene - led 
to the development of your greatest southern industry, started 
thousands of spindle¢ and looms in England and America, 
and revolutionized social and political conditions in the United 
States. It was his wife with her spinning wheel that led 
Hargreaves to his invention. I find it written that Ark- 
wright named his improvement “The spinning Jenny” in 
recognition of his wife’s part in the invention. 

History states that it was Mrs. Howe who gave to her 
husband Elias the first design for a sewing machine which 
would lighten the labors of the women who from time im- 
memorial had manufactured nearly all the clothing worn by 
the human race, but women are not all cotton. 

WOMEN AS HARDWARE JOBBERS. 

In hardware, however, I would class wontan as a job 
ber. One of the most effective jobs and almost the first 
mention of hardware in history is the tenpenny nail which 
Jael, the wife of Heber, the Kenite, drove into the head 
of the canaanitish captain. It is said that women handle 
porkers with cxcellent success. I have read of a woman 
who handled a poker in earnest because her husband made 
poker a pastime. The mark of the poker was visible when 
the divorce case was tried. This is a fair illustration. of the 
value of special brands. Sentiment enters into all.of women’s 
handiwork; without sentiment she would be as -cold, and 
uuresponsive as a bundle of nail rods. 





































































FLAGS. 


Three young women, in Fairfax County, Old Virginia, de- 
signed and made the forty-three bonny blue flags, which for 
four years floated over the beautiful southern states. Those 
flags and others from which they were modeled were fol- 
lowed by as brave men as ever tread to the time of marshal 
music. A beautiful flag floats over your capital to-day. A 
soldier's wife, chiefly from her skirts, made the first model 
oi that flag which bears the stars and stripes, and to victory 
it led the Americétis tothe bloody battle with the British 
and Indians at Oriskany and’ to-day is still on the breezes 
to protect your commerce around the globe. Her crowning 
product is “The Home.” A home without a woman is like 
a hardware house without a buyer, because in either there 
is little to interest a manufacturer. 


RELATIONS WITH THE SOUTH. 


I am asked to refer to our relations with the South and 
its increasing industries. As we are all Americans | think 
it is not so much of interest to state the products of Georgia, 
Alabama or any particular state, county or town, as that the 
last yearly outpyt in the United States was more than thirteen 
billions and fourteen million dollars. Now the rest of the 
acts of the manufacturers, are they not written in the book 
of chronicles of the census bureau? Regardless of these 
flattering figures, representing a vast sum digtributed chiefly 
to labor, the social and industrial conditions in the South 
and in the North are not altogether satisfactory. 


THE THREAT OF UNIONISM. 


Peace and order are often threatened and respect for 
local authority is at times abandoned. Those dissatisfied 
with conditions in other lands have been welcomed freely 
to participate in our country’s opportunities, which they find 
already developed through the sacrifices of great men who 
laid the foundation of our national prosperity. Many of 
these newcomers claim to be socialists and argue well the 
principles of public or common.ownership, of liberty, equality 
and fraternity and the ailVefsal firotherhood of man, but the 
liberty to labor on an equality with others and the universality 
of their brotherhood, seems an empty theory so long as in 
practice the scope of that brotherhood is restricted to their 
own guild, while apprenticeship is limited. 


DESIRE FOR RIGHT AND JUSTICE. 

Beneath the substratum of American activities, like the 
electric currents through the cables beneath the deep sea, is 
the active living desire for right and justice to all men. It 
was recognized and established here before their new lead- 
ers were born. 

THE FLAG AT HOME. 

The same flag which to-day is protecting our marines 
ia the turbulent waters of the far away Orient and in ports 
where other great nations are engaged in warfare, and pro- 
tected Americans in the capital city in the very heart of 
the Chinese empire from the celestial invaders, should cer- 
tainly protect our homes and industries in these states from 
violence when local authorities fail to do so, and it should 
protect every working man and woman in their right to 
earn their bread in any lawful way, regardless of creed, race 
or affiliation with any organization. 


COWARDLY HANDS, 


An honest laboring man who labors with hand or heart 
is one of God’s noblest works, but the hands that will strip 
the garments from an innocent unprotected girl on the public 
streets because being unable to walk the many miles neces- 
sary to teach her little pupils and earn her living in decency, 
she rides in a boycotted car, or the hands. that will assault 
a woman anywhere, are the hands of cowards. The mob 
which in the sacred name of labor will by rude violence 
snatch a helpless widow from the funeral carriage and stops 
the last sad rites in memory of that earthly pr&tector which 
she and her children have held most dear and because some 
livery men are unfair, is led by heartless tyrants unworthy 
the American leadership of American working men. The 
local governments which tolerate the repetition of these 
crimes are either impotent or are corrupt. 


oy 
Le. 


an et ae! 


THE AMERICAN ARTISAN AND HARDWARE RECORD 





43 


PROTECTION OF THE FLAG. 

When the United States mails were stopped in Chicago 
and interstate commerce was promptly checked when our 
flag, borne, by the United States troops, was sent to the 
scene of disturbance by Grover Cleveland, the distin- 
guished Sam Houston of Texas made clear our relation 
to the South and to all parts of the country. When referring 
to our flag and its protection he once said: “So long as 
that proud emblem shall long shall it cast its 
sacred protection over the personal rights of every Ameri- 
can citizen.” We would therefore hope that in the spirit 
of peace this protection should be given when needed and 
unimpaired be transmitted sacred legacy from one generation 
to another till discord shall rack the spheres, the grand 
march of time shall cease and not one fragment of all crea- 
tion remain to chafe on the bosom of eternity’s wave. 

James R. Gray of Atlanta made an eloquent and pa- 
triotic speech on “Our Country.” 

John Temple Graves of Atlanta delivered what might 
be styled a prose poem on “The South.” 

Geo. Joseph Terrell of Georgia told the hardware fra- 
ternity something about that great and progressive South- 
ern Commonwealth. 

Clark Howell, Jr., of Atlanta, had a felicitious theme in 
“Atlanta,” as the hardware men all had the kindliest of 
feelings for the city whose generous hospitality they had 
been enjoying so freely. 

The last speaker of the evening, T. James Fernley of 
Philadelphia, secretary of the National Hardware Associa- 
tion, spoke as follows on the subject “Au Revoir”: 


wave, so 


AN HONOR TO PREVIOUS SPEAKERS. 


If affords me the greatest pleasure to acknowledge the 
very courteous invitation of your most worthy toastmaster 
and to have a place on the program with men of such emi- 
nence and eloquence. 

Indeed, as an individual I feel myself out of my ele- 
ment, but as representing a great organization and coming 
here this evening backed by the power and the influence of 
an organization such as the National Hardware Association 
of the United States and I feel that it is quite an honor to 
those who represent the United States government and the 
state of Georgia and the city of Atlanta to be privileged to 
address in the same evening the same audience of ladies 
and gentlemen as the representative of the National Hard- 
ware Association, an organization which has been before 
the public for years and has made for itself a record of which 
we are proud. 

BRINGING A MESSAGE OF GOOD WILL. 

We come to this meeting of the Southern Hardware 
Jobbérs’ Association carrying to it messages of good will 
from the states of the Pacific, feelings of brotherhood from 
those who shiver in northern climates, messages of brotherly 
love and fellowship from the Yankees of New England and 
the Quakers of the city of brotherly love. I do not came 
here to talk over the past and weep over issues for which 
[ was not at all responsible, and I want to assure my warm 
friends of the south that I had no part in that fearful event, 
and whether you are disposed to believe me or not, I want 
to assure you that I am very glad I did not have, and while 
I am perfectly willing to engage in conflicts of a commercial 
nature for a commercial consideration, I am not so certain 
that I would care to shoulder a gun, even in a commercial 
warfare. 

A TYPEWRITING GENERALSHIP DESIRED. 

Indeed, so fond am I of life that I think if the time 
ever comes when it is necessary for the army of jobbers 
and retailers to take up arms in a warfare on the manufac- 
turers who supply department stores and catalogue houses 
with hardware, that I will be perfectly willing to direct the 
forces of the contending armies from my office and not per- 
sonally enter the field of action. 

I come here to-night to urge these manufacturers pres 
ent to recognize that the hardware man is the one to whom 
they shculd look for the distribution of their products. 
Those whom I represent while I speak principally for the 
jobbers of the country I also desire to embrace the retait 
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merchants, have given the hardware business most careful 
study. A lad raised in the grocery or dry goods store is 
not competent to properly present your goods to the retail 
merchant or the consumer, and therefore we appeal to you to 
recognize the hardware trade as the proper medium through 
which you should distribute your goods. 

A NICHE FOR HARDWARE MEN. 


We, as hardware men, believe that in the eternal plan 
the Creator has made a niche for us to occupy. 

We are concentrating our efforts in one direction and 
that for your benefit, and therefore we ask you to protect us, 
at least, to the extent of not being compelled to compete 
with those who are called to pursue work in another channel. 

MAN NOT THERE. 

We know that the American merchant is not mean. It 
was not one of the merchants present of whom it was told 
that a man in his employ who was drilling holes for blasting 
rock was one day drilling in a place where a charge which 
had not gone off was located, and while he was quietly drilling 
the explosion occurred. He went up and up until he looked 
no bigger than a hat, and then higher and higher until he 
looked no bigger than a walnut and higher and higher until 
he was out of sight. Then he began to come down and 
down until he looked no bigger than a walnut and down and 
down until he looked no bigger than a hat and down and 
down until finally he sat directly over the place he had been 
drilling as though nothing had happened. He was gone 
just 16 minutes and 43 seconds and the company docked 
him just the same. 

HER EYES WOULD BE OPENED. 

We hope that the manufacturers will not lose sight of 
us as’ jobbers. Speaking of losing sight reminds me of a 
young lady who went to a celebrated doctor and told him that 
she was rapidly losing her sight and that it annoyed her 
greatly as she was about to be married. The doctor re- 
plied: “It is not necessary for me to do anything for you, 
marriage will open your eyes.” 


A TRIBUTE TO THE LADIES. 


But I have probably acceded my privileges in dwelling 
so much on business affairs, particularly when surrounded 
by so much beauty. I, therefore, will close by asking those 
lovely ladies of the south to pardon my having introduced 
business subjects upon this occasion. 

These men who are to-night here as members of this 
association owe a debt to woman which can never be repaid, 
indeed were. it not for her I do not believe a single one them 
would be here to-night and therefore appeal to you inasmuch 
as you have so much influence over them that you will 
keep them very loyal to the interest of their trade association 
and if at any time you hear them criticize the work of the 
organization or express any dissatisfaction with the secretary 
I hope that you will do your utmost to quiet such dissatis- 
faction. 

- The banquet broke up at 1:30 Friday a. m, the audience 
arising and singing Auld Lang Syne. 

Souvenirs were distributed at the banquet, one of THE 
AMERICAN ARTISAN aluminum covered tablets for memoranda 
appearing at each plate. 

FRIDAY MORNING SESSION. 


The Friday morning session was called to order at 9:30 
a. m. The following officers were elected for the ensuing 
year: 

President W. M. Crumley, Atlanta, Ga. 

First Vice President, John Donnan, Richmond, Va. 

Second Vice President, E. A. Peden, Houston, Texas. 

Executive Committee—Bruce Keener, Knoxville, Tenn. ; 
Chas. Ireland, Greensboro, N. C.; O. B. Barker, Lynchburg, 
Va 

Messrs. Dunlap, Donnan and Heitman were appointed a 
committee to confer with Messrs. Asbury, Lupton and Plumb, 
the committée appointed by the manufacturers, as to the next 
meeting place of the association. 

The resolutions adopted included an expression of ap- 
preciation of the closer relations between manufacturers and 
jobbers, thanks to the entertainment committee, thanks to 


the reception committee, thanks to Mayor Evan Howell, 
Rev. H. S. Bradley, D. D., the officers and Sergeant-at-Arms 
Beers. 

The. Reading Hardware Co. were thanked for their serv- 
ices by a rising vote. 

H. H. Beers, Richmond, Va., was re-elected sergeant-at- 
arms for life. 

The convention adjourned at 11 a. m. and were off for 
the trolley ride and barbecue. 

THOSE IN ATTENDANCE. 


C. Sproull, Anniston Hardware Co., Anniston, Ala. 

W.. F. Stephenson, Gray & Dudley Hardware Co., Birm- 
ingham, Ala. 

Milner & Kettig Co., Birmingham, Ala. 

J. D. Moore, Moore & Handley Hardware Co., Birming- 
ham, Ala. 

Mrs. J. D. Moore. 

C. E. Thomas, Wimberly & Thomas Hardware Co., 
Birmingham, Ala. 

W. C. Paden, Paden-Ewing Hardware Co., Gadsden, Ala. 

T. G. Ewing, Paden-Ewing Hardware Co., Gadsden, Ala. 

Mrs. T. G. Ewing. 

Geo. R. Vaughan, Barney-Cavanaugh Hardware Co., Mo- 
bile, Ala. 

C. A, Cunningham, Cunningham Hardware Co., Mobile, 
Ala. 

H. M. Price, H. M. Price & Co., Mobile, Ala. 

W. T. Kelley, H. M. Price & Co., Mobile, Aia. 

G. W. Barnett, G. W. Barnett Hardware Co., Montgom- 
ery, Ala. 

John W. Tullis, Snow-Tullis Hardware Co., Montgomery, 

Ala. 

Mrs. John W. Tullis. 

C. T. Tullis, Snow-Tullis Hardware Co., Montgomery, 
Ala. 

W. M. Teague, Jr., Teague & Sons, Montgomery, Ala. 

W. A. Ray, Teague & Sons, Montgomery, Ala. 

L. G. Ray, Teague & Sons, Montgomery, Ala. 

J. W. Spinks, Teague & Sons, Montgomery, Ala. 

H. L. Solomon, Teague & Sons, Montgomery, Ala. 

Ben. J. Schuster, Ben J. Schuster, Selma, Ala. 

Mrs. Ben J. Schuster. 

Robert Jemison, Allen & Jemison Co., Tuscaloosa, Ala. 


M. P. Jemison, Allen & Jemison Co., Tuscaloosa, Ala. 

F. B. Dunlop, Speer Hardware Co., Ft. Smith, Ark. 

W. W. Webber, Webber-Ayers Hardware Co., Ft. Smith, 
Ark. 

J. J. Mandlebaum, Fones Bros. Hardware Co., Little 
Rock, Ark. 

Mrs. J. J. Mandlebaum. 

J. Van Dokkum, Fones Bros. Hardware Co., Little Rock, 
Ark. 

Lee Fox, Fox Bros. Hardware Co., Pine Bluff, Ark. 

Sam Hubbard, The S. B. Hubbard Co., Jacksonville, Fla. 

W. P. Parsons, The S. B. Hubbard Co., Jacksonville, Fla. 

Frank S. Gray, The S. B. Hubbard Co., Jacksonville, Fla. 

J. B. Yerkes, Florida Hardware Co., Jacksonville, Fia. 

R. C. Scott, Knight & Wall Co., Tampa, Fila. 


P. G. Wall, Knight & Wall Co., Tampa, Fla. 

I. S. Craft, Knight & Wall Co., Tampa, Fla. 

W. C. Thomas, Tampa Hardware Co., Tampa, Fila. 
W.'B. Jackson,-The Athens Hardware Co., Athens, Ga. 
Wm. Peek, T. Fleming & Sons, Athens, Ga. 

H.-L. Anderson, Anderson Hardware Co., Atlanta, Ga. 
Mrs. H. L. Anderson. 

G. R. Stafford, E. C. Atkins & Co., Atlanta, Ga. 

F. X. Ohlen, E. C. Atkins & Co., Atlanta, Ga. 

W. M. Crumley, Beck & Gregg Hardware Co., Atlanta, 


Mrs. W. M. Crumley. 

Miss Zulette Crumley. 

W. A. Parker, Beck & Gregg Hardware Co., Atlanta, Ga. 
Mrs. W. A. Parker. 

L. H. Beck, Beck & Gregg Hardware Co., Atlanta, Ga. 
Mrs. L. H. Beck. 
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R. M. Crumley, Beck & Gregg Hardware Co., Atlanta, 
Ga. 

Mrs. W. C. Holleyman. 

Mrs. W. C. Holleyman, Beck & Gregg Hardware Co., At- 
lanta, Ga. , 

S. C. Dinkins, Dinkins & Davidson, Atlanta, Ga. 

E. A. Davidson, Dinkins & Davidson, Atlanta, Ga. 

H. L. Davidson, Dinkins & Davidson, Atlanta, Ga. 

Mark Palmour, Dinkins & Davidson, Atlanta, Ga. 

Geo. E. King, King Hardware Co., Atlanta Ga. 

Mrs. Geo. E. King. 

Wm. E. Newill, King Hardware Co., Atlanta, Ga. 

Mrs. Wm. E. Newill. 

Maurice-Walton Hardware Co., Augusta, Ga. 

T. P. Zellarsy King Hardware Co., Atlanta, Ga. 

E. H. Deveney, Deveney, Hood & Co., Augusta, Ga. 

H. M. Wortham, Dunlap Hardware Co., Macon, Ga. 

W. J. Griffin, Griffin Hardware Co., Rome, Ga. 

B. T. Haynes, Rome Hardware Co., Rome, Ga. 

Edward Lovells Sons, Savannah, Ga. 

A. B. Palmer, Palmer Hardware Co., Savannah, Ga. 

W. D. Krenson, J. D. Weed & Co., Savannah, Ga. 

Turner Hardware Co., Muskogee, I. T. 

S. E. Clarkston, Armstrong Hardware Co., Oklahoma 


City, O. T. 

B. F. Eshleman, Stauffer, Eshleman & Co., New Orleans, 
La. . 

E. H. Vordenbaumen, Vordenbaumen-Eastham Co., Ltd., 
Shreveport, La. 


Baker & McDowell Hardware Co., Natchez, Miss. 

Louis Hoffman Hardware Co., Vicksburg, Miss. 

Lee Richardson, Lee Richardson & Co., Vicksburg, Miss. 

C. G. Wright, Wright Bros., Vicksburg, Miss. 

W. G. Paxton, Wright Bros., Vicksburg, Miss. 

Charlotte Hardware Co., Charlotte, N. C. 

J. H. Weddington, Weddington Hardware Co., Charlotte, 
N. C. 

W. M. Thompson, Weddington Hardware Co., Charlotte, 
N. C. 

J. A. Odell, Odell Hardware Co., Greensboro, N. C. 

Mrs. J. A. Odell. 

Chas. H. Ireland, Odell Hardware Co., Greensboro, N. C. 

R. H. Brooks, Odell Hardware Co., Greensboro, N. C. 

C. F. Lowe, Heath-Lee Hardware Co., Monroe, N. C. 

J. R. Tobias, Marshall, Wescoat & Co., Charleston, S. C. 

J. D. Mitchell, Mitchell-Powers Hardware Co., Bristol, 
Tenn. 

W._.L. Magill, Magill Hardware Co., Chattanooga, Tenn. 

Miss Sadie Magill. 

Miss Bessie Magill. 

Miss Alice Sharp. 

J. c. Luttrell, S. B. Luttrell & Co., Knoxville, Tenn. 

Bruce Keener, C. M. McClung & Co., Knoxville, Tenn. 

Mrs. Bruce Keener. 

Wallace Woodruff, Woodruff Hardware Co., Knoxville, 
Tenu. 

B. M. Gladding, E. C. Atkins & Co., Memphis, Tenn. 

Mrs, B. M. Gladding. 

R. D. Warren, Benedict, Warren & Davidson, Memphis, 
Tenn. 

Fred Orgill, Orgill Bros. & Co., Memphis, Tenn 

H. R. Miller, Thomas, Barnes & Miller, Memphis, Tenn. 

J. H. Fall & Co., Nashville, Tenn. 

W. F. Stephenson, Gray-Dudley Hardware Co., Nashville, 
Tenn. 

Ed. S. Hughes, Ed. S. Hughes & Co., Abilene, Texas. 

Moroney Hardware Co., Dallas, Texas. 

J. C. Bering, Bering-Cortes Hardware 
Texas. 

F. A. Heitmann, F. W. Heitmann Co., Houston, Texas. 

D. D. Peden, Sr., Peden Iron & Steel Co. Houston, 
Texas. 

H. S. Bettes, H. S. Bettes Hardware Co., Paris, Texas. 

Wm. Henry & R. E. Bell Hardware Co., Ft. Worth, 
Texas. 
Spencer James, Piedmont Hardware Co., Danville, Va. 


Co., Houston, 
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burg, Va. 

Mrs. O. B. Barker. 

Paul R. Howard, Paul R. Howard Hardware Co., Nor- 
folk, Va. 

Walters & Martin, Norfolk, Va. 

Frank M, Hobbs, Charles Leonard, Petersburg, Va. 

S. H. Wilkinson, Richmond Hardware Co., Richmond, 


Barker, Barker-Jennings Hardware Co., Lynch- 


Va. 

John Donnan, W. S. Donnan Hardware Co., Richmond, 
Va. 

C. H. Watkins, Watkins-Cottrell Co., Richmond, Va. 

C. B. Carter, Secretary-Treasurer Southern Hardware 
Jobbers’ Association, Knoxville, Tenn. 

Mrs. C. B. Carter. 

Miss Artie Odell. 

T. James Fernley, Secretary-Treasurer National Hard- 
ware Association, Philadelphia, Pa. 

Edward Crusselle, official stenographer, Atlanta, Ga. 

Gov. Jos. B. Terrell, Atlanta, Ga. 

S. Norvell, Norvell-Shapleigh Hardware Co., St. Louis, 
Mo. 

E. C. Simmons, Simmons Hardware Co., St. Louis, Mo. 

F. L. Scott, Scott Hardware Co., Paducah, Ky. 

E. S. Crane, Crane-Hinman Hardware Co., Yazoo City, 
Miss. 

W. P. Bogardus, President National 
Dealers’ Association, Mt. Vernon, O. 

M. L. Corey, Secretary National Retail Hardware Dealers’ 
Association, Argos, Ind. 

Henry L. Geissel, “Hardware,” New York. 

A. Eugene Bolles, “Hardware,” New York. 

Archibald P. Mitchell, “Hardware,” New York. 

Harry Wise, “Tradesman,” Chattanooga, Tenn. 

Mrs. Harry Wise. 

Harry Wise, Jr., “Tradesman,” Chattanooga, Tenn. 

Daniel Stern, “THe American Artisan,” Chicago 

Max I. Barth, “The Tradesman,” Chattanooga, Tenn. 

Miss Susie Chittenden, Chattanooga, Tenn. 

R. R. Williams, “The Iron Age,” New York. 

Mrs. R. R. Williams, “The Iron Age,” New York. 

Miss Williams. 

I. F. Peters, Commissioner Industrial League, Memphis, 
Tenn. 

D. J. Weisiger, Richmond, Va. 

F. H. Woodworth, F. H. Woodworth & Co., Chattanooga, 
Tenn. 

John G. Christopher, Southern Supply & Machinery Deal- 
ers’ Association, Jacksonville, Fla. 

J. C. Miller, Southern Supply & Machinery Dealers’ As- 
sociation, Huntington, W. Va. 

Harry D. Harvey, National Supply Co., Baltimore, Md. 

Mrs. Harry D. Harvey. 

Master Harold Leroy Harvey, National Supply Co., Balti- 
more, Md. 

Robert E. Wier, Wier Bros., Baltimore, Md. 

George P. Wier, Wier Bros., Baltimore, Md. 

John K. Wilson, Wier & Wilson, Baltimore, Md. 

R. D. Carver, Ala. Steel & Wire Co., Birmingham, Ala. 

Mrs. Elizabeth D. Carver. 

F. S. Kretsinger, American Fork & Hoe Co., Cleveland, O. 

Mrs. F. S. Kretsinger. 

T. A. Carter, American Fork & Hoe Co., Cleveland, O. 

D. H. Goodell, Goodell Cutlery Co., Antrim, N. H. 

Richard’ Goodell, Goodell Cutlery Co., Antrim, N. H. 

Arthur W. Bond, Goodell Cutlery Co., Baltimore, Md. 

Irby Bennett, Winchester Repeating Arms Co., Memphis, 
Tenn. 

Geo. H. Hillman, Winchester Repeating Arms Co., New 
Haven, Conn. 

Frank G. Drew, Winchester Repeating Arms Co., Lans- 
down, Pa. 

S. Disston, Henry Disston & Sons, Philadelphia; Pa. 

Chas. P. King, American Iron & Steel Mfg. Co., At- 
lanta, Ga. 

Mrs. Chas. P. King 


Retail Hardware 
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Wm. E. Jones, Ohio Tool Co., Columbus, O. 
S. H. Jacobs, Troy Nickel Works, Albany, N. Y. 
T. H. Taylor, American Steel & Wire Co., New York, 
mt, 
D. A. Merriman, American Steel & Wire Co., Chicago, 
Ill. 
J. J. Gilmore, American Steel & Wire Co., Chicago, III. 
H. J. McCue, American Steel & Wire Co., Chicago, III. 
Fred M. Huggins, Landers, Frary & Clark, New Britain, 
Conn. 
W. S. Purnell, Merchant & Co., Philadelphia, Pa. 
McKenzie P. Dehon, Merchant & Co., Philadelphia, Pa. 
Mrs. Geo. W. Corbin. 
Mrs. Geo. W. Corbin, Corbin Cabinet Lock Co., New 
Britain, Conn. 
Geo. L. Corbin, Corbin Cabinet Lock Co., New Britain, 
Conn. 
C. H. Baldwin, Corbin Cabinet Lock Co., New Britain, 
Conn. 
Mrs. C. H. Baldwin. 
J. H. Hardwick, Hardwick Stove Co., Cleveland, Tenn. 
C. L. Hardwick, Hardwick Stove Co., Cleveland, Tenn. 
John W. Nichols, American Can Co., Augusta, Ga. 
Chas. Stollberg, American Can Co., Toledo, O. 
B. C. Summers, American Can Co., Columbia, S. C. 
W. H. O’Rear, American Can Co., Atalanta, Ga. 
E. R. Philip, American Can Co., Atlanta, Ga. 
W. F. Comer, American Can Co., Birmingham, Ala. 
T. H. Keller, Peters Cartridge Co., New York, N. Y. 
J. S. French, Peters Cartridge Co., Cincinnati, O. 
H. B. Lemcke, Peters Cartridge Co., New York, N. Y. 
W. E. Keplinger, Peters Cartridge Co., Cincinnati, O. 
F. C. Tuttle, Peters Cartridge Co., Cincinnati, O. 


J. W. Hightower, Peters Cartridge Co., Cincinnati, O. 
Wm. H. Cole, Tower & Lyon Co., New York, N. Y. 
Mrs. W. H. Cole. 

T. D. Halliwell, Tower & Lyon Co., New York, N. Y. 
Mrs. T. D. Halliwell. 

Mrs. W. A. Corry. 


. J. Stephenson, Knoxville Iron Co., Knoxville, Tenn. 
. D. Morton, Knoxville Iron Co., Knoxville, Tenn. 
. P. Davis, Knoxville Iron Co., Knoxville, Tenn. 

W. A. Corry, J. C. McCarty & Co., New York, N. Y. 

Mrs. W. A. Corry, J. C. McCarty & Co., New York, N. Y. 

Clement M. Biddle, Biddle Purchasing Co., New York, 
N. Y. 

John P. Cole, Biddle Purchasing Co., Pittsburg, Pa. 

Gifford K. Simonds, Simonds, Mfg. Co., Fitchburg, Mass. 

P. L. Laughlin, Simonds Mfg. Co., Fitchburg, Mass. 

N. A. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 

Mrs. N. A. Gladding. 

F. Herbert Smith, E. C. Atkins & Co., Indianapolis, Ind. 

E. W. Clark, E. C. Atkins & Co., Indianapolis, Ind. 

G. W. Brown, Southern Plow Co., Columbus, Ga. 

Mrs. G. W, Brown. 

A. J. Teague, Southern Plow Co., Columbus, Ga. 

Mrs. A. J. Teague. 

W. M. Cosgrave, Southern Plow Co., Columbus, Ga. 

M. A. Cook, Southern Plow Co., Columbus, Ga. 

Capt. Geo. B. Whitesides, Southern Plow Co., Columbus, 
Ga 

S. B. Bispham, Russell & Erwin Mfg. Co., New York, 
N. Y. 

A. R. Sisson, Russell & Erwin Mfg. Co., New York, 
N. Y. 

B. A. Hawley, Russell & Erwin Mfg. Co., New Britain, 
Conn. 

J. A. Fopeano, Max Klaas, New York, N. Y. 

Joseph J. McCaffrey, McCaffrey File Co., Philadelphia, 
Pa. 

F. M. Snook, Dana & Co., Cincinnati, O. 

E. G. Buckwell, Cleveland Twist Drill Co., Cleveland, O. 

Frank Ouerbacker, O. K. Stove & Range Co., Louisville, 


aiaae 


Geo. A. Baird, Republic Iron & Steel Co., Chicago, Il. , 


Mrs. Geo. A. Baird. 3 > 


C. M. King, McKinney Mfg. Co., Allegheny, Pa. 

Thos. E. Oliver, Oliver Bros., New York, N. Y. 

C. W. Asbury, Enterprise Mfg. Co. of Pa., Philadelphia, 
Pa. 

Mrs. Chas. W. Asbury. 

N. E. Marshall, Sandusky Tool Co., Sandusky, O 

Lewis R. Hardy, Brinly-Hardy Co., Louisville, Ky. 

C. M. Fouche, Crucible Steel Co. of America, Chatta- 
nooga, Tenn. 

Miss Fouche. 

Arthur S. Jones, Jones & Thompson, Memphis, Tenn. 

C. F. Carrier, Cronk & Caftier Mig. Co., Elmira, N. Y. 

A. M. Whaley, New Jersey Wire Cloth Co., Trenton, 
N. J. 

Wm. K. Stone, F. I. Stone & Co., Atlanta, Ga. ° 

John H. Heimbuecher, Inland Steel Co., St. Louis, Mo. 

T. M. Riley, Wm. H. Cole & Sons, Baltimore, Md. 

J. H. McAlister, Chattanooga, Tenn. 

H. F. Reese, Fairbanks Co., Baltimore, Md. 

J. T. Rader, International Cutlery Co., Fremont, O. 

J. H. Baskette, Prewift-Spurr Mfg. ‘Co., Nashville, Tenn. 

M. H. Tarbox, Boston & Lockport Block Co., Boston, 
Mass. 

L. C. Frazer, Birmingham, Ala. 

Fayette R. Plumb, Fayette R. Plumb, Inc., Philadelphia, 
Pa. 

D. V. Booker, Ohio Cultivator Co., Bellevue, O. 

F. C. Maurrer, Spang, Chalfant & Co., Baltimore, Md. 

H. H. Beers, Beers & Mitchell, Richmond, Va. 

Guy Mitchell, Beers & Mitchell, Atlanta, Ga. 

A. R. Sullivan, Towers & Sullivan Mfg. Co., Rome, Ga. 

H. A. Dean, The Towers & Sullivan Mfg. Co., Rome, 
Ga. 

Geo. F. Wiepert, Sargent & Co., New York, N.Y. 

Frank Guildener, Sargent & Co., New York, N. Y. 

Wallace L. Pond, Nicholson File Co., Providence, R. L 

John R. Scott, American Sheet & Tin Plate Co., New 
Orleans, La. 

W. B. Lashar, The gilloitict Chain Co., Bridgeport, 
Conn. 

Walter H. Brooke, The Brenson-Walton Co., Cleveland, 
Ohio. 

Geo. E. Holton, Bryden Horse Shoe Co., Catasauqua, 
Pa. 

John R. Scott, Carnegie Steel Co., Pittsburgh, Pa. 

E. D. Starke, Starke’s Dixie Plow Works, Richmond, Va. 

R. T. Lane, The Standard Tool Co., Cleveland, O. 

Howard Schurmann, Barry Saw Co., Indianapolis, Ind. 

T. H. Gossett, Peck, Stow & Wilcox Co., New York, 
N. Y. 

G. M. Robeson, Farmville Mfg. Co., Farmville, Va. 

F. E. Muzzy, J. Stevens Arms & Tool Co., Chicopee 
Falls, Mass. 

C. E. Roberts, J. Stevens Arms & Tool Co., Chicopee 
Falls, Mass. 

W. M. Taussig, The Challenge Cutlery Corporation, 
Bridgeport, Conn. 

H. M. Chapin, The Chapin-Stephens Co., Pine Meadow, 
Conn. 

F. M. Chapin. The Chapin-Stephens Co.. Pine Meadow, 
Conn. 

F. L. Stephens, The Chapin-Stephens Co., Pine Meadow, 
Conn. 

Charles Glover, The Corbin Screw Corporation, New 
Britain, Conn. 

A. W. Bowman, The Corbin Screw Corporation, New 
Britain, Conn. 

C. A. Earl, The Corbin Screw Corporation, New Britain, 
Conn. 

C. H. Bennett, The Daisy Mfg. Co., Plymouth, Mich. 

E. C. Hough, The Daisy Mfg. Co., Plymouth, Mich. 

W. W. Reding, Evansville Tool Works, Evansville, Ind. 

C. Dinkerson, Evansville Tool Works, Evansville, Ind. 
« R. S. Wetmore, Hazard Powder Co; Wilmington, Del. 


2 John Z. O'Donnell, Hazard Powder Co., Wilmington, 
Del. 
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Tazewell Bumgardner, Hazard Powder Co., Wilmington, 
Del. 

A. R. Griffin, Hazard Powder Co., Wilmington, Del. 

E. E. Perry, The Hopkins & Allen Arms Co., Norwich, 
Conn. 

Mrs. E. E. Perry, The Hopkins & Allen Arms Co., Nor- 
wich, Conn. 

J. D. Bethel, The Hopkins & Allen Arms Co., Norwich, 
Conn. 

J. L. Sperry, Hardwood Mfg. Co., Bridgeport, Conn. 

F. 'S. Calvin, The Irvin Auger Bit Co., Wilmington, O. 

Mrs. F. S. Colvin, The Irwin Auger Bit Co., Wilming- 
ton, Del. 

Fred I. Johnson, Iver Johnson’s Arms & Cycle Works, 
Fitchburg, Mass. 

Thomas Ellis, Iver Johnson’s Arms & Cycle Works, 
Fitchburg, Mass. 

F. I. Clark, Iver Johnson’s Arms & Cycle Works, Fitch- 
burg, Mass. 

James P. Kelly, Kelly Axe Mfg. Co., Alexandria, Ind. 

Mrs. James P. Kelly. 

George T. Price, Kelly Axe Mfg. Co., Alexandria, Ind. 

Mrs. F. H. Oakman. 

Mrs. F. H. Oakman, Lamson & Goodnow Mfg. Co., Shel- 
burne Falls, Mass. 

J. T. Quarles, Lamson & Goodnow Mfg. Co. Shelburne 
Falls, Mass. 

Selden Jones, A. Leschen & Sons Rope Co., St. Louis, 
Mo. 

C. F. Forsyth, Meriden Cutlery Co., Meriden, Conn. 

Harry Mayer, Mayer & Co., Philadelphia, Pa. 

J. W. Thurber, H. H. Mayhew Co., Sheiburne Falls, 
Mass. 

Mrs. J. W. Thurber. 

A. C. Albrecht, North Bros. Mfg. Co., Philadelphia, Pa. 

Henry B. Lupton, Oliver Iron & Steel Co., Pittsburg, Pa. 

Mrs. H. B. Lupton. 

F. H. Forman, Pittsburgh Steel Co., Pittsburgh, Pa. 

Mrs. F. H. .Forman. 

W. C. Reitz, Pittsburgh Steel Co., Pittsburgh, Pa. 

Tom T. Johnson, Pittsburgh Steel Co., Pittsburgh, Pa. 

Wm. Taylor, Pittsburgh+Steel Co., Pittsburgh, Pa. 

J. E. Harbster, Reading Hardware Co., Reading, Pa. 

G. N. Jacobi, Reading Hardware Co., Reading, Pa. 

W. H. Bennett, Reading Hardware Co., Chicago, Ill. 

C. S. Packard, Reading Hardware Co., Reading, Pa. 

T. B. Hendrickson, Reading Hardware Co., Reading, Pa. 

J. C. McDonald, Reading Hardware Co., Reading, Pa. 

H. R. Bass, Reading Hardware Co., Reading, Pa. 

B. Luerssen, Reading Hardware Co., Reading, Pa. 

W. H. Clark, Reading Hardware Co., Reading. Pa. 

S. Y. Reigner, Reading Hardware Co., Reading, Pa. 

A. C. Romer, Romer Axe Co., Romer, N. Y. 

F. J. Schollhorn, The Wm. Schollhorn Co., New Haven, 
Conn. 

Fred S. Merrick, Standard Horse Nail Co., New Bright- 
on, Pa. 

Julius C. Birge, St. Louis Shovel Co., St. Louis, Mo. 

Mrs. Julius C. Birge. 

Walter W. Birge, St. Louis Shovel Co., St. Louis, Mo. 

Mrs. Walter W. Birge. 

Frank M. Tobin, Tobin Arms Mfg. Co., Norwich, Conn. 

Louis H. Vogel, Wm. Voge! & Bros., Brooklyn, N. Y. 

Will I. Sherwood, Wm. Vogel & Bros., Brooklyn, N. Y. 

H. E. Barden, Wallingford Mfg. Co., Wallingford, Vt. 

Mrs. H. E. Barden. 

H. B. Bardep; Wallingford Mfg. Co., Wallingford, Vt. 

Mrs. H. B. Barden. 

Lester F. Thurber, The White Mountain Freezer Co., 
Nashua, N. H. 

C. C. Nottingham, Chattanooga Wheelbarrow Co., East 
Lake, Tenn. 
A. E, Briggs, The Ohio Cultivator Co., Bellevue, O. 
J. S. Bonbright, Supplee Hardware Co., Philadelphia, Pa. 
C. E. Bell, The C. S. Beil Co., Hillsboro, O. 
J. R. Gilfilan, Belfont Iron Works Co., Ironton, O. 
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S. G. Gilfillan, Belfont Iron Works Co., Ironton, O. 

Mrs. S. G. Gilfillan. 

F. D. Mitchell, Secretary-Freasurer American Hardware 
Manufacturers’ Association, Philadelphia, Pa. 

Clyde I. King, Atlanta Agricultural Works, Atlanta, Ga. 

Frank S. Dean, Atlanta Agricultural Works, Atlanta, Ga. 

J. E. Powell, Atlanta Agricultural Works, Atlanta, Ga. 

George D. Kirkham, American Steel & Wire Co., Mem- 
phis, Tenn. 

Henry Wetter, The H. Wetter Mfg. Co., Memphis, Tenn. 

C. C. Huntington, The H. Wetter Mfg. Co., Memphis, 
Tenn. 

E. J. Bryan, Austin-Bryan Mfg. Co., Birmingham, Ala. 

W. E. Austin, Atlanta, Ga. 

E. H. Sholar, Chattanooga Implement & Mfg. Co., East 
Chattanooga, Tenn. 

Geo. V. Willson, Hussey-Binns Shovel Co., Pittsburgh, 
Pa. 

J. H. Grubb, Hussey-Binns Shovel Co., Philadelphia, Pa. 

H. W. Christian, Bona Allen, Buford, Ga. 

J. L. Shadburn, Bona Allen, Buford, Ga. 

Jno. Allen, Bona Allen, Buford, Ga. 

Frank M. Snook, Dana & Co., Cincinnati, O. 


Howard Fairbrother, Jewell Belting Co., Atlanta, Ga. 

Alfred Clark, Oneida Community, Chicago, Ll. 

P. B. Noyes, Oneida Community, Chicago, III. 

Dr. John A. Rockwell, Harriman Plow & Handle Co., 
Harriman, Tenn. 

W. A. Rockwell, Harriman Plow & Handle Co., Harri- 
man, Tenn. 

Juiian A. Holmes, John Russell Cutlery Co., Turner’s 
Falls, Mass. 

George F. Baker, Nicholson File Co., Providence, R. I. 

Wallace L. Pond, Nicholson File Co., Providence, R. I. 

J. H. Towne, The Yale & Towne Mfg. Co., New York, 
N. Y. 
A. W. Clark, The Yale & Towne Mfg. Co., New York, 
N. Y. 
J. B. Parrent, The Yale & Towne Mfg. Co., New York, 
ee 

F. R. Blauvelt, R. K. Carter & Co., New York, N. Y. 

George L. Knight, Tubular Rivet & Stud Co., Nashville, 
Tenn. 

D. W. Fleming, Anniston Cordage Co., Anniston, Ala. 

J. W. Bogle, Liberty Stove Co., Dalton, Ga. 


D. P. Hale, John Chatillon & Sons, Sandersville, Ga. 

Benj. T. Longstreet, Morris, Wheeler & Co., Philadel- 
phia, Pa 

A. C. Albrecht, North Bros. Mfg. Co., Philadelphia, Pa. 

R. N. Barber, Smith, Hemenway & Co., New York, N. Y. 

R. P. Boyd, John Graham & Co., New York, N. Y 

W. W. Crandall, W. W. Crandall & Co., Nashville, 
Tenn 

Percy C. Cauthorn, W. W. Crandall & Co., Nashville, 
Tenn 


H. P. Chenoweth, Sargent & Co., New York, N. Y 

T. W. Gathright, C. E. Jennings & Co., Atlanta, Ga. 

Geo. L. Haven, P. & F. Corbin, Atlanta, Ga. 

J. W. Ryan, P. & F. Corbin, New Britain, Conn 

G. B. Hobson, Tredegar Iron Co., Richmond, Va. 

John Hoen, Henry Keidel & Co., Baltimore, Md. 

Jos. M. Hottel, G. & H. Barnett Co., Philadelphia, Pa. 

A. C. Langston, Jenkins Bros., Atlanta, Ga 

O. C. Mead, Mead & Smith, Louisville, Ky 

Chas. Ingram, National Enameling & Stamping Co., Bal- 
timore, Md 

V. A. Moore, American Iron & Steel Mig. Co., 
Ga. 

James T. Powell, Stanley Rule & Level Co., 
Conn. 

R. M. Peck, Stanley Rule & Level Co., 
Conn. 

J. T. Quar'es, Lamson & Goodnow Mfg. Co., New York, 
N. Y 

John S. Sanders, Union Metallic Cartridge Co., Atlanta, 
Ga. 


Atlanta, 
New Britain, 


New Britain, 
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H. G. Reinicker, Hermann, Boker & Co., Baltimore, Md. 

W. P. Smith, Mead & Smith, Rogersville, Tenn. 

Daniel K. Stucki, White Mountain Freezer Co., Buffalo, 
a. 

J. P. Tabb, Tabb Bros. & Co., Baltimore, Md. 

L. D. Vogel, Charter Oak Stove & Range Co., St. Louis, 
Mo. 

Dave Walke, National Enameling & Stamping Co., Balti- 
more, Md. 

F. C. Wheeler, Hermann, Baker & Co., New York, N. Y. 

C. K. Woodburn, Warren McArthur, Chicago, II. 

Wm. E, Jones, Ohio Too! Co., Columbus, O. 

E. H. Brittan, Columbus, O. 

Mr. Benson, S. R. Slaymaker, Lancaster, Pa. 

W. H. Matthai, National Enameling & Stamping Co., 
Baltimore, Md. 

Robert Garland, Garland Nut & Rivet Co., Pittsburgh, Pa. 

Mrs. Robert Garland. 

Miss Alice G. Garland. 

Mr. Broadhurst, Page Belting Co., Philadelphia, Pa. 

R. W. Peck, Stanley Rule & Level Co., New Britain, 
Conn. 

E. F. Cooper, H. Disston & Sons Co., Philadelphia, Pa. 

E. M. Bush, President Indiana Hardware Dealers’ Asso- 
ciation, Evansville, Ind. 

W. R. Betknap, Belknap Hardware & Mfg. Co., Louis- 
ville, Ky. 


CONVENTIONALITIES. 





What was the matter with the banquet souvenir of 
Peters Cartridge Co., who gave letter opener with 
unique cartridge shell case. 

Those at Kimball House Banquet were initiated into 
the intricacies of the fascinating game of patience. 


Who had second helping of clam turtle soups at 
banquet ? 


Reading Hardware Co. gave different souvenirs 
every day, the Horsehead art casting especially ad- 
mired. 

Although President W. P. Bogardus of the Na- 
tional Retail Hardware Dealers’ Association found 
himself surrounded by friends at Atlanta he would 
have been perfectly safe had he on the contrary been 
bearding hardware lions in their dens as he had a stal- 
wart and devoted bodyguard consisting of National 
Secretary M. L. Corey and E. M. Bush President of 
the Indiana Retail Hardware Dealers Assocition. 
There was a generally expressed gratification at the 
meeting at the attendance of these representative re- 
tailers. Messrs. Bogardus and Corey were well 
pleased with their reception but Mr. Bush we fear was 
disappointed in not being called on for a story about 
Corey’s communings with nature in the Gopher woods. 

To few men has such an overwhelming honor come, 
as that accorded to H. H. Beers of Beers & Mitchell, 
Richmond, Va., as on Friday just before adjournment 
for the delights of the barbecue the convention unani- 
mously elected him sergeant-at-arms for life. This 
may be taken as a tribute to his rare fidelity to his 
duties and then again it is possible jealousy had some- 
thing to do with the matter. By anchoring Mr. Beers 
to a minor position is he not out of the way when 
it comes to filling higher offices in succeeding years? 
The members of the association knew that if Mr. Beers 
were left at large their chances of gathering associa- 
tion plums would be seriously menaced if he, while 
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fancy free, should have simultaneous and similar as- 
pirations. 

The smoker tendered by the American Hardware 
Manufacturers’ Association to the Southern Hard- 
ware Jobbers’ Association at the Kimball House, on 
the evening of May 25, was a most delightful affair, 
about 400 being present. Social chat and the following 
delightful Bohemian menu made the occasion a thor- 
oughly enjoyable one. 


Wen 


SANDWICHES 
HAM TONGUE 


TURKEY SWITZER 


PICKLES OLIVES 
CHEESE CRACKERS 
ATLANTA BREWING 


& ICE CO. 
SPECIAL BREW 


COFFEE 
APOLINARIS 


CIGARS GIGARETTES 


The Philharmonic Band, assisted by the Apollo 
Mandolin ‘Orchestra and Amphion Quartette, all of 
Reading, Pa., and accompanying the Reading Hard- 
ware Company’s delegation, rendered the following 
program under the direction of Harry E. Fahrbach: 


1 MARCH, GATE CITY : ; ; j H j WELDON 
2 OVERTURE, HUNGARIAN LUSTSPIEL . ‘ ‘ KELA BELA 
3 SELECTIONS, ‘“‘SAID PARHA"’ MANDOLIN ORCHESTRA 
4 QUARTETTE, MEELRY 

5 AMERICAN SKETCH, ‘‘DOWN SOUTH” ‘ . MYDDLETON 
6 TENOR SOLO, “YOU ARE AS WELCOME AS THE FLOWERS IN MAY” 


“I 


DUET FOR TROMBONE AND CORNET, ‘KINDRED SOULS'' . EILENBERG 
MESSRS. H. DREXEL AND E. ERISMAN 
BARITONE SOLO, QUARTETTE ASCOMPANIMENT 


9 FLORA OVERTURE MANDOLIN ORCHESTRA 


10 TENOR SOLO, “‘DOWN ON THE FARM" 

11 INTRODDCTION AND BRIDAL CHORUS TO THIRD ACT OF 
LEHENGRIN 4 : : ‘ : f . WAGNER 

12 Bass SOLO, ‘A SON OF THE DESERT" 


13 CHARACTERISTIC, ‘‘ NOISY BILL"’ ‘ : ‘ . LOSEY 


Many heavy weights at hardware banquet but only 
one long wait. 

Iver Johnson leather gun case was in much de- 
mand. 

Wm. Vogel Brass Oil Can was a decided novelty 
in the souvenir line. 

The Schollhorn pliers were serviceable souvenirs. 

The North Bros. Mfg. Co., Philadelphia, Pa., well- 
known manufacturers of hardware specialties, were 
represented by their secretary, A. C. Albrecht, who is 
one of the best.informed men in the hardware trade. 
They were giving away a very handsome soyvenir in 
the shape of a medal, one side of which showed a fac- 
simile of the famous liberty bell of revolutionary fame 
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and bore the motto, “Proclaim liberty throughout the 
land unto all the inhabitants thereof,” while on the ad- 
verse side appeared the name of this firm and the naines 
of their well-known special lines such as Yankee tools 
and Lightning, Gem and Blizzard freezers. 

Messrs. Norvell and Yantis, the World's Fair city 
hardware jobbers, and T. James Fernley, secretary of 
the National Hardware Association, set sail on the 
Chattahooche for Savannah, en route to Atlanta, on 
Friday, May 20th. As the vessel left Sandy Hook 
far behind, the words of the little ditty became true : 

“Twas Friday night when we set sail 
And pushed out from the land, 

«The captain spied a mermaid fair 
With a comb and a glass in her hand.” 

At least if the captain did not spy a mermaid no one 
could call him a liar as the fog was so dense that Mr. 
Fernley could not even see his own feet. 

Deep distress rent that gentleman’s kindly breast. 
He knew that he was scheduled to say “Au Revoir” at 
the banquet Thursday night and if he was not on deck 
—or rather if he was on deck (of the Chattahoochie )— 
at that hour what excuse would the hardware men 
have to leave the banquet when he was not there to 
give them an address? In fact the captain of the boat 
took pity on Mr. Fernley’s dilemma and he was taken 
back to:New York in timé't6 go Gn the “Spectal.”’ 

James T. Powell; New Britain, Conn., with the 
Stanley Rule & Level Co., was among the popular 
salesmen in attendance at the convention. His goods 
have many friends with southern jobbers. 

C. F. Carrier, represcnting the Cronk & Carner Mfg. 
Co., Elmira, N. Y., was among the popular manufac- 
turers to be met with in the corridors. of the Kimball 
and the Piedmont. 

F, E. Muzzy, the genial second vice-president of the 
J. Stevens Arms & Tool Co., Chicopee Falls, Mass., 
who has a host of friends in every nook and corner of 
the hardware worki—south, east and west, was among 
the ‘mantifacttirers’ contitfgent at the convéhtion. 

Dana & Co., the Cincinnati freezer people, were rep- 
resented by their suave superintendent, Frank M. 
Snook, who has many friends in the jobbing trade. 


No: to know T. H. Keller argues one’s self unknown 
—:n hardware jobbing circles anyway. Mr. Keller is 
the man behind the gun of the eastern department of 
the Peters Cartridge Co., Cincinnati, O., and all the 
trade know this urbane and delightful cartridge man. 

“Round and round and round she goes, 
And where she stops why nobody knows.’ 

Such is the croupicr’s monotone and it was quite 
popular with the roulette players at the convention— 
which included everybody, owing to S. H. Jacobs’ ac- 
tivity in distributing the Troy Nickel Works souvenir 
of a popular roulette wheel. 


The Reading Hardware Co., Reading, Pa., had a 
fine display both of representatives and goods—the 
former including that anchor of the “fringe” team 
in the tug of war of convention life, “Pop” Bennett of 
Chicago. Their scuvenir consisted of a beautiful book- 
let giving pictures of Atlanta, Ga., and Reading, Pa. 

Joseph M. Hottel was on hand as representative of 
the G. & H. Barnett Co., Philadelphia, Pa. Mr. Hot- 
tel is a gentleman of great and deserved popularity 
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with the jobbing trade in Dixie, as well as other sec- 
tions of the country. He was giving away an attractive 
souvenir in the shape of a Black Diamond manicure 
file. 

Mayer & Co., Philadelphia, makers of the Gold 
Medal files, had a most attractive souvenir in the shape 
of a manicure file. The representative of this firm and 
their goods have many friends among the southern 
jobbers. 

Henry Disston & Sons, Inc., Philadelphia, Pa., were 
represented by Samuel Disston and E. F. Cooper. Mr. 
Disston’s thorough knowledge of the details of the 
saw business and his gensad personality, make him a 
warm f&ve@rite in all-gatherings.of the hardware fra- 
ternity. Mr. Cooper is also a man who is thoroughly 
at home when it comes to any phase of the saw busi- 
ness. 

C. W. Asbury of the Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa., is one of those thoroughly broad 
gauged men, whose general knowledge of business 
conditions and keen specialized insight into the manu- 
facture of hardware specialties, reflects credit on the 
hardware manufacturing fraternity. Mr. Asbury is a 
gentleman of great urbanity and fascinating social 
gifts, and he has many friends among hardware job- 
bers iff atl sections-ef the country. 





The ovation tendered the dean of the hardware 
manufacturers, George H. Sargent, at the manufac- 
turers’ session, ‘Wednesday morning, was a_ well- 
deserved compliment. 

The Simonds people of Fitchburg, Mass., distributed 
a handsome silver key chainlette which was very much 
admired. 


J. T. Rader of the International Cutlery Co., Fre- 
mont, Ohio, gave away one of the most valuable sou- 
venirs of the meeting, a handsome razor. 


The Reading Hardware Co. of Reading, Pa., were 
lavish entertainers and their souvenirs in the shape of 
a lizard pen were very much in evidence. 

Frank Ouerbacker made a hit with his O. K. stove 
polish. Everybody seemed to be needing stove polish, 
and he had enough on hand to supply the demand. 

E. C. Atkins & Co, are in the front rank when it 
comes to the uniqueness, attractiveness, utility and 
variety of their souvenirs. They were giving away a 
handsome combination rule and check perforator made 
of aluminum. 


THE HARDWARE SPECIAL. 





Lycomedes — Sunset — Sybaris — Tremont — Si- 
monides—Pleades—where else can you find such a 
conglomeration of mythical and modern save in 
railroad nomenclature. These were the cars making up 
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the “Hardware” Special which under the tutelage of A. 
Eugene Bolles and A. P. Mitchell of that New York 
journal left New York at 4:25 p. m., May 22, arriving 
at Atlanta, 3:55 p. m. the next day. 


While the names on the outside of the cars were 
“rococo,” as stove men would say, there was nothing 
but a harmonized effect within, as it was a genial 
party, and the trip was a thoroughly enjoyable one. 

The following took the trip: 


Reading Hardware Co. representatives in private car 
Sunset. 

John E. Harbster, President. 

Samuel Y. Riegner, Treasurer. 

G. N. Jacobi, Gen’! Sales Manager. 

B. Luerrsen, Advertising Manager. 

C. S. Packard, New York Manager. 

T. B .Hendrickson, .Philadelphia Manager. 

J. C. McDonald, Traveling Agent. Southern Territory. 

W. H. Bennett, Chicago Manager. 

Also Amphion Male Quartet and Apollo Mandolin Or- 
chestra. 

In the other cars were the following: 

Robt. Garland, Garland Nut & Rivet Co., Pittsburgh, Pa. 
Mrs. Robt. Garland, Miss Alice Garland, Mrs. R. W. Tenner. 

Fred Merrick, Standard Horseshoe Co., New Brighton, 
Pa 

L. H. Deane, Goodell-Pratt Co., Greenfield, Mass. 

J. H. Towne, A. N. Clarke, Yale & Towne Mfg. Co., 
New York. 

Archibald Paull Mitchell, Hardware Publishing Co., New 
York. 

B. A. Hawley, Russeli-Erwin Mfg. Co., New Britain, 
Conn. 

Chas Glover, C. A. Earl, Corbin Screw Corp., New 
Britain, Conn. 

C. D. Parsons, J. W. Ryan, P. & F. Corbin, New Britain, 
Conn. 

Geo. W. Corbin, C. H. Baldwin. 

Wm. Taylor, W. C. Reitz, Pittsburgh Steel Co., Pitts- 
burgh, Pa. 

Daniel Stern, THe AMERICAN ArtTISAN, Chicago. 

H. D. Harvey, National Supply Co., Baltimore, Md.; 
Mrs. H. D. Harvey, Harold Le Roy Harvey. 

J. A. Fopeano, Max Klaas, New York. 

L. H. Vogel, W. I. Sherwood, Wm. Vogel & Bros., 
Brooklyn, N. Y. 

W. H. Cole, T. D. Halliwell, Tower & Lyon, New 
York; Mrs. T. D. Halliwell. 

F. J. Schollhorn, The Wm. Schollhorn Co, New Haven, 
Conn. 

T. H. Keller, Peters Cartridge Co., New York. 

W. G. Yantis, F. Norvell, Norvell-Shapleigh Hdw. Co. 

T. James Fernley, Secy.-Treas. National Hardware As- 
sociation. 

Jos. M. Hottel, G. & H. Barnett, Philadelphia. 

Frank G. Drew, Winchester Arms Co. 

L. F. Thurber, H. H. Mayhew & Co., Shelburne Falls, 
Mass. 

J. D. Bethel, Hopkins & Allen Arms Co., Norwich, 
Conn.; Mrs. J. D. Bethel. 

Wallace L. Pond, Nichollson File Co., Providence, R. I. 

D. H. Goodell, R. C. Goodell, Goodell Company, Antrim, 
N. H. 

F. E. Muzzy, J. Stevens Arms & Tool Co., Chicopee 
Falls, Mass. 

C. F. Carrier, Cronk & Carrier Co., Elmira, N. Y. 

F. I. Johnson, Iver Johnson’s Arms & Cycle Co., Fitch- 
burg, Mass. 

C. K. Simonds, Simonds Mig. Co., Fitchburg Mass. 

A. Eugene Bolles, Hardware Publishing Co., New York. 

F. D. Mitchell, Secy.-Treas. Americen Hardware,,Manu- 
facturers’ Association, Philadelphia. 

A. C. Albrecht, North Bae i» Mfg. Co., Philadelphia. 
Harry Mayer, Mayer | , Philadelphia 
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Fayette R. Plumb, Fayette R. Plumb, Inc., Philadelphia. 
E. C. McCaffrey, McCaffrey File Works, Philadelphia. 


J. S. Bonbright, Supplee Hardware Co., Philadelphia. 
S. H. Jacobs, Troy Nickel Works, Albany, N. Y. 


2a. 
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BUSINESS CHANGES. 








NEW FIRMS. 
Richmond, Va.—The Elba Hardware Co. 
Boonsboro, Ind.—J. C. Young & Son. 
Clio, Mich—J. M. and Frank K. Cloud. 
Glouster, Ohio.—Carpenter Hardware Co. 
Leominster, Mass.—Leominster Hardware Co. 
Malone, N. Y.—H. D. Thompson & Co. 
Middietown, N. Y.—C. Knight. 
Potsdam, N. Y.—A. Adams & Howard Gilbert. 
Rural Valley, Pa——The Johnston-Beyer Hardware Co. 
La Crosse, Wis.—T. L. Hopkins. 


CHANGES. 


Granger, Minn.—H. T. Williams succeeds Herbert Dunne. 


Walters, Minn.—J. Hoverson is succeeded by Wm. Meyer. 


Owatonna, Minn.—The Owatonna Hardware Co. are suc- 
ceeded by the Thompson & Roell Hardware Co. 

Belview, Minn.—The Thompson-Brown Hardware Co. 
succeed the New Hardware Co. 

Oregon, Wis.—H. H. Marvin is succeeded by Marvin & 
Kiser. 

Prairie du Sac, Wis.—Stoddard & Leigh succeed L. C. 
Stoddard. 

Sparta, Minn—R. T. Davis is succeeded by Davis & 
Jones. 

Eima, lowa.—Church & Hoyt succeeds C. E. Brown, 

Lamont, lowa.—F. S. Thornburg succeeds D. H. Flinch. 

Lin Grove, lowa.—Olson Bros. succeed A. L. Eversole. 

Luana, Iowa.—C. H. Overback succeeds R. H. Stoehr. 

Cresco, Iowa.—Glaten & Austinson succeed Grause & 
Rank. 

Garden Grove, Ia—N. A. Curry is succeeded by Miller & 
Spellerberg. 


Breda, Minn—Wm. Arts will continue the business of 
Brunning & Arts alone in the future. 

Nashua, Ia—H. A. Flangman succeeds J. G. Laird. 

Massena, Iowa.—Garside Bros. succeeds Lewis & Gar- 
side. 

Lynnville, la—W. B. Gilreath succeeds W. R. Williams & 
Son. 

Aplington, Ia.—J. L. Bailey and S. O. Batley sueceeds M. 
C. Nichois. 

Hurley, S. D—W. B. Wood succeeds Cairy & Berry. 

Gary, S. D—W. E. Austin succeeds Ed. Hoffman. 

Hazel, S. D.—F. W. Chase succeeds H. H. Dokka. 

Avon, S. D.—Hebner & Engle succeed J. D. Wittmeyer. 

Linton, N. D.—Mott & Marsh are about to dissolve part- 
nership. 

Addington, Ind. Ty—The Thomson Hardware Co. have 
sold out. 

Ashland, Ohio.—Hart & Brothers succeed Wiley Hart and 
C. W. Hart. 

Bowling Green, Ohio.—S. C. Hyter & Sons are succeeded 
by J. C. Fisher & Son. 

Herkimer, N. Y.—Frank E. Pelton succeeds Wm. W. 
Prowse. 

Paris, Ark—Smith & Cox Hardware-~ Co. succeed the 
Smith Hardware Co. 

Irwin, Iowa.—Chas. McConnell succeeds Peter Steen- 
husen. 

Sioux Falls, Ilowa.—A. L. Ebersole succeeds Olson Bros. 


MISCELLANEOUS. 


Montgomery, Minn.—J. T. Franta is erecting a new hard- 
ware store. 

Ortonville, Minn.—Wright & Fume are about to rebuild 
their hardware store which was destroyed by fire a short time 
ago. 
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Meeting American Hardware Manufactur- 
ers’ Association. 


WEDNESDAY MORNING SESSION. 

The first session of the American Hardware Manufac- 
turers’ Association was called to order by President J. C. 
Buge, who delivered the following 


ADDRESS. 


MEMBERS SHOULD TAKE THE _ INITIATIVE. 


At our last meeting, which was held at Atlantic City, 





many matters of importance were presented and considered, 
a review of which was subsequently mailed to all members, 
therefore reference to these matters at the present 
would seem unnecessary. 

We come together to-day with the hope that our present 


time 


which may he introduced, it seems proper to pause one mo- 


ment at the threshhold of our convention 


DEATH OF H. W. OLIVER. 


meeting, death has removed from our 
William Oliver, 


Board of Directors of the Oliver Iron and Steel Co. 


Since our last 
chairman of the 
While 


the well-known organization of which he was the presiding 


membership, Mr. Henry 


officer has generally been represented in our councils by an- 
other abie officer, nevertheless his personality has been mani- 
fested in the generous policy and able representation, which 
Mr. Oliver’s sphere of influence 
was not confined even to the great organization, which bears 
His di- 
recting hand was seen in the building of railroads, in the 
development of important mining and other material inter- 


the company has enjoyed. 


his name. He was an inventor and a constructor. 


ests of our country, and always on a broad and beneficient 
scale 

He was prominent in the affairs of city, state and nation. 
He represented that type of men who produce and create 


values as distinguished from those whose profit is the re- 





President J. C. Birge, St. Louis, 


session may be pleasant and profitable. While the Executive 
committee has outlined some matters of a general nature, 
having reference to national legislation and which you may 
deem it proper to consider briefly, nevertheless, we have 
endeavored to make clear their wish that members take the 
initiative in the introduction of new business. 

It is the judgment of your committee that our delibera- 
tions should be chiefly executive, that each may feel inclined 
to speak with freedom from a business standpoint. So far 
as our regular work is concerned, we have no prepared pa- 
pers, nor pre-appointed speakers. For this occasion we 
must rely upon an open parliament. When it is found that 
they have nothing to say concérning the business which is 
before the meeting, or have no new business to present, a mo- 
tion to adourn will certainly be in order. 

Before proceeding with reference to the 


any matters 


Secretary-Treasurer F. D. Mitchell, Philadelphia. 


sult of a loss to others. When such men fall, it is like the 
fall of a giant oak by the wayside, whose spreading branches 
and verdant foliage have sheltered the multitude who have 
found rest and feet. 

The career of Mr. Oliver affords a fitting text for what 


refresiiment at its 


is doubtless the most important question which now con- 
fronts the manufacturer, and all other men who as prin- 
cipals or’ subordinates are laboring in any capacity. I refer 


to the labor situation. Your board authorizes me to offer 
it as worthy of consideration. 

Mr. Oliver was born in Ireland in comparative poverty. 
Coming to America as a child, he began at the bottom of 
the ladder to make his own way inte the world, recognizing 
the bountiful opportunities which this productive country, 
far above any other land, affords for an intelligent, honorable, 


industrious man. 
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THE WORKINGMEN’S BEST FRIENDS. 

Whatever may be the assertions of many demagogues, the 
greater number of which are non-producers, the manufactur- 
ers are the best friends which the workingman has to-day. 
Every successiul manufacturer is a hard workingman, and 
the greater number of you began your career as laborers 
in some humble department. The manufacturer knows the 
laborer’s troubles, and more than any other men, knows 
that the only avenue to success and prosperity is through 
steady everyday industry and perseverance. The success and 
contentment of manufacturer and employes are linked to- 
gether. The decline or fall of the manufacturer is the em- 
ployes misfortune. 

WOULD DRIVE THE FATAL DART. 

There are unpatriotic men, who, knowing little of the 
dignity of labor, but who under the pretext of elevating 
labor, without laboring for themselves, would drive the fatal 
dart into the industries of the country; would take from the 
laborer every opportunity for his own development above 
mediocre, by limiting his productiveness, removing every 
incentive to his highest success by making promotion impos- 
sible, and depriving him of freedom to, pursue such a voca- 
tion as he might choose, or for which he might be fitted, the 
avenues for learning many of the trades being closed, except 
to the few. The leaders being chiefly foreigners, our Amer- 
ican boys are almost precluded from admission to _ the 
trades. 

But few artisans in these days, and for well-known rea- 
sons are enabled to become trained in the all-round duties 
of management. In some cases it is a punishable crime for 
a workman to do the slightest service not in the line of his 
narrow trade. This condition does not develope broad and 





Samuel Disston, Philadelphia, Pa, 


unselfish men. In short, the free all-round handicraft of the 
workman of 40 years ago is a thing of the past. 
MUTUAL DEPENDENCE OF EMPLOYER AND EMPLOYE. 


We recognize the mutual dependence of employer and 
employes. We know that wrongs have existed and always 
will exist, but conditions are being established which destroy 
the productiveness of American industries, crippling them in 
their power to continue in foreign trade. If continued long 
it will leave the manufacturer to be the slaves of politicians 
and socialists, and leave the much greater body of men who 
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would work to be helpless, sinking into idleness, many to be- 
come paupers and criminals. 
THE GROSVENOR BILL. 

Without referring further to the general labor situation 
with which you all are familiar, it seems proper to refer to 
two bills which have been introduced in our house of Con- 
gress, and which seem worthy of consideration. First, the 
so-called Grosvenor bill, introduced December 10, 1903, en- 
titled, a bil! to limit the meaning of the word “conspiracy,” 
and the use of restraining orders and injunctions, in certain 





Vice-President Harry B. Lupton, Pittsburg, Pa. 


cases, the scope of which you well understand. Action on this 
bill is postponed until next December, as the result of the 
arguments of employer addressed to the house judiciary 
committee. 

THE EIGHT HOUR BILL. 

Another bill is the so-called eight hour bill, introduced 
by Mr. Hitt which may have a bearing on the freedom of 
any manufacturer who produces any materials for the use 
of the government. It restricts the right of men so em- 
ployed to work more than eight hours per day, even in emer- 
gencies. The bill, if passed, would doubtless be followed 
by similar state legislation, applying to all work. . The ques- 
tions involved seem to be not so much the number of hours 
which from health, educational or moral considerations the 
average man should work in a day, but it denies the right 
to any man to do so, even in those emergencies, calling upon 
special effort, a condition which frequently exists in the per- 
sonal experience of every employer, who, through effort, has 
adapted himself in his hours of labor to existing conditions. 
The farmer, manufacturer and professional man, whose la- 
bors are frequently at times very exacting, though not em- 
braced within the scope of this bill, do indicate what active 
men of those types are compelled to do by virtue of neces- 
sity, and through their ambition to succeed. The eight hour 
bill has been referred to the department of labor for an of- 
ficial report on its possible effects, and will come up again 
next winter, and if interested in the bill, we should affard 
the department all information possible. Some suggestions 
as to what information might be of value are given in our 
recent circular to the members. 

FORESTRATION. 

In the circulars which have been sent to you, reference 
has been made to our Bureau of Forestry and the national 
irrigation act. The American market having been found to 
be the most desirable field for placing the output of Amer- 
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ica’s products, it would appear to be a wise course for our 
national government to carry into effect a permanent policy, 
through which the remaining public lands should be disposed 
of to none but actual settlers and home builders on such 
lands. Further, that the waters of the streams in the semi- 
arid states and territories, which are now running to waste, 
or in an unsystematic manner are being but partially used, 
should hereafter be directed through the comprehensive irri- 
gation works, contemplated by the national irrigation act 
These irrigation systems, if built by the national government 





C. W. Asbury, Philadelphia, Member Executive Committee. 


as rapidly as actual settlers will take up the land in small 
tracts, will doubtless repay the government for the cost of 
the works, and add to our productive population many thrifty, 
rural communities, much needed in America and in some de- 
gree remove occasion for idleness. These people would be- 
come large producers and consumers of our manufactured 
products, because many of the so-called arid lands of our 


country are as fertile as the valley of the Nile. 
A MATTER OF VITAL CONCERN, 


Further, the supply of timber of various kinds is a mat- 
ter of vital concern to the manufacturing interests of this 
country, not alone because of its use in the production of 
many of our goods, but because the existence of timber is 
all there is that gives value to the axe, the saw or chisel 
and many other articles which you produce, but it directly 
or indirectly enters into the economies of life in innumerable 
ways from the wood pulp, which is the foundation of our 
morning papers, the material which to some extent enters in 
many of your products to the tooth-pick and matches which 
supply a lesser demand. In your generation most of the 
mighty forests which once covered some of our northern 
states, sources of incalculable wealth, have been leveled by 
the axe and saw. Fires have destroyed vast areas of price- 
less timber, not sparing the younger growth and have left 
behind them unsightly deserts of blackened stumps, sable 
monuments of American improvidence and vandalism. Little 
is being done to provide for coming needs. We have drawn 
upon our national account of timber and have made no de- 
It seems as if we should approve and urge the car- 
trying out of the recommendation of the president of the 
United States concerning the Bureau of Forestry now or- 
ganized in the agricultural department and in the future use 
our influence vigorously for better conditions. 

Our association at its annual convention in New Or- 
leans in 1902 in joint session with the national association, 
adopted resolutions bearing upon these questions. President 


posits. 
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Roosevelt and Secretary of Agriculture Wilson have indicat 
ed by their reports the importance of these measures. The 
opposition to the carrying out of these plans seems to arisé¢ 
from the influence of some strong organizations, which seek 
to control lands bordering on streams, also the sources of 
water supply 
SPECIAL BRANDS 

Many of our prominent members have from time to time 
urged attention to the increasing use by jobbers of special 
brands, which it is claimed involve some added cost and in 
convenience to the manufacturers and loss of prestige, espe 
cially on goods of the better qualities. The extra cost and 
inconvenience appears to be greater on the smaller or rush 
orders. While the manufacturer may not wish directly to 
reach the consumer, nevertheless, it is urged that the manu- 
facturer on his choicest products loses his individuality and 
the consumer who knew him once, soon knows him no more. 
The executive committee has offered no recommendations on 
this matter, recognizing the position of the jobbers, but the 
question may be considered if it is the wish of the conven 
tion. 

CATALOGUE HOUSE SALES 

On the other hand, there is a class of merchants well 
known as catalogue houses who do sell manufacturer’s brands 
of goods very largely, but who it is stated are interfering 
very materially with the trade of our customers, the jobbers, 
and with the retailers, with whom our relations should be 
friendly 

JOBBERS ON CATALOGUE HOUSES. 


At a meeting of a few members of our committee in 
March last, the question of catalogue houses was presented 





N, A. Gladding, Indianapoiis, member Executive Committee. 


for consideration, but was believed too difficult for us to 
handle. Somewhat later a vigorous communication, written 
by an eminent jobber, Mr. Norvell of St. Louis, appeared 
and almost simultaneously some other jobbers of promi 
nence gave the matter considerable attention. Believing that 
it would be your desire, and on instrtiction of our executive 
committee, I was authorized to invite Mr. E. C. 
president of the Simmons Hardware Co. of St. Louis, and 


Mr. Wm. R. Belknap, president of the Belknap Hardware 


Simmons, 
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and Manufacturing Co. of Louisville, Ky., to become our 
guests and present any matter of interest which they de- 
sired to introduce. This seemed especially fitting, as Mr. 
Norvell has been invited to present his subject to the south- 
ern jobbers. 

DISTINGUISHED VISITORS. 

It‘is a great honor and pleasure to have in attendance 
at this convention the highest official representative of these 
three great houses, and that it is with the approval and con- 
currence of the officers of the Southern Hardware Jobbers’ 
Association, Mr. Bogardus, the honored president of the 
Retail Hardware Association, is also a guest. There are 
two or three other large houses not represented in either of 
the national jobbing associations of our country, and are 
quite sure that it would be your pleasure on some future 
occasion to receive them and listen to any words of sugges- 
tion which they may offer for our mutual advantage. 

CATALOGUE HOUSE BUSINESS. 

While the question of catalogue houses at the present 
time seems to be quite prominent with the jobbers and re- 
tailers, it may not be one upon which definite unanimous ac- 
tion can be taken without further deliberation than can be 
given to it at this brief session. The claim by a prominent 
journal that the mail order business in one city amounts to 
$50,000,000 annually demonstrates that the problem is not a 
simple one. Nevertheless the information and suggestions 
that these able gentlemen will give us will certainly be edu- 
cating, and will be received in the kind spirit in which they 
are sure to be given. 

TENTATIVE LISTS. 

Previous to the adjournment of this morning’s session, 

it may be well to make some definite arrangements with ref- 


Chas. M. King Sergeant at Arms, A. H. mM. A. 


erence to a more correct organization of the various commit- 
tees under the classification of lines of manufacture as pro- 
vided at Atlantic City. 

The arrangement of lists which have been sent out by 
our secretary was simply tentative. The chairman of the 
executive committee is respectfully asked, if possible, to plan 
meetings for the more complete and more proper organization 
of these committees, and it would seem possible to do this 
at a time which will not deprive our members of the privilege 
of attending the joint meetings with the hardware jobbers. 





AND HARDWARE RECORD 


The report of the association secretary and treasurer was 
read and approved. The executive committee filed its report. 
The membership committee made a report, and many applica- 
tions for admission to the association were received. 

President Birge: Gentlemen of the convention, in the 
person of Mr. Wiliam R. Belknap, whom you all know, we 
have the head of probably the largest hardware house south 
of the Ohio river at least, and in Mr. Norvell and Mr. Yantes 
we have the heads of one of the great houses of the West, 


W. 8. McBinney, Allegheny, Pa., Member Executive Committee. 
who have introduced new life into an institution and built it 
up to where it commands the respect of the manufacturers 
of the United States. But I will say this, that of no other 
house in America, or the heads of no other house in America, 
have we any higher respect and higher appreciation than of 
that house in which they received the magnificent training 
they are exhibiting in their new venture. I refer, and that 
is necessary, to the Simmons Hardware Company of St. 
Louis. We have invited Mr. Simmons, and he has come at 
some inconvenience, I imagine, to be present here this morn- 
ing and speak to us on the hardware trade, and I think that 
it will be universally conceded that Mr. E. C. Simmons is 
to-day the dean of the hardware trade, and he needs no intro- 
duction to this audience, but you will all be pleased to hear 
what he may say to us this morning. 

E. C. Simmons: Gentlemen, I take that, coming from 
the manufacturers, as a tribute to the principles that have 
governed the house that I represent in its relations to the 
buying; under principles enunciated, outlined, most faithfully 
and religiously carried out by that prince of mankind, that 
highest type of American citizen, Mr. Isaac W. Morton. 
(Applause. ) 

I have been introduced to you by your President as a 
physical cripple—perhaps I am a cripple in many other re- 
spects. My presence on this occasion reminds me of a trip 
that I once made to Chicago, in which I was down on the 
bill of fare for a few words, and I was introduced to the 
late P. B. Armour as one of the speakers, and with a merry 
twinkle in his eye he remarked, “Oh, yes, we have to have 
such things.” 

I have been somewhat undecided as to whether to speak 
to you to-day from the manuscript or without. “Out of the 
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fullness of the heart the mouth speaketh,” and my heart is 
full of the subject of which I am to speak to-day, but I 
have concluded to use the manuscript simply because I am 
afraid that in the weakness and frailty of human nature I 
am liable to forget some of the points upon which I wish 
to dwell and to which I wish to direct your attention. 

My theme is “The Hardware Trade,” but before I get 
there you will find a considerable portion of it is devoted 
to the most important question that is, perhaps, before the 
trade to-day, and which is the catalogue house competition. 
[ come here from distinctly a selfish motive. I do not wish 
to pose as a philanthropist. I come to benefit the Simmons 
Hardware Company, of which I am the founder and in whose 
interest I am wrapt up as heartily now as when I was forty 
years younger. But I come, if I can, to present to you as 
manufacturers the conditions that exist to-day in a way that 
[ seriously doubt as to whether you fully comprehend or not, 
because your environments are such that it seems to me 
almost impossible that you can realize the importance of 
the subject and the great damage that is being done to the 
hardware trade, both wholesale and retail, and whose in- 
terests are so mutual and so interlinked that if one falls the 
other must go with it; and for that reason I shall endeavor if 
I can to adjust my spectacles to your eyes this morning on 
that especial subject. 

After these preliminary remarks Mr. Simmons spoke as 
follows on 


THE HARDWARE TRADE 





DEFINITION QF A CONVINCING SPEAKER. 


I esteem it a privilege to speak to you on this occasion 
about the hardware trade, and shail endeavor to confine my 
remarks very largely to the trade as it exists to-day in this 
country. 

I read a paragraph in the newspaper recently like this: 
A little boy said to his father: 

“Papa, what is a convincing speaker ?” 

“My son, a convincing speaker is a man who stops talk- 
ing before his hearers get the backache.” 

If that be the proper yardstick by which to measure a 
“convincing speaker,” I shall endeavor to convince you by 
my brevity that I could be properly ciassed as one. 

In what I am about to say, I trust you will pardon me if 
I make some personal reference to myself and the house I 
represent. I do so only because I cannot make myself clear 
or do the subject justice without this reference, but I shall 
do just as little of it as possibie, for I have no disposition to 
“play to the gallery” or get into the “lime light.” 

REFLECTION IS IN ORDER. 


In these days of phenomenal business activity, when the 
demands upon the time, strength and energies of the average 
man are certainly increasing, it behooves us to stop once in 
a while to look about us and to quietly reflect upon conditions 
as they are to-day; to review the past to see what changes 
have occurred which have perhaps come so gradually as to 
have passed through the cycles of commercial events without 
apparently any specia! notice to us. 


THREE DIVISIONS OF HARDWARE TRADE. 

It is a well recognized fact that there are three divisions 
of the hardware trade in this country, each very important 
in itself and yet each absolutely dependent upon the other 
for its welfare and success. These three divisions are those 
of the manufacturer, the jobber and the retailer. I speak to 
you from the standpoint of all three interests, because | 
represent the manufacturer by reason of the different tac- 
tories that we are interested in, control or whose output we 
take. The manufacturers’ class is, numerically speaking, a 
limited one and for that reason should be the more easily 
reached, because of its lesser numbers than those of the other 
two classes. 

SPEAKS AS JOBBER AND RETAILER. 

I speak to you as a jobber, representing as I do a large 

wholesale hardware house, and I speak to you distinctly as 


a retailer because of our phenomenally successful retail store, 
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which serves only the citizens of St. Louis and which con- 
ducts its business upon absolutely consistent retail prin- 
ciples. 

Perhaps there are but few, if any, within the reach of 
my voice who can cover these grounds from the three stand- 
points of self-interest as I can by reason of this condition. 

CONDITIONS 48 YEARS AGO. 

Entering the hardware trade as a lad on Jan. Ist, 1856— 
more than 48 years ago—enabies me to mention briefly con- 
ditions existing at that time. A very large proportion of our 
goods were imported. The only handsaws we kept in stock 
were Spear & Jackson’s, made in Sheffield, England; the 
only horsenails we had were Griffin’s, coming in 25-pound 
sacks, made in England. We had English files, English pad- 
locks, English chisels, and we had a great many German 
goods. They all came in bundles, in stiff, awkward paper— 
there were no boxes then, not even with pocket cutlery. Our 
screws were the Nettiefold, blue point—the sharp or screw 
point made by the Angels in Providence were just coming on 
the market. In those days we had two busy seasons: three 
months in the spring and three months in the fall, when the 
merchants came to town to buy their goods; the other six 
months of the year were very dull indeed—in fact, literally 
nothing doing. Our sales were almost entirely to general 
stores—there being but few exclusive hardware stores in the 
Western country. At that time we did not keep nails at all— 
al) the cut nails sold in our market were sold by the whole- 
sale grocers. Goods were sold on six months’ time and notes 
taken. The average profit wholesale was 50 per cent. The 
chief question that the country merchant wanted answered 
was, “What are your terms?” The question of assortment, 
quality or price was quite secondary. These notes of the 
country merchant we would take to the banks or insurance 
companies and put up as collateral security for money that 
we would borrow. 

CREDIT SYSTEM WAS BROKEN UP 

When the war came it entirely broke up the credit sys- 
tem and for a number of years we sold only for cash, but 
which in due course of time gravitated into 60 days or 2 per 
cent off in ten days. 

After a while the traveling salesman appeared on the 
scene—that was quite a new era in the hardware business. 

In my eariier days, New York and Philadelphia were 
large jobbing and hardware markets; then the trend of busi- 
ness followed westward and Chicago and Cincinnati became 
very large distributing points; later on, St. Louis was added 
to the list of large distributing cities. 

THE FIRST INCORPORATORS. 

We were the first mercantile house in the United States 
to. incorporate, which we did Jan. Ist, 1874, so that now we 
are thirty years old as a corporation. This mtater of in- 
corporating attracted a very great deal of attention and we 
heard a good many predictions, not favorable to us—that we 
would be unsuccessful as a corporate body, and although we 
had $200,000 actual cash capital at the time of our incorpora- 
tion, we had one manufacturer, with whom we-had been 
doing business, refuse an order for $200 worth of goods, on 
a cash basis, on the grounds that he was under the impres- 
sion that our incorporation was made to avoid personal lia- 
bility. Now, as you all know, corporations are the rule; 
individual firms the exception. 

THEY BRANCHED OUT. 

Up to the time of our incorporation we dealt almost 
exclusively in what could be legitimately called hardware, 
but very soon we observed the tendency to branch out into 
other lines, and especialiy sporting goods, house furnishing 
goods, lamps and things of that kind, and we found it very 
desirable to embrace as !arge a variety of such goods as could 
be properly classed as congenial to regular hardware as pos- 
sible, so that, in a sense, the hardware jobber of to-day keeps 
a department hardware store as compared with the hardware 
stock of thirty years ago. 

BOOMS AND DEPRESSIONS. 


During these 48 years there have been tides to success, 
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of booms, and of depressions—there have been many changes, 
so that it is difficult for any one to remember distinctly the 
old ways and the clumsy methods that prevailed, say a quarter 
of a century ago. New ideas and new systems have come 
into vogue and are in practice with every successful jobbing 
house. These have been largely accelerated, if not begotten 
by the traveling man, who is a most intelligent missionary, 
sent to all parts of the country not only for the sake of 
securing orders, but for rendering such assistance to the 
retail dealer as he may be able to—by giving him the benefit 
of good ideas, good methods and good systems, which he 
picks up in one place and tells about in another. 


RECOGNIZED CHANNELS OF TRADE DISTRIBUTION, 


During all this time, to which I have briefly referred, it 
has been a generally recognized fact that the manufacturer 
should distribute his goods through the jobber, who is, owing 
to the vast extent of this country, an absolute necessity as a 
distributor of goods to the small dealer, who wants to buy in 
little lots from time to time as his needs require, and which 
is the only way that his limited capital will enable him to 
conduct his business successfully; that the manufacturer 
should avoid selling the retaiier—that he owes a moral obli- 
gation to the jobber to confine his sales entirely to the hard- 
ware jobber, and in turn the jobber should sell his goods 
only to the dealer, never selling a consumer under any cir- 
cumstances, and that there is a moral obligation on his part 
to refrain from interfering with the business of the retail 
dealer by seliing to the consumer. And last, the retailer is 
expected to keep up and maintain his stock to an extent that 
enables him to supply the wants of the consumers in his im- 
mediate locality and causes them to be satisfied that they 
can obtain, at home, the merchandise to fill their require- 
ments. 

RELATIONS SHOULD BE RIGIDLY MAINTAINED. 


If there is any principle that I wish to impress upon this 
body or the trade at large, it is that these relations be rigidly 
maintained. That the manufacturer will sell to the jobber 
only and not to the retailer—that the jobber will sell to the 
retailer only and never to consumers. Our house has never 
sold to consumers and never will, except through our retail 
store, and that serves St. Louis people only. 

I have-talked with some jobbers about this and they cite 
the fact that many retailers are buying from the factories; 
that they do not preserve the lines of moral obligation which 
they should and*for that reason these jobbers will seil to 
certain manufacturers or consumers; in fact, I know of a case 
that came under my own personal inspection where a large 
retailer—and the party is a Simon pure retailer, doesn’t pre- 
tend to be a jobber—stated distinctly to me that he would 
give preference to the manufacturer, at the same price, all 
the time, and he bought all the goods from the manufacturer 
that he could. These conflicts and conditions should be over- 
come, if possible. 


SALES SHOULD BE CONFINED TO JOBBERS. 


It is my judgment that the manufacturer will serve his 
own interests best by confining the sale of his goods to the 
jobber and never allowing himself to be tempted to seek 
any other distributing course; and that the jobber should 
never sell his goods excepting to the retail dealer, under any 
circumstances. I believe that the jobber owes that to the 
retailer as an obligation and when he does not fulfill that 
obligation, he has no ciaim whatever upon the trade of the 
retail dealer. 

If we could, by any united effort, influence the manufac- 
turer to sell his goods only through the jobber and then let 
the jobber under no circumstances sell his goods to any one 
except to the retailers, leaving the retailer free to enjoy 
the trade of the consumers, which is his natural support, we 
would go a long ways toward solving many of the most 
difficu't problems that now confront the hardware trade of 
the United States. 

CATALOGUE HOUSES. 


In recent years a new factor and a most dangerous one 
has come to the surface, and one that I regret to say is 
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growing enormously and is menacing the interests of the 
hardware trade to a greater degree than anything else that 
has yet come before us for consideration, and I refer to the 
catalogue houses—controlled, as they are, by some of the 
shrewdest men, commercially speaking, there are in the 
world—sending their catalogues all over the land to an ex- 
tent that is marvelous, so far as their distribution is con- 
cerned. 

I have taken pains to ascertain a great deal about this 
catalogue house competition in order that I might speak to 
you at this time inteliigentiy on that subject. 

I have sent out not less than 200 letters, each one em- 
bracing eleven different questions on this subject. These were 
sent to our salesmen, our customers and others. I have their 
replies and have tabulated them and they give me much food 
for thought, and a great many facts that I was not before 
possesed of. 

ONE GOOD AND ONE BAD CATALOGUE HOUSE. 


They tell me that of the two largest catalogue houses one 
of them stands very well with the people and the goods are 
quite satisfactory; that the other does not enjoy the confi- 
dence of their customers because their goods are unsatisfac- 
tory and some of the advertisements are misleading. They 
tell me that these catalogues are read in many places very 
much more than the Bible, that in some sections the cata- 
logue house prices are the talk from morning and noon until 
night; that the mechanics club together and send them or- 
ders for goods, especially tools, and strong emphasis is put 
upon the item of carpenter tools, stoves, washing machines, 
bicycles, sewing machines and shotguns. 

I further learned that one house issued last year one 
million catalogues at the cost of not less than $250,000 and 
that 40 per cent of the business of another house is export— 
the goods going to foreign countries. 


A MENACE, 


The retail dealer is very much exercised about meeting 
this competition and properly so; many of the most intelli- 
gent ones consider it a menace fraught with great danger 
for their future welfare. I find, however, that in many cases 
where there is an up-to-date merchant who is alive and 
wide-awake—who keeps his stock up—who keeps either the 
same goods that these houses advertise, or similar goods to 
take their place and who competes directly with the catalogue 
houses, he has in many instances driven them entirely out 
of his section,. It is the retailer who gives it up and says, 
“I will not keep such and such an item because it is quoted 
by the catalogue house,” and who therefore has not the item 
that the farmer or mechanic wants when he calls for it—and 
the man who refuses to anywhere near meet the price of the 
catalogue house—in other words, the man who does not put 
up a good, strong fight, gets left and becomes discouraged. 


. 
SUBJECT HAS BEEN VENTILATED. 


This subject has been discussed by the State Retail Hard- 
ware Dealers’ Association and resolutions have been passed; 
it has also been discussed, I believe, by the National Hard- 
ware Association, and perhaps by the Southern Hardware 
Jobbers’ Association—but of the latter, 1 am not informed— 
and resoultions have been passed, but resolutions in a case 
like this are not sufficient—it requires something more than 
that; it requires active, hard personal work. 


LOW PRICES ON SEWING MACHINES AND BICYCLES. 

This matter attracted the attention of the house that I 
represent very strongly more than three years ago. One of 
these catalogue houses was at that time commanding a great 
deal of attention and many orders by reason of selling two 
items—viz., bicycles and sewing machines—extraordinarily 
cheap. The bicycles were those fitted up and made of parts 
accumulated from different factories owned by the American 
Bicycle Association, but they were described in the advertise- 
ments in’a most attractive manner and I am reliably in- 
formed that one house sold about 100,000 of them within the 
space of eighteen months, and a large number of sewing 
machines. The advertisements of their sewing machines, 
however, were in my judgment misleading and concerging 
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vhich I shall be very glad to explain to any one personally, 
is | have some circulars on that subject. 
SOLD GOODS AT COST. 

rhree years ago we realized that these catalogue houses 
were making a great impression by selling these two items 
very cheap, and for that reason our house purchased an 
enormous stock—thousands of bicycles and sewing machines 
at an extremely low price and we sold them at cost; we sold 
an excellent machine and an excellent bicycle for $9 each. 
We urged our customers and the trade in general, through 
our salesmen, and by circuiars, to keep these in stock; to 
compete with the catalogue house by having these things in 
their own store and to sell them cheap, but I regret to say 
that our efforts did not meet any cordial co-operation on the 
part of the retail trade. A great many of them said dis- 
tinctly that they did not want to keep these items, nor would 
they; others said they didn’t meet catalogue house competi- 
tion—they were not afraid of it (at that time it had not been 
nearly sO aggressive as it is now). So that we feel we were 
the first house in the United States to make an intelligent 
effort to help the retailer to fight the catalogue house com- 
petition, but our efforts were not successful for the reason 
that the retaiiers did not grasp the idea intelligently, or co- 
operate with us vigorously, as we had hoped they would do. 
On the contrary, we found cases where they were asking 
$18 for the sewing machine we sold them at $9, ard allowing 
the catalogue house to come in and sell a similar machine 
for $12. I remember distinctly one merchant told me that 
his wife used that machine and it was such a good one he 
had not the heart to sell it for less than $18. Of course, that 
defeated our purpose—we distinctly requested that they would 
never ask more than $12 for this sewing machine—and a 
“hang-up” good one it was. 


A RETAILER'S VIEW. 

1 cannot present you the catalogue house competition 
mentioned better, in my judgment, than to give you the view 
of an up-to-date, successful, wide-awake, first-class _ retail 
hardware dealer, who does business in the state of Illinois, 
within one hundred miles of Chicago, and who has written 
me a letter on this subject, which presents the matter so 
forcibly, so clearly and so thoroughly that I cannot imagine 
any better plan than to have him talk to you—through the 
medium of this letter—which | herewith beg to present for 
your consideration. 

This letter is as foilows: 

CATALOGUE HOUSE COMPETITION IS ANNOYING. 

Question 1. This competition is very annoying and it 
does hurt us. If you would drop into any farmer’s home 
in our vicinity one of the first objects you would see in the 
sitting room or kitchen (the rooms that are most used) would 
be Montgomery Ward’s or Sears, Roebuck & Company’s cata- 
logue, and in most cases both. You would also see the farm- 
er’s bi-monthly “grocery list,” which contains, besides grocery 
prices, close-outs and other bargains and revised prices of 
staple goods, such as barb wire, nails, pipe, iron, roofing, etc. 
Every paper the farmer takes has numerous ads of these 
firms. He has numerous “follow-up” letters asking why they 
can’t sell him this hardware, groceries, barb wire, etc., and if 
he is not ready to buy now, “when will he be ready,” etc. 
The children would rather look over this book than the best 
children’s picture book ever gotten up because pictures and 
descriptions of new and strange things which they did not 
know ever existed are shown. Thus the child is educated 
from the first. The same conditions exist in probably one- 
fourth of the homes in the city of Dixon. 


CUSTOMER FINDS DEALER'S PRICE TOO HIGH. 

Under these conditions how can these people help being 
familiar with the market? So far this is all right. The 
more that people see the more they want. It helps us all 
to bring to their notice things that they can use, which they 
did not know before existed. The trouble comes when this 
man goes to the home dealer for the article and finds that 
he is often asked a higher price. He objects. Why should 
he pay one man more than he can buy it for from another? 
He is told that old story about the trouble of writing for it, 
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the freight to pay, etc. He is not satisfied; he goes home, 
takes a catalogue house order blank, fills it out, adds one 
hundred pounds of sugar, nails, barb wire or flour to make 
weight; fills it out, buys a money order of the rural free 
delivery man at his door, and the job is done. 


COUNTRY PEOPLE HAVE INCREASED FACILITIES FOR DOING 
BUSINESS 

If he sends the order to Montgomery Ward & Co. he is 
pretty sure to get good goods. If he sends it to Sears, Roe- 
buck & Co., he may get a lower price on some things, but 
the quality will be poorer. On the other hand, if he pays 
the retailer a higher price than the catalogue quotation he 
After all, if he is 
busy it’s just as easy to buy a money order of the deliveryman 


always has a sore spot for that retailer 


at his own door and save the trouble and time of going to 
town. Pardon me for going into this with so much detail. 
My only reason is that many people do not realize that coun- 
try people are not what they used to be nor do they realize 
the increased iacilities for doing business in the country 
In our vicinity—which is not different from the average— 
most country peopie are well educated and broad-minded 
and it is not more trouble for the majority of them to sit 
down and write a business letter than it is for a retailer. 
This of course refers to the younger and more atcive gen- 
eration than to the older. There are also several hundred 
telephones in farmers’ homes in the immediate vicinity of 
Dixon, and each subscriber has the privilege of communica- 
ting with a dozen towns without extra charge. There are 
eight rural routes running out of Dixon 


MEANS OF COMMUNICATION ARE INCREASING. 


Means of communication and of disseminating knowledge 
are increasing at a wonderful rate among country folks. It 
would seem to me that it would be easier for a catalogue 
house to sell $20 worth of goods now to $1 worth fifteen or 
twenty years ago. What I have said so far refers most to 
the ease with which a catalogue house can reach the con- 
sumer. The only point where they annoy us is the price. 
If I could meet catalogue house prices righ® through at a fair 
profit I would distribute free of charge to our cutsomers all 
the catalogues I could get. It would help introduce goods 
and save me the trouble of getting out printed matter. All 
the advertising I would have to do would be to say, “At 
catalogue house prices.” At even money I know our home 
consumers would buy of us every time. 

HOW MUCH DOES THE CATALOGUE HOUSE HURT US? 

All ammunition, standard guns and implements, nails, 
barb wire, poultry netting, some stoves, pipes and fittings 
(water and steam) tinware, forges, blacksmith drills and 
we sell strictly at catalogue house 
By comparing prices you will see 





some other union lines 
prices, plus the freight. 
that we do not get back the cost of doing business on these 
lines. There are many odds and ends that we have to sell 
We never hesitate to do this if 
we have to make a sale. As a rule the best and the best 
known goods are cut the worst. It tends to drive good 
goods out of the market. Their prices prevent us from making 
a bare living profit on goods we have to handle 


for just what they cost us. 


CATALOGUE HOUSE SALES OF HARDWARE ARE NOT INCREASING 

Question 2. Regarding increase in quantity of goods dis- 
tributed in our section would say that in the case of hardware 
it is not increasing to any extent. We believe our answer to 
Question 3 will partly account for it. In the case of stoves it 
is different. We feel that the National Association of Stove 
Manufacturers are not doing what they ought to for the 
retailer. 

MEET COMPETITION IN SOME CASES, AVOID IT IN OTHERS 

Question 3 We combat 
it by avoiding as much as possible the lines they cut on and by 
Where we 


About combating the trouble. 


pushing the lines that they hold high prices on. 
cannot substitute other lines we meet them fair and square 
and advertise the fact boldly. I enclose our spring circular 
wherein you can see where we have met and where we have 
avoided this competition. I have to study the catalogue con- 


stantly in order to steer in and out of the snags, and I might 
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say that I am as familiar with the hardware section of Mont- 
gomery Ward & Co.’s catalogue as I am with your own. We 
believe the number of articles on which the maker makes some 
provision for protecting the retailer is increasing, and we 
make it a point to push such articles hard. We also make it 
a point to cut out all the goods we can—no matter how high 
the quality—on which we have no protection. By studying 
their catalogues carefully we manage fairly well to go around 
the snags. After all, if the amount of the sales of goods on 
which we do have to meet this competition is taken out of 
our total sales it makes an awful big hole, as these very goods 
are the live goods of a stock. 
A SERIOUS PROBLEM. 


Question 4. The way to eradicate or modify the evil. 
I don’t know how. The problem is as interesting as the trust 
problem and decidedly more serious to you and to me. It 
is natural and right that goods should go to the consumer 
in the easiest and cheapest way. If that way is through the 
catalogue house it is the proper way. Perhaps the time will 
come, but I don’t believe the time is here yet. With all the 
facilities at hand for buying goods this way it must not be 
forgotten that the more progressive people are the quicker 
they want their goods. When they want a thing, they want 
it right off—not in a week from now. The distributor must 
have the goods where they are needed and when, and we 
believe this can best be accomplished through the thousands 
of retailers who are close to the consumer. We do not 
believe the time has come when either the retailer or the 
jobber can be dispensed with. If the manufacturer thinks 
distributing goods through the jobber and the retailer is a 
good way, let him stick to that way, and not get rattled 
when a catalogue house shakes a fat order in his face. The 
jobber and the retailers will appreciate it. If he thinks the 
catalogue house can distribute his goods best, very well—it’s 
his privilege to choose, but ,he shouldn’t come around and 
ask the retailer to help sell his goods. 

IS THE CATALOGUE HOUSE THE LOOPHOLE? 

I have often wqndered if the arrangements between job- 
bers and manufacturers’ associations have not put the re- 
tailer to a disadvantage. The jobber has been assured of a 
better profit on many lines through these arrangements. I 
do not question the right or need of this, but where there are 
artificial arrangements there are apt to be loopholes, and in 
this case, is not the catalogue house the loophole? If the 
jobber advances his price to the retailer and the catalogue 
house continues to buy at the same price as the jobber, it 
gives them—the catalogue house—an advantage. Therefore, 
it is to be hoped that in whatever takes place between the 
jobber and factory the retailer's welfare will also be consid- 
ered, because if we can’t sell goods we can’t buy them. An- 
other point is in case a catalogue house lives up to a fixed 
retail price, wiil they be allowed to make both the jobber’s 
and the retailer’s profit? I ask this question although I have 
said that all I would ask would be to meet their price at a 
good retailer’s profit. 

MANY RETAILERS ARE NOT PROGRESSIVE. 

One writer has said: “There are many retailers who 
should put their own house in order before raising a holler.” 
This is very true. Many retailers are not progressive; they 
do not know how or do not try to get up and hustle to stem 
the tide of this competition. One of the main objects of 
retail associations is to make or aid its members to be pro- 
gressive; and as to the jobbers, it has been the wonder of 
many progressive retailers why the jobbers have not taken 
up this question long ago, because it must hurt them as much 
as it does the retaiier, and the longer it is put off the stronger 
the competition will have grown. Retailers feel that the 
jobber can do more toward a remedy because he is next to 
the maker and because he is more used to handling com- 
mercial problems, and being fewer in numbers can more easily 
and quickly get together on any subject. 

MERCHANT LOSES HEART. 

I doubt if the jobber realizes how much this competition 
hurts his (the jobber’s) business. The retailer is right up 
against it when he meets the consumer, but the jobber is one 
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step removed from it. You know what life and vim a sales- 
man can put into his work when he talks up a worthy article 
and can clinch his argument with a price that is fair to him- 
self and to his customer and that he knows is as low as that 
customer can buy as good an article for anywhere. Compare 
the vim of this merchant with that of a merchant who has 
marked the article as low as he can and still eke out a bare 
living and still can’t look his customer in the eye when he 
tells the price, because he knows that cutsomer can buy the 
same article at a lower price somewhere else. Such a mer- 
chant—or rather a merchant in such a position—cannot have 
the heart to push business. He is not a very good customer 
for the jobber. The jobber is hit, not only by the trade that 
goes to the catalogue house, but by the depressing effect it 
has upon the energies of his best customer—the retailer. 
JOBBERS SHOULD USE INFLUENCE WITH MANUFACTURERS. 


Question 5. How can the jobber help us? Use your in- 
fluence with the manufacturers toward inducing them to quit 
selling catalogue houses entirely. lf they do sell them and 
successfully compel them to hold the goods at a fixed retail 
price, see that they don’t make a double profit—the jobber’s 
and the retailer’s both. I don’t know how else you can help 
us without sacrificing your own profit to which you are justly 
entitled. 

DEALERS ARE DROPPING LINES. 

Hundreds of retailers are dropping well established lines 
of goods partly from “malice aforethought” and partly be- 
cause they simply don’t pay when retailed at catalogue house 
prices, and the movement in this direction is gonig to increase. 
On the other, if makers who keep their goods out of the 
catalogue house only knew what a warm feeling the retailer 
has for them they would be satisfied with their action. 

NO PROFIT IN GUNS AND AMMUNITION. 

In the case of guns and ammunition, is there any telling 
how much more of this stuff retailers would sell if there were 
a living profit in it? 

I believe that any action the jobbers and retailers may 
take should be towards assuring each of us a moderate profit 
—not an exorbitant one, as that would lead to future trou- 
bles. There is no use in bolstering up the dead ones, but 
everything that will help a live man to make something more 
than a bare living, would put the trade in better shape and 
give thousands of retailers new energy to push their business 
and sell many more goods than they are now doing. 


COLD-BLOODED LETTERS. 

Sometimes in writing for quotations on an article when 
we were in close competition with catalogue house prices, we 
have asked for a special price to meet it in that case. In 
times past we have reecived answers which showed a total 
disregard of the retailer's welfare, and some of the letters 
have been so cold-blooded that I will not forget them as long 
as I live. I am pleased to say that none of them have been 
from hardware jobbers. Of late the sentiment has changed 
entirely, and we are in receipt of mumerous letters from 
jobbers and from manufacturers stating their position. Some 
of them, I believe, are sincere when they speak of their 
interest in the retailers, but I regret to say that I believe 
some of them are not so. At any rate, it shows a warm 
interest in the question. 

I am much pleased that you have taken it up, and I be- 
lieve that your action will produce results, and that you will 
have the kindly feeling of ail the retail trade. 

This is the longest letter I ever wrote. The subject is 
of such deep interest to all us retailers that I cannot help 
telling it all, so that you may know the thoughts of a retailer 
who has had twenty years’ experience and who has laid 
awake nights thinking how he could make his company’s 
hardware store better. 

A DIFFICULT PROBLEM. 


From this letter you will see what a difficult problem 
confronts the retail hardware dealer, and whatever threatens 
him threatens the jobber; whatever hurts him hurts the 
jobber; if he goes down we must go down, as we are inter- 
linked, and our interests are so closely allied that each is 
dependent upon the other. 
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I think it a good thing to come together in this way and 
talk the thing over—to look the thing over—to reason to- 
gether; for by contact we sharpen our wits, arrive at the 
wisest conclusions, and out of it will come mutual esteem 
and mutual benefit. 


CONDITIONS ARE UNUSUALLY ACUTE. 


Conditions just at present are unusually acute, begotten 
by dull times and a quiet year, which always aggravates 
such matters. It is sad that the best lessons of our lives are 
those learned of adversity, and this may be the result of the 
present situation, for it will not be without great benefit to 
the retail hardware deaier if it causes him to wake up and 
put more vim, snap and go into his business—to have on 
hand what the people want when they call for it—to sell it 
at a reasonable price, in fact, to compete with these other 
retailers—the catalogue houses—for that is what they are— 
just large retailers, that’s all. 

CORRECT PRINCIPLES MUST GOVERN. 

A discussion of this question must be done in the broad- 
est gauged and most generous manner possible; there must 
be nothing suggested or even hinted at that is unreasonable; 
correct principles must govern; anything extreme, radical or 
unfair will bring its penalty—failure. There must be nothing 
attempted not based upon the “Golden Rule”; these people 
have as much right to be in business as we have—their busi- 
ness is as legitimate as ours. If they have devised a better 
method than we have, they deserve their reward. Any effort 
on the part of the manufacturers or jobbers to wipe out the 
catalogue houses is a mistake—they have come to stay, and 
stay they will. If they are doing business on methods that 
are unhealthy to the hardware trade, as I believe they are, 
we should do our best to regulate them, to correct those meth- 
ods, or in a sense to pull their teeth so that if they do bite, 
they won't hurt. Public condemnation of catalogue houses 
is the most serious blunder that we, as hardware jobbers, can 
make, for it’s simply a boomerang. 


TIMES ARE PROGRESSIVE. 


I find that opinions differ as to the best method of mini- 
mizing or curing the evil, and that the retail hardware deal- 
ers have recognized their own shortcomings to such an extent 
as shown in a circular letter sent out to a state retail hard- 
ware dealers’ association by the secretary, who uses these 
words : 

“We, as merchants, have allowed the catalogue houses 
and racket stores and even department houses to get such a 
hold of our branch of business that it will take many years 
and hard work to overcome it. These times are progressive 
and the consumers are just as much alive to these conditions 
as we are, though perhaps unthinking as to the ultimate re- 
sults of concentration, and are striving to make the dollar go 
as far as possible, while with the aid of railroad companies, 
express companies and free postal deliveries, the expenses 
are nominal. Who is to blame but you, I, and the whole 
hardware trade, and not only the hardware but all branches 
of business?” 

MORE AGGRESSIVENESS NEEDED. 

As I interpret these words, they mean to say that the 
retail dealer must be more up to date, more aggressive, and 
more progressive—he must put up a good, strong fight by 
keeping a better assortment of goods—by keeping everything 
that is wanted that should naturally be found in his store 
when asked for it, because his promise to send for them and 
get them to supply some one doesn’t fill the bill. He should 
compete in price with the catalogue house on the same 
goods, as far as possibile, and when he needs help to do that 
he should appeal to his jobber to help him, and who will 
undoubtedly be willing to do so in specific cases; he should 
be willing to sacrifice a portion of his profit in a temporary 
conflict like this. I say “temporary” because I believe that 
the heat of this fight will be over in two or three years or 
less. 

SACRIFICE NECESSARY. 

I take it that no successful business has ever been built 

up to satisfactory conclusions without some sacrifice at some 











THE AMERICAN ARTISAN AND HARDWARE RECORD 59 


time, and this seems to be the time when both the retailer 
and the wholesaler are called upon to make this sacrifice. 

A retailer writes me like this: 

“Glad you are taking hold of this matter. The retailer 
is worse than the jobber. Yours truly.” 

Perhaps that is to the point—at any rate it possesses the 
merit of brevity. 

Another retailer wrote me like this: 

“You can stop this thing, I know, if you will only go to 
work at it and keep these people from getting goods.” 

I only wish I couid stop it; I’d do it mighty quick. But, 
after all, doesn’t it finally come back and up to the retailer 
as his fight and what kind of competition he is going to give 
them? It seems to me that’s what it is. 


- 


LEGITIMATE COMPETITION. 


No address of this kind wouid be complete without con- 
sidering another kind of catalogue competition—houses doing 
a jobbing business by mail and soliciting from merchants 
only. I have had a lot of letters from customers and sales- 
men on this subject complaining of this competition. My 
answer is that this is legitimate competition—we must re- 
spect it and meet it—if we can’t then our methods are not 
right, either too expensive, too clumsy or something elise is 
wrong. These people are doing a large and profitable busi- 
ness by catalogues and avoiding the great expense of travel- 
ing salesmen. Is it not well to look into this matter? Does 
it mean that we, too, in time, must gravitate to the same 
methods and do away with the salesmen? I think not—the 
salesman is with us to stay—he is necessary to the retailer; 
as a rule, he is the retail dealer’s friend; he visits him regu- 
larly, teils him all the news, posts him as to the probable 
changes in the market, keeps him informed as to new ideas 
and better nrethods which he has found to work successfully 
elsewhere. The retailer wants to have him continue his 
visits; likes to have him come and draws much benefit from 
his contact with him. One of the axioms of our house is 
that the proper definition of a good salesman is “A man who 
helps his customers to prosper.” But, on the other hand, is 
the retailer always loyal to the hardware salesman, or will 
he not often order goods from mail order houses without 
giving his friend, the hardware salesman, a chance to furnish 
the goods at the same price? 

INTERESTS ARE MUTUAL. 

As before stated, the interests of the retailer and the 
hardware jobber are mutual, and now as the jobber is trying 
to help the retailer to the best of his ability, so let the re- 
tailer remain loyal to the jobber who supplies him. 


MANUFACTURER MUST AID. 


There are two facts with which I am strongly impressed 
in connection with my searching into this matter. 

‘ The first is that we are absolutely compelled to have 
the help of the manufacturer; that is a necessity, and with- 
out that we are going to retrograde and go down hill finan- 
cially from the immediate present, and I am here to-day to 
plead with the manufacturers to render that absolutely es- 
sential assistance which the hardware trade that distributes 
their goods so much requires. That's the foundation of suc- 
cess in stopping this thing. When the good work is begun 
in that direction, the question then naturally arises in a prac- 
tical form, how can the jobber best help the retailer? My 
answer is to exert his influence personally in close contact 
with the -manufacturer; not to sell the catalogue houses 
staple brand goods if they persist in publishing cut-throat 
prices, and when they do sell them, to preserve a differential 
in price that will protect the legitimate hardware dealer. 


UN-AMERICAN 


| would not ask a manufacturer not to sell the catalogue 
house, for I think that is un-American, and would be a mis- 
take in this free country, and I would ask him, and insist 
upon getting, as above stated, protection. I would ask him, 
as I ask you here at this time, to come out into the open and 
state where you stand on this question, that the hardware 
trade may know who their friends are 
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TOTAL DISTRIBUTION SHOULD BE THROUGH LEGITIMATE CHANNELS. 


I would convince, if I could, all manufacturers that they 
will seil more goods if they make their total distribution 
through the legitimate channel, the hardware jobber, than 
they can possibly do by allowing so large a distribution of 
them to pass through the hands of the catalogue houses. In 
proof of that, I would say that the thousands and thousands 
of retail hardware dealers will then each carry a small stock 
of their goods and which will aggregate an enormous quan- 
tity. But if the retail dealers throw these goods out of their 
stock, because they can make no money on them, then the 
sales of the manufacturer will be seriously curtailed, for if 
the whole country is pratcically supplied from two stocks it 
stands to reason there will not be nearly so many goods 
bought or so many on hand in the possession of the mer- 
chants for sale, as there would be if there were a few of 
each in every retail store in the United States. 

AN APPEAL TO A MORAL OBLIGATION. 

I therefore put this on the ground of being to the best 
interests of the manufacturers, believing, as I do, that that 
is the fact. 

And then I would appeal to the moral obligation which 
he owes to support his own people, his own class—a class 
that has, in years gone by, built him—and in saying “class” 
I mean the jobber and the retailer both, because while the 
one has purchased and distributed the goods, the other 
has sold them to the consumer. 


JOBBERS MAY OVERLOOK SERIOUS MATTER. 

In selling goods to the catalogue houses the jobbers 
may inadvertently overlook the possibility of their establish- 
ing what may be a very serious custom—viz., if they permit 
the catalogue houses to build up a large trade on any item, 
they are helping to accomplish what may end in an encour- 
agement to others to make the goods themselves by reason 
of having a large output assured, and whenever this is done, 
it will shut out the manufacturer. Perhaps this is a phase of 
the situation’ which he has not considered, but with a little 
reflection he will readily see that it has a most important 
bearing on the subject. 


A GREAT POWER. 


Now let me turn to the jobber, or what I may term my 
own legitimate class. The jobber is a great power in this 
matter of concentrated effort. I stand here, as the rep- 
resentative of our house, to say that we are ready and more 
than willing to co-operate with the National Hardware As- 
sociation, with the Southern Hardware Jobbers’ Association, 
or with any other hardware interests to do all we can in 
this matter. 

SHOULD NOT SELL CATALOGUE HOUSES. 

I don’t think the jobber should sell the catalogue houses 
a dollar’s worth of goods, for even if they sold them at a 
satisfactory profit it is umwise because it begets competition 
from other jobbers which finally gravitates to excessively 
low and unhealthy prices, besides which it enables them to 
fill promptly orders for goods that they might not be able 
to obtain elsewhere. No, my friends who are jobbers, let’s 
keep our hands off and skirts clear, and not furnish ammu- 
nition to shoot at our best friends, the retail hardware dealer; 
let us, as I suggested for the manufacturers, come out in 
the open and state where we stand on this subject. 


IS UNDER DEBT TO RETAILER. 


The wholesale hardware trade is under a debt or obliga- 
tion to the retail dealer, who has supported them and made 
them what they are, to the extent of helping them in a 
conflict of this kind to the bets of their ability. No effort 
should be spared, no stone left unturned, no trouble consid- 
ered too great to bring about the most thorough and com- 
plete protection for the retail hardware dealer, and I am 
glad to go on record, pledging our house and myself as 
ready and willing to do everything in our power to accom- 
plish this. 


RETAILER SHOULD FIGHT MATTER OUT. 


And now, let me say to the retail hardware merchant: 
Fight this thing; there’s no other way. Fight it vigorously 
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and intelligently. The jobber will help you, and I am sure 
most of the manufacturers will lend their assistance, but you 
must recognize that the fight is yours, and that both jobbers 
and manufacturers are and can be but helpers in this strug- 
gle. Keep your stock up—perhaps a better assortment than 
you have been having; where you find certain kinds of goods 
being ordered of catalogue houses, keep them or similar 
goods, and sell them cheap, but keep them. Where you find 
the price so low that you cannot compete, after paying the 
regular price charged you by the jobber, write and ask him 
to help you out by a special low price to meet specific cases. 


COMPETITOR IS DOING A CASH BUSINESS. 


You must recognize the fact that your competitor is 
doing a cash business; hence you must compete with him on 
a cash basis only—not a credit against his cash, or you will 
get left every time. 


TEACH LOYALTY. 


Teach the value of cash payments, and teach loyalty to 
the people that trade with you—loyalty to yourself by reason 
of your accommodation in keeping the goods that they need, 
so that they can get them quickly; loyalty to the city in which 
you do business; loyalty to the county in which they live; 
loyalty to the state in which you pay taxes, and help to keep 
up all the government expenses. 


RETAILER SHOULD TAKE MEDICINE. 


When you find some farmer or mechanic who has or- 
dered and received from the catalogue houses some goods that 
you keep, hunt him up and offer him your goods at the same 
price he paid—for cash—and show him how he could have 
saved the freight or express charges. Take a little medicine 
in a small loss of profit occasionally, and even if it is bitter, 
take it with a smile as though you liked it. 

In summing it all up, I would ask the retailers to bear 
in mind the old couplet: 

“It is not rank or birth or state, 
But git up and git that makes men great.” 


JOBBER IS RETAILER'S FRIEND. 


Buy your goods of the jobber as you need them in lots 
to suit—don’t be trying to jump over his head and buy from 
the manufacturer. The jobber is your friend—he is trying to 
help you; he means to do it always, and especially in the 
face of this new and difficult competition. He is entitled to 
your friendship and trade—give it to him. 


CATALOGUE HOUSE COMPETITION IS MILD IN THE NEW SOUTH. 


In the course of my correspondence in this matter, I find 
that the catalogue house competition is not nearly so dis- 
turbing a factor or so successful in what is termed the “New 
South,” that is, south of the Ohio river and east of the 
Mississippi river, as it is on other parts of the country where 
it has fastened its fangs more strongly, in such states as 
Ililnois, Indiana, Michigan, Wisconsin, Missouri, Iowa, Ne- 
braska, Kansas and Arkansas. 

But our friends in the “New South” must make up their 
minds it is coming to them just as soon as these active and 
energetic merchants can get around to their part of the 
world, and therefore it is just as important for them to 
help it now, before it becomes so great an evil in their sec- 
tion as it is in others, as if it were there already. 


POSTAL LAWS HELP CATALOGUE HOUSES. 


One of the greatest assistants to the catalogue house, 
in my opinion, is our postal laws, which enable them to send 
large quantities of their merchandise and cheap printed mat- 
ter out at a nominal cost. I think this is all wrong. I do 
not believe the government should carry merchandise for 
anybody. I believe that is the function of an express com- 
pany or a transportation company, and if the postal parcel 
bill should ever become a law it would, in my judgment, be 
one of the most serious blunders that could be made by this 
government. I think that the manufacturers of hardware, 
the jobbers of hardware and the retailers of hardware should 
do everything in their power to defeat that measure. But 
they should not stop there—they should endeavor to so 
amend the postal laws of this country as to prevent their 
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carrying merchandise as they do now, which I have no doubt 
is a dead loss to the government. 
MANY CATALOGUE HOUSES FAIL. 

Not all of the catalogue houses are successful by any 
means. As far as I know, only two of them have been in a 
large way successful, and I know of many failures. The 
reason for the success of these two is quite apparent—it is be- 
cause of the remarkable business ability of the men who have 
organized and managed them, the same as you will find in 
any other walk of commercial life where there is a master 
mind at the helm, a master mechanic to run the engine; it 
has been so since the world began and will be so, I believe, 
until Gabriel blows his horn. 

ALL JOBBERS ARE INTERESTED. 

This subject is necessarily uppermost not only in our 
minds, but in the minds of the jobbers in other lines, be- 
cause it is quite as vital to them as it is to us, and they feel, 
I am quite confident, the same necessity that we do for 
some substantial measure being adopted to correct this ex- 
isting evil. 

As an indication of their active interest in it, will say I 
have already been invited to speak before the National Dry 
Goods Jobbers’ Association on these lines. Their customers 
are feeling the inroads of the catalogue house competition on 
their business quite as seriously as are the retail hardware 
dealers, so that it behooves the jobbers, in “the protection of 
their mutual interests, to take an active hand in this conflict 
and while, as in the case of ourselves, it must be wholly the 
fight of the retail dry goods merchant, he will necessarily 
have to have, and no doubt be freely given, the active, ear- 
nest and zealous co-operation of the jobbers in his line of 
business. 

REMARKS WILL BE CRITICISED. 

In making these remarks, I want to anticipate the fact 
that I am quite well aware that what I say will be criticised 
and perhaps some attempt may be made to ridicule it. Any 
one who makes a public address takes that risk. All I ask 
is that those who do it will have the courage of their con- 
victions and show it by signing their name to any commu- 
nication they may put in print. That’s fair, it seems to me, 
for if there is anything that does not display courage, it is an 
anonymous letter. 

A SUBJECT OF PARAMOUNT IMPORTANCE. 

“I believe this is a subject of greater importance than 
has ever before confronted the hardware trade; it is a sub- 
ject but few men would be willing to tackle, and thereby lay 
themselves liable to public criticism, and there is nothing that 
one could say or put into print to-day but what would be 
quite subject to criticism or ridicule. It is an impossibility 
to write anything that*will be exempt from these two penal- 
ties, but remember it is far easier to criticise than it is to 
suggest improvements. I do not hesitate to say that I do 
not see how we are going to absoultely cure this evil. I do 
see very readily how much can be done—very much indeed— 
to minimize the evil and remedy the trouble, and if the job- 
ber gets the assistance of the, manufacturers in a whole- 
souled, hearty way, as I hope they will and as I have come 
down here to Atlanta to ask them to do—and the jobbers 
unite on this subject in using their best influence, and the 
retailers put up a good, strong fight—as outlined in these re- 
marks—then I can see how, within a year, we will find the 
conditions materially improved and we will all be glad we 
took a hand in the work of bringing about that most desirable 
result. 

TRAVELING SALESMEN CAN BE IMPORTANT FACTORS. 

Before I close, I want to say a word to the traveling 
salesmen—that army of magnificent men for whom I have the 
most profound respect; they can be important factors in this 
matter, and it should command their best efforts, for if, in 
the future, business is to be done by catalogue, the sales- 
men’s occupation is gone, or for the few that remain, the 
compensation will be so small as to be unworthy their con- 
sideration. It is the salesman who can best help the retailer 
to put up a good, wholesome, vigorous fight, and who, from 
time to time, can make suggestions to the retailer which, if 
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followed, will be immensely valuable. Hence I say to the 
salesmen: Tackle this subject—don’t be afraid of it—it is a 
burning present question and must be met; help the retailer 
all you can. When you find one man putting up a success- 
ful fight, find out how he does it and tell it to your next 
cutsomer when you call upon him. If I were on the road 
to-day, nothing would please me better than to take a hand 
in this scrimmage—and a lively one, too. Come, brother 
salesmen, help us—we need your help. 
WHITHER ARE WE DRIFTING? 

Within the last thirty days a hardware jobber said to 
me: “Whiter are we drifting—what’s to become of us—are we 
all finally to become catalogue houses?” I said: “Not if I 
can help it.” I am in this fight for the rest of my life and 
will regard it as the crowning act of my commercial career 
if I can help to regulate this evil and keep it from hurting 
the retail hardware dealer 

To show how I feel about this matter, will say that if I 
thought I could help it by walking from Atlanta to New 
York, I would buy my staff at once and start on my tramp 
to-morrow morning. 

President Birge: Mr. Belknap needs no introduction to 
anybody of American manufacturers, and I ask Mr. Belknap 
if he will be kind enough to say anything he may have to 
say to us. 

Mr. Belknap then delivered the following address on 


THE OLD MAN IN BUSINESS. 


POINTS WERE STUDIED. 


Your chairman very properly characterized Mr. Sim- 
mons as the dean of the hardware business; his presentation 
this morning seems to me to leave very little to be said; he 
covered the ground fully, and you were obliged not only to 
listen respectfully, as we did, but to study his points as he 
made them one by one with such admirable success. Of 
course we have all thought a great deal about this question 
of whether one man’s thoughts are any better than another 
man’s thoughts. We may have gone into it a little more 
exhaustively, each one from his own standpoint. 

THE OLD MAN IN BUSINESS. 

As the chairman gave us absolute freedom of range for 
topics I had not expected to take up the catalogue house ques- 
tion; I had another one in mind, and that was the place of 
the old man in business. I believe I should treat that more 
successfully than I could the other, because whispers of well 
disposed people fall upon my ears from time to time when 
people think the old man is not around, but I will come to 
that a little bit later. 

LAYING OFF HARDWARE TRADE INTO LOTS. 

I would say for our house on behalf of this catalogue 
house question, that it has given us a great deal of concern, 
because it concerned very deeply our best friend and our cus- 
tomers, the retail buyer. There is a question whether you 
can by resolutions in meeting or even through the aid of very 
competent salaries lay off the hardware world into lots—so 
much a front foot—those hold the manufacturers and these 
hold the large jobbers and these hold the small jobbers and 
these hold the retailers. And, by the way, nature never does 
that. You can never tell where the mineral world ceases and 
the vegetable world begins, and where the vegetable world 
leaves off and the animal life begins. We don’t know wheth- 
er a sponge has life or whether sea weed knows whether 
you are touching it; you can’t tell. And so are these sub- 
divisions which we undertake to establish among ourselves 
as to manufacturers, jobbers, retailers. 

A TRINITY. 

Mr. Simmons says he is all three, a sort of trinity to 
which the rest must bow. For myself as a manufacturer in 
one way and as a jobber in another, we do not pretend to sell 
the retail trade. In order to make that statement absolutely 
true we will say that in the line of builders to-day, where no 
adequate stock is carried, we do have an exhibition room of 
the finer grades and they are purchased by contractors on their 
rating. But we seek no retail trade—turn it all down if we 
can find out, or leave it to our friend, the dealer, in our town. 
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That is our established principle and we do not bear from it 
unless we are deceived. 
CIVILIZATION DEFERRED. 

I once heard Bourke Cochran make a speech; it was 
when he was speaking on the side of sound money then. 
Some discussion has arisen in the papers as to whether he was 
paid for that series of speeches or not, but that is immaterial. 
He rather epigrammatically defined civilization to be the ex- 
pression of man’s diversified wants; in other words, where 
we find men’s wants the simplest—the savage simply wants 
to fill his stomach with food, because clothing cuts no figure, 
and provide himself with arms or weapons of offense and de- 
fense, and there is barbarism. Where we find men surrounded 
with every luxury, largely the result of suggestion, there is 
civilization. The cultivation, therefore, of diverse wants is 
paii of the progress towards civilization. If we can show 
a man that he is missing something good in life by reason 
of not having an implement or tool or something which min- 
isters to his home life, to his wife and children, or if we can 
persuade him of something he has not got and persuade him 





W. R. Belknap, Louisville, Ky. 


to buy it, we are civilizing him, we are adding to his uplift- 
ing, we are helping him in his uplifting in the world. 
ONE WAY CONNECTION IS OPENED UP. 

Now these catalogue houses have properly, in my estima- 
tion, contributed to that civilizing process by sending out 
these millions of books, illustrated with all sorts of things 
that people can use. They wouldn’t put them in there if they 
didn’t think that. The children con them and the farmer, 
when he goes home at night and takes up that catalogue, 
and his wife has a glance at it during the day, they find some- 
thing that they never saw before, or at least they didn’t know 
hew to ask for it, and so they write to the catalogue house 
for this novelty. This labor saver or this decorative article 
or whatever it may be. That is one way the connection is 
opened up, and so far as that goes liberal cataloguing, liberal 
distribution of trade literature exercises a beneficent in- 
fluence. 

CAN BUILD ON THE FOUNDATION. 

Now I think we can build and the retailer can build on 
that foundation which they have laid of peoples’ wants, and if 
the retailer will carry the brighter, the better stock and call 
upon his jobbers to assist him, maybe for display purposes 
for a short time, the jobber is glad to do that, glad to help 
him along in any way. 

A POSSIBLE EXIT. 
And I think that that will be suggested to him as a pos- 
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sible exit from part of his difficulties. He should not be too 
disappointed, either by reason of this, because the country 
is growing larger, wants are increasing all the while, and 
while these catalogue houses have come in and sold a world 
of goods, there is still a vast army of retailers which is sell- 
ing goods; in other words, there are more people to buy 
and each person has more money. Look at the increase of per 
capita of money in circulation, almost a dollar a head in the 
last ten years. I think I am notwrong in saying it is almost 
ten dollars per head more than it was ten years ago. So 
that if the retailer will sharpen his wits, not call on Job to 
come help him to handle his axe or to get his wagon out 
of the mud hole, put his shoulder to the wheel, or putting 
his own talents to the process of building himself up, recog- 
nizing his own power by appealing for help and counsel in 
the right quarter, his friend the jobber, there is no reason for 
discouragement on his part. Of course there are obstacles to 
overcome. There are every year. We do not have to wait for 
bad years for these to come. That is part of the struggle, 
and without the struggle we can not cultivate any fiber 
whatever. 


A PANACEA FOR PESSIMISM. 

It is hard to be pessimistic when one reads even the 
advertisements in the magazines. I had a lawyer friend in 
my state who said he would go home discouraged about the 
conduct of his cases during the day and he would turn to 
the back of the magazine and just read the advertisements 
about the corsets, the garters and other things of the kind, 
and they filled his mind with optimism and he felt sure the 
world was coming to the good and not the bad, and I am sure 
the growth of great trade journals, with their ever increas- 
ing advertisements of the best improved tools and so forth, 
with all the ways devised of putting in enticing boxes against 
the wall which Mr. Warren furnishes and the devices of that 
kind goes to show us we are not going down grade. If we 
are it is our own fault to let ourselves go. 


A VALUABLE SECRET SECURED. 


Now it would be very presumptuous, it seems to me, if 
any one class of trade prescribed a wholesale dose for the 
manufacturers, what they should take to have their systems 
cleared out and be very happy ever afterwards. That is not 
to be. We each of us have to work those things out. I 
think Mr. Simmons told me how to exactly conduct my 
business so it would obtain the magnitude of his, and I am 
very glad to get that secret out of him; but when he thinks 
of his own experience and when you see how thoroughly he 
has treated the subject and how well prepared Simmons 
comes before you we will have to ask that question. You 
get a little bit of inkling somehow by what he says on this. 


REGULATION OF PUBLISHED PRICES. 

There is one point, though, I bélieve, which might be 
mentioned, and that is the regulation of published prices by 
you gentlemen in these catalogues. That I think is entirely 
within your power and regulating. What a man sells, and 
how he sells it is of course extremely difficult to handle; but 
any man who has a trade article sold in his own name and 
brand can see that the published prices in catalogues shall 
not be recognized, shall not be destructive. It must not be, 
at any rate, lower than his own restrictive prices which he 
places upon the trade, and I have often seen that done. That 
is about the most disturbing matter we have to deal with. 

A PIG HOOK STORY. 


I think possibly an anecdote of an actual experience with 
a catalogue house of a friend of mine might not be out of 
place. He wanted a pig hook. He wrote to Chicago and 
had it come down by mail, and the first time he used it found 
it was no good. I said, “Did you write back about it and 
complain?” He said he had and they said the price was very 
cheap and it was not expected to stand much strain. Well, 
I said, “Why don’t you go to your dealer in town here?” 
“Well,” he said, “it was four or five miles’ drive through the 
mud and then it was much easier to write the letter and when 
the rural delivery man comes along buy a money order.” Now 
that is something that has to be contended with and our gov- 
ernment by its rural free delivery and by parcels post is mak- 
ing it easier to shop that way. We cannot blame the people 
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sometimes, for it is easier to order from the catalogue houses. 
The retailer must get into communication with people who 
use things, that and other kinds, and make it as easy for 
them to get an article from him as the catalogue house. We 
cannot expect them to overcome obstacles even of that kind 
just out of loyalty. Loyalty does go a good way, but I men- 
tion that as one instance in which I had a little hand in dis- 
cussing the catalogue house. 


SALES MANAGERS HEAR MUCH OF CATALOGUE HOUSE COMPE- 
TITION. 


Now to come back to the original theme, which I will 
dwell on with more pleasure and possibly much more pur- 
pose. You can see that I am out of it somewhat, and there 
are some others here who would speak to better purpose on 
the catalogue house question than I would. Those in charge 
of the sales department who meet them every day and those 
who have to do with the salesmen who hear more or less 
complaint about it through the country, and we are doing 
this, as Mr. Simmons did, through the salesmen, endeavoring 
to stimulate them to build up and encourage wherever a re- 
tail house is already established. 

Hardly anything gratifies us more than to think that we 
stand in loco parentis or in the position of school teacher to 
the trade, to build up a large class of progressive sales peo- 
ple throughout the country, and if we can instill the right 
methods of doing business, referring their criticisms to them, 
doing away with fictitious claims and returning goods on 
slight pretexts, and it is of that kind that we can build a 
se1ise of higher honor throughout the country. If we can do 
this our efforts as school teachers will be crowned with suc- 
cess, 

THEY ARE PUSHED BACK. 


Now in regard to the other matters—if you are manufac- 
turers I don’t know that you have the same thing to contend 
with. The gradually being pushed back a little further from 
the front door of the store. It comes along with a little later 
life, when you begin to see somebody in the company, and 
to realize it is true, able to attend to some part of the busi- 
ness better than yourself. The tender solicitude for the old 
man of the concern is quite touching at times. It is evi- 
denced by giving him an easy chair, whether he chooses a 
hard one or not, and if he does some one is sure to leave a 
cushion at his desk. The boys will walk more softly than 
they did, while he is looked upon as an easy mark where 
promotion or salaries are concerned rather than through the 
house managers. The greatest sorrows which come along in 
life all have their compensations—they suggest to him that it 
is a good afternoon for golf, almost anything to keep him 
from exerting himself too violently. And there is a little re- 
sentment at this, because it cuts him out of just that associa- 
tion with you gentlemen which he most prizes. 

DRY WORK. 

A few years ago he saw every traveling man and head of 
the house who made occasional trips that came into the of- 
fice and had the privilege of inviting him to drive or take 
lunch. Now he is back figuring the ratio of expense to sales 
and such things, which are very dry. He misses his good 
friends when they come around. Just how to encourage or 
lure the salesmen to the extreme rear office is a question. 
Possibly it can be referred to the manufacturers here to- 
day, to see if we can’t get some idea to help along the cause. 
Just what place is best the old man can occupy in the store 
or office and not lose the run of business. That is important, 
but to occupy the store and not lose the run of friends that 
is more important. Possibly a sign hung out in front similar 
to the ones we used to see in the east, about beggars, ped- 
dlers and book agents, if we could hang it where all visiting 
salesmen and heads of houses could see it, especially inviting 
them to the back office—some such thing as that to overcome 
this ever increasing distance. How can it be done? If any 
gentleman from your side of the house can enlighten us, those 
who are getting along in years, we surely would be obliged 
to you. 

C. W. Asbury, H. B. Lupton and Fayette R. Plumb were 
appointed a committee by the manufacturers to confer with 
a similar committee from the Southern Hardware Jobbers’ 
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Association on the time and place of the next meeting of the 
association. 
WEDNESDAY AFTERNOON. 

The Wednesday afternoon session was a joint meeting with 
the Southern Hardware Jobbers’ Association. The report of 
the proceedings will be found on pages 34-40. 

THURSDAY MORNING SESSION. 

At their Thursday morning session the manufacturers 
adopted following resolutions: 

First—Whereas, Our attention has been called by the 
National Hardware Association of the United States to the 
fact that some manufacturers of hardware are distributing 
their products through wholesale grocery houses, as well as 
through the medium of the wholesale hardware houses; Re- 
solved, that we recommend to the very favorable consideration 
of the members of the A. H. M. A. the request of the N. H. A. 
of U. S. that in the sale of hardware at jobbers’ prices the 
wholesale hardware trade of the country be recognized as 
the only proper medium through which goods should be dis- 
tributed to the retail trade. 

Second—Resolution to assist in defeat of eight hour 
bill now pending before Congress. 

Third—Resolution to defeat bill to limit meaning of 
word conspiracy and use of restraining orders and injunc- 
tions now pending in house of representatives. 
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CATALOGUE HOUSE COMPETITION. 





Hibbard Spencer, Bartlett & Co., Chicago, recently 
mailed a letter to the trade on the subject of catalogue 
house competition, in the course of which they state: 
“We do not and will not sell these houses any goods.” 
This unequivocal statement is another milestone in the 
warfare against these concerns. We make this excerpt 
from this letter: 

In this connection, we wish to call the attention of re- 
tailers to some methods which have been successfully em- 
ployed by retail merchants in counteracting the local effects 
of catalogues: 

Ist. Keeping a larger and better assortment of goods. 

2d. Displaying them in a more attractive manner. 

3d. Notifying consumers that any articles which the 
catalogue houses list and are prepared to ship will be delivered 
to them at same price (freight or express charges added), 
of the same quality, and on the same cash terms as advertised 
in the catalogues. 

4th. Not quietly permitting customers to send their 
ready cash in payment for profitable goods to catalogue houses 
and giving them long time credit upon the staples and un- 
profitable goods they wish to purchase near home. 

5th. Selling at fair profits, as nearly as possible for cash, 
and putting the same energy and push into business that 
the catalogue houses display. 

We believe that the competition which looks so serious 


can be profitably met by the retail merchants. 
BES 1 EEE heme: 


OPEN NEW BRANCH HOUSE. 


E. C. Atkins & Co., Indianapolis, Ind., held a house 
warming at their new branch house, 38 South Canal 
street, Chicago, corner of Washington street, Friday, 
May 27th, from 10 a. m. to 5 p. m. Invitations to at- 
tend this function were sent out to the hardware trade 
and an informal lunch was served with cigars and 
other refreshments. Handsome souvenirs were liber- 
ally distributed, including hand saw stick pins, steel 
rules, watch fobs, and back saw combs. This branch 
is in charge of W. E. Stalnaker, who was formerly an 
Atkin’s man, but has recently been in charge of the 
logging camp supply department of the Marshall-Wells 
Hardware Co. of Duluth. The quarters of this firm 
are handsomely decorated in green and cream. They 
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have an abuandance of light and superb shipping 
facilities. A railroad track runs across the rear of the 
premises, with a special switch for this firm’s benefit. 
Their office is 37% ft. front and 150 ft. in depth with 
a basement of the same dimensions. They carry a com- 
plete line of all the goods of their manufacture in this 
branch and are in a position to make prompt ship- 
ments. They are installing a thoroughly equipped re- 
pair shop in their basement, which will enable them to 
do all work of this kind in the promptest manner. In 
their large front windows is shown a silver steel band 
saw in operation, while as a background to this are 
shown hack, back, butcher, buck and other saws. 
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SHOT GUNS THAT SELL. 





The accompanying cuts show a couple of popular 
shot guns offered the trade by the J. Stevens Arms & 
Tool Co., Chicopee Falls, Mass. 

The No. 350 has special “Smokeless” steel barrel, 
choke bored for nitro powder. It has extension rib, 
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PUMP MEN MEET. 


Che iron pump manufacturers of the United States 
met in Chicago on May 26, at Kinsley’s and formed an 
association under the name of the National Iron Pump 
Manufacturers’ Association. The purpose of the asso- 
ciation is to collect and disseminate information of in- 
terest to the members, adjusting differences that may 
from time to time arise and in all lawful ways to pro- 
mote the interests of its members. The officers elected 
were: 

President—E. E. Meyers. 

Vice-President—H. I. Park. 

Treasurer—E. H. Sleight. 

Secretary—T. R. Barnes. 

Commissioner—W. M. Webster. 
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FIRE PROOF WINDOWS AND DOORS. 





The St. Paul Roofing, Cornice & Ornament Co., St- 
Paul, Minn., and Baltimore, Md., send us a pamphlet 





Double Hammeriess Shot Gun No. 370. 


matted, drop forged frame, reinforced breech, Anson & 
Deeley type of action, top snap, treble bolt ; automatic 
safety; extra long frame; all parts drop forged; var- 
nished walnut stock, finely finished, with pistol grip 
checked and capped; Delley & Edge forearm, checked. 
It is adapted for any standard make of shells and is 
loaded with either black or smokeless powders. 


calling attention to their fireproof windows, doors, 
etc. The perfection fireproof windows have segment 
head with sliding sash, galvanized steel hollow frame 
and sash. They have four lights of wire glass and are 
fitted with brass chain, weights, sash locks and lifts 
and with or without brass stiles. All joinings are thor- 
oughly riveted. 





Double Hammerless Shot Gun No. 350, 


The No. 370 has special “Damascus” steel barrel, 
choke bored for nitro powder and extension rib matted. 
The frame is drop forged. The breech is reinforced. 
The action is the Anson & Deeley type, with top snap, 
treble bolt; automatic safety; extra long frame; parts 
drop forged. The stock is varnished walnut, finely 
finished, with pistol grip checked and capped with 
Deeley & Edge forearm, checked. It is adapted for 
any standard make of shells, and is loaded with either 
black or smokeless powders. 


hash oo 
The Black Shear Hardware Co., Waycross, Ga., 
were closed on the afternoon of May 23d on a distress 
warrant issued against them for rent. 


The Automatic fireproof windows have hollow 
frames and sash for wire glass; they have four lights 
of wire glass with lower sash stationary, upper sash 
pivoted and automatic holding and closing device; 
they are made in circle, segment or square head. 

Their copper covered window frames and sash are 
quite attractive. 

Other goods shown in this volume are their windows 
with metal trim, metal door and corridor trim, metal 
covered doors and casing, interior trim and store sash, 
Pruden’s patent fireproof windows, etc. One of these 
booklets will be sent the trade on application. When 
writing for same, kindly add: “Saw itin THe AMER- 
ICAN ARTISAN.” 
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WARREN’S SHELVING. 


A story is told of a London office boy who was well 
aware of the necessity of clients in his employer's 
business, they being rarer than hen’s teeth. One day, 
a customer coming in while the employer was eating 
a hasty lunch at a restaurant around the corner, this 
resourceful youth locked him in while he rushed and 
secured his master. 

This policy of lassoing visitors and going after an 
order with an axe is the very antithesis of that pur- 
sued by the J. D. Warren Mfg. Co., located on the 
fifth floor of the Masonic Temple, Chicago, and ex- 
hibiting in the Varied Industries Building at the St. 
Louis Exposition. 

They keep open house every business day and en- 
joy nothing better than showing dealers their differ- 
ently arranged hardware stores and artistic shelving 
designs. Many progressive dealers have assured us of 
the pleasure they derived from studying artistic store 
arrangement in this Masonic Temple studio. 

The members of the firm make a hluff to the effect 
that the reason dealers who have been shown this 
shelving suddenly express a desire for it is due to the 
shelving itseli—but we know better—the wily Mr. 
Warrenruns a “culture of” attractibus interiort bacteria 
in his place, and when one of these microbes attaches 
itself to a visitor’s thought tank he commences to de- 
sire to improve the appearance of his store—it’s a 
symptom all students of the germ in question recog- 
nize at a glance. 

The hospitality of this firm is O. K., as is shown by 
the following excerpt from a circular they have re- 
cently sent out to the trade: 

“It is important that hardware people from all loca- 
tions shauld have, in cities where large commercial in- 
terests center, a definite, permanent place where they 
can meet others, and to whom all letters, telegrams, 
packages, and long-distance telephone messages can be 
communicated and safely delivered, and all needed 
conveniences at hand to reply with, and where grips 
and packages can be left during “stop over” hours of 
a hurried visit. 

“It is also most desirable that it should be in the 
heart of the trade center. Such a place has been pro- 
vided by the J. D. Warren Manufacturing Company, 
Chicago, members of the American Hardware Manu- 
facturers’ Association, on the fifth floor of the Ma- 
sonic Temple, facing State and Randolph Streets 
(Marshall Field & Co. directly opposite), where some 
3,000 square feet floor space will be used for exhibi- 
tion and reception rooms. 

“Hardware stores arranged with one hundred and 
fifty different styles of cabinets and bases will form 
most interesting ‘Object Lessons’ that should be seen 
by all proprietors, managers, traveling salesmen and 
clerks. These rooms are leased for many years and 
will be as open and as free for all to visit as public 
institutions are, with an active custodian to render 
all aid possible, so consider them your own to serve 
your convenience at all times. The postoffice room will 
be No. 504, which will serve a convenience for hard- 
ware people and their families on pleasure tours and 
visits they may make, as anything addressed to an in- 
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dividual name will enable the person to secure same 
immediately on arrival any time between 8 a. m. and 
5:30 p. m. 
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THE WHITE ENAMELED DASHER LINE. 


The Quincy Washing Machine Co., Quincy, IIl., send 
us a circular describing the Sunshine Alumynoid 
washing machine. 

The body is made of “Alumynoid,” a metal that is 
light, durable and absolutely rust proof. This metal 
is made for this firm exclusively, according to their 
own formula. 

The bottom is stamped of one piece of “Alumynoid” 
metal ; it is higher in the center and has rounded edge 
and is provided with a drain channel to which the fau- 
cet is attached for drawing off the water; the faucet 
has 7¢-inch opening and is rust proof. 

The dasher or pinwheel is made of one piece of iron, 
and triple coated with white porcelain enamel. This 
machine, it is claimed, has the same outside diameter 
as the largest size wooden washers and a larger in- 
side capacity. 

The balance wheel is fitted to the body of the ma- 
chine and does not have to be raised when lifting the 
cover; the washer will not be top-heavy when the 
cover is up, consequently it -will not overbalance and 
tip over the machine. 

\ll the gearing is enclosed and cannot get out of 
order or injure the operator. 

A faucet has been provided for draining the machine. 
This washer is double coated with yellow enamel paint. 
The cover and top are enameled with three coats of 
white enamel, making it at once clean, sanitary and 
rust proof. 

One of these booklets will be furnished the trade on 
application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 
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RETAIL SELLING PRICES. 





Farwell, Ozmun, Kirk & Co., St. Paul, Minn., have 
issued a booklet entitled “The Retail Dealer’s Selling 
Price List of Goods Listed in Farwell, Ozmun, Kirk 
& Co.’s 1904 General Hardware Catalogue.” This 
gives retail selling prices intended for Minnesota, 
North Dakota, South Dakota, Nebraska, lowa and 
Wisconsin, but should prove of interest to dealers 
everywhere, particularly to buyers of new stocks. It 
will also enable established merchants to quote prices 
on many goods they do not carry in stock. 

While this firm distinctly disavow any attempt to 
dictate selling prices to the trade, nevertheless, in our 
opinion the paramount value of this booklet will be 
that of an approximate criterion of selling prices and 
all progressive dealers, particularly in the states above 
mentioned, should check their own selling prices up 
with those given by these jobbers. 

Where their prices are lower they can either revise 
them or by giving customers a glimpse at “standard 
can convince them that they make 


, 


retail selling prices’ 

good prices. 
Manufacturers delve into cost formulas—jobbers 

have elaborate systems to show the cost of handling 
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goods—why should not retailers pay more attention 

to the question of selling prices? The trade will find 

this book an interesting one. When writing for same 

kindly add: “Saw it in THE AMERICAN ARTISAN.” 
psthhnaatidnialite salina 


HE HEARD FROM MATHEWS RIGHT AWAY. 


To THE AMERICAN ARTISAN. 

I wish to say that last fall 1 wrote to M. L. Corey, 
secretary of the Indiana Retail Hardware Dealers’ 
Association, asking about the Indiana Hardware Deal- 
ers’ Mutual Fire Insurance Company, which had been 
talked of at our February meeting at Indianapolis. He 
wrote me that the Indiana association was not in shape 
to do business then and referred me to Mr. M. S. 
Mathews, secretary of the Minnesota Retail Hard- 
ware Dealers’ Mutual Fire Insurance Company. 

I wrote Mr. Mathews, and on Dec. Ist, 1903, I in- 
sured my store room and stock of hardware with the 
Minnesota concern, and on April 21st the store ad- 
joining mine burned and mine with it. 

When my friends learned that I had insured in a 
hardware dealers’ “mutual” they were apprehensive 
that I might not get the money. 

Well, I received all my money in a few days, and 
none of the others (there were three other stores 
burned at the same time) have received their money 
yet! And they were insured in the solid, substantial, 
prompt paying, old line companies! 

| Ep. Scort. 
Newberry, Ind., May 21, 1904. 
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A POWERFUL PLEA FOR ASSOCIATION MEM- 
BERSHIP. 


A. J. Scott, Marine City, Mich., secretary of the 
Michigan’ Retail Hardware Dealers’ Association, is 
sending out a very able circular urging dealers in that 
state who are outside the fold to come into the asso- 
ciation ranks, from which we make the following 
excerpts : 





AN OBSTACLE THAT CAN BE OVERCOME. 


You are not satisfied with all the conditions under which 
the retail hardware man does business to-day. Are you? 

Some of the trade you ought to have, get into the hands 
of the catalogue houses, and you often wonder where this 
great competition from the mail order concerns is going to 
lead to. They seem to offer prices which get the orders away 
from the dealer and their trade is growing larger every year. 

Did you ever stop to think that this competition can be 
overcome? No? Then this circular may throw some light 
upon the stbject. 

RESULTS ALREADY ACHIEVED. 


If every retail hardware man in Michigan became a mem- 
ber of the Michigan Retail Hardware Dealers’ Association, 
and dealers in other states supported their associations, the 
catalogue house problem wouldn’t worry us a bit. 

The several hundred members who now belong to this 
association have accomplished what would have been utterly 
impossible if the association did not exist. 

We have shown a great many manufacturers that their 
interests lie with us and not with the catalogue houses, with 
the result that several manufacturers refuse to sell their goods 
to these concerns. 

Nor for love nor money could the catalogue houses pur- 
chase saws from two of the largest saw manufacturers in the 
country. The manufacturers prefer the retail trade. One 
of the largest manufacturers of axes has taken similar action 
and so have two large file manufacturers, a prominent gun 











































and sporting goods manufacturer, and several others whose 
goods were formerly sold by catalogue houses. 
EVERY NEW MEMBER HELPS. 

Now why do these manufacturers prefer to sell to the 
retailer instead of to the catalogue house? 

It is because they believe they can sell more goods 
through the retailer, (who creates the demand) than through 
the catalogue house, (which merely supplies a demand already 
created). 

And so they can if the retailers will co-operate. 

We could never have secured these concessions without 
our association. Manufacturers wouldn’t listen to the indi- 
vidual. 

Now, don’t you see that the stronger we make our asso- 
ciation, the more pressure we can bring to bear upon all manu- 
facturers to keep their goods out of the catalogue houses? 

MAKING OUR INFLUENCE FELT. 


The Michigan Retail Hardware Dealers’ Association got 
the railroads of this state to forbid their freight agents from 
distributing catalogues, a practice which was rapidly placing 
catalogues in the hands of farmers and the consuming classes 
throughout the state at a very small cost to the. catalogue 
houses. As it costs a great deal of money to send these 
books by ‘mail, thousands of them will not come into Michi- 
gan that would have been distributed by freight agents if the 
association had not taken the matter up. 

Would the railroads have paid any attention to a pro- 
test lodged by an individual hardware dealer? We hardly 
think so. 

A FEW MORE BENEFITS, 

Our association was largely responsible for the passage 
of the excellent Michigan lien law and the amendment to the 
garnishee bill. 

Probably you shave saved many times the cost of mem- 
bership by the operation of these laws. Some of us have. 
Many thousands of dollars would have been lost to the mer- 
chants if these laws had not been secured. 

Could they have been secured if the Retail Hardware 
Association had not existed? Certainly not. 

There is not a delegate who attends our annual meetings, 
but what returns to his home strengthened in mind and body 
as a result of these enjoyable meetings. While a vast amount 
of business is transacted at these conventions, the program 
committee always provides a series of entertainments, which 
bring the delegates together for social intercourse, and a fra- 
ternal spirit amongst hardware men is fostered. 

The strong business friendships which are the outgrowth 
of these meetings are regarded by members as amongst their 
most valuable assets. e 

If you attended one of our conventions you would ap- 
preciate this fact. Maybe you will be at our next meeting. 
You'll find a good welcome there if you do come. 

WHAT WE EXPECT TO DO. 


When the Parcels Post Bill was before Congress during 
the past two sessions, who was it that opposed its passage 
and pointed out to the members of Congress that its passage 
would put hundreds of retail hardware men out of business 
by enabling catalogue houses to place their goods at a nominal 
cost, in every cross roads town in competition with the local 
dealer? 

It was the hardware associations, and they intend to keep 
up the fight in this and other ways.. They expect to become 
so strong that all manufacturers will either refuse to sell to 
catalogue houses for force the latter to quote their goods at 
a price that will enable the retailer to compete and make a 
reasonable profit. 

CAN WE DO ALL THIS? 

We believe we can if you and other retail hardware men 
will join the association and thus lend your moral and prac- 
tical support. 

It looks like a good investment for you to make. Doesn’t 
it? 

Why not sign the attached application blank and help the 
work along now? There’s no advantage in putting it off. 
Let’s hear from you now. 
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Advertising Department 


Our readers are invited to send in copies of their advertise- 
ments in the local press for criticism. All communications should 
be addressed to the ‘‘Advertising Department’’ of THe AMERICAN 
ARTISAN. 





a 


Bryon E. Walter, a Milwaukee, Wis., hardware 
is doing some very attractive advertising, a 
sample of which is shown in the accompanying cut. 
The display is good, especially so for a single column 





dealer, 


advertisement, and the descriptive matter is of a con- 
vincing character. With all packages sent out from his 
store he sends a little slip reading, ‘Are you satisfied 
with your purchase? Then come and tell you friends 
about us. If you are not satisfied with yout purchase, 
come back and tell us and we will make it right. Wal- 
ter—Hardware ‘At the Sign of the Padlock.’ ” 
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Your 
Money’s Worth 


When you buy a‘‘Horse Shoe’’ 
brand wringer, you get the full 
worth of your money. 

They turn easy and wring dry, 
without tearing the ciothes or 
breaking buttons. The rolis are 
solid, pliable rubber—warranted. 

There’s a deal of satisfaction 
in knowing that your money has 
been well spent. ‘‘Horse Shoe’ 
brand wringers always satisfy. 

“‘Rival’’ $2.00 

WARRANTED FOR ONE YEAR. 


““Keystone”’ $2.50 
WARRANTED FOR THREE YEARS. 


‘‘Royal’’ $3.50 


WARRANTED FOR FIVE YEARS. 


BYRON E. WALTER 
































The only fault we have to find with Mr. Walter’s 
advertisement is that he doesn’t give his location on 
all of his advertisements. While he is undoubtedly 
well known in his locality, it should be borne in mind 
that there is a large element of new trade constantly 
attracted to large cities by the extension of interurban 
lines, and it is the presumption that the papers in which 
Mr. Walter advertises go to a large number of cities 
where his name is not known, where owing to the omis- 
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sion of the address in his advertisement, its effective- 


ness is more or less impaired. 


Kk. M. Austin, a Litchfield, Ill... hardware and fur- 
niture dealer, is a firm believer in local advertising. 
His large circulars make a better showing than many 
of the department store page advertisements in the 
leading metropolitan dailies at from $500 to $1,000 a 
page. The prices he quotes on different articles in 
lines closely akin to hardware and handled by many 
hardware dealers, are quite interesting. The general 
display of the advertisement is magnificent, as the 


Furniture Sacrificed" :=~ | 
AUSTIN'S BIG ALTERATION SALE IN FULL BLAST 


$4,009 worth of NEW FURNITURE MUST BE SOLD BY APRIL 15th. Sixty feet of our building will thea 
be tore dows and aNeratwas made. grring us the Largest Furniture Store un Comtral Memos New furoture « 

a Puieed in moving: will therefore close it out af a FRACTION ABOVE COST before vacating building. A rare 
Gum MOTTO “Heney tat 8 tee” | MBace to buy furniture at nearly wholwak 
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accompanying cut shows this circular reduced to about 
1-16 of its actual size. 
——— cee 


MANGANESE. 





Where is the largest known deposit of manganese 
located? According to one authority, it is immedi- 
ately to the south of the Caucasus mountains, on Rus- 
sian territory. The seam, says our informant, extends 
to over eighty-five square miles, and is roughly com- 
puted to contain somewhere about two hundred and 
forty million tons of ore. Up till the present moment, 
however, only about three million tons of this enormous 
total has been excavated, the great bulk of which has 
been exported, Great Britain ranking as the best for- 
eign customer with thirty-six per cent of the total. 
The deposit is described as an extremely valuable min- 
eral resource of Southern Russia, and we can weil be- 
lieve the statement—that is, if it really contains any- 
thing near to the quantity mentioned. The seam ought 
assuredly to keep Russia and her foreign customers 
a-going for many a long day to come.—Ex. 
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Heating and Ventilating 





The C. M. Kemp Mfg. Co., Baltimore, Md., will 
shortly erect a manufacturing plant in that city. 

The Green Foundry & Furnace Works, Des Moines, 
lowa, send us a little leaflet calling attention to Green’s 
low down furnace for soft coal. This furnace has a 
large and complete return-flue radiator, low body, 
close to the fire surface, large feed door, roller grate, 
deep ash pit, ground feed and ash pit doors, draft 
regulator operated by floor above, and large orna- 
mental front. 

+e. 


JAHANT HOT BLAST FURNACE. 


Rohrbacher & Allen, Akron, O., are manufacturers 
of the Jahant hot blast furnace, shown in the accom- 
Feud panying illustration. The 
base for the portable furnace 
and bottom ring for holding 
double casing is made in one 
section, adding strength and 
holding the furnace firmly on 
the foundation. There is suf- 
ficient space allowed to fully 
supply the furnace with air 
from the pit underneath, and 
also to allow the. air to pass 
between the outer and inner 
casing. The ash pit is deep 
Jahant Hot Blast Furnace. and wide. It gives an unu- 
sually large space under the grate for holding the 
ashes. The grate is vibratory in form and has a rock- 
ing grate supporting bar with projecting lugs for sup- 
porting or agitating the pivoted grate sections. It re- 
quires very little power to rock the crank for the pur- 
pose of raising and lowering the grate section and 
thoroughly agitating and disturbing the entire mass 
of coal, at the same time dislodging the ashes through- 
out the fire-pot, and thus assuring perfect combustion 
of all the coal, it is claimed. The fire-pot is constructed 
in two. nearly equal parts.. The upper and lower sec- 
tions can expand and .contract independently of each 
other during the progress of heating and. cooling. 
<oiatvantledinbiiniiciapeihns: 


THE CHAPPELL FURNACE. 





The Chappell Furnace Co., Morenci, Mich., send 
us a catalogue describing the Chappell low down all 
cast, warm air heater. 

The Chappell is an all cast iron furnace. The fire- 
box consists of two heavy corrugated castings, capable 
of withstanding the effects of any kind of fuel. These 
castings go together with a deep cup joint, and are 
bolted outside, away from the fire entirely. The fire- 
bowl is a heavy one-piece casting with corrugated 
sides three-quarters of an inch in thickness. 

Two sets of grates are furnished with the No. 20 
series: One set for wood and soft coal and one set 
of revolving anti-clinker grates for hard coal. The 
wood or soft coal grates are made in three sections 
and are of the ordinary straight type. 

They are placed in the furnace on the top of the fire- 
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bowl, making the furnace a complete four-foot wood 
furnace. The hard coal grates are placed at the bot- 
tom of the fire bowl, and can be easily removed by 
simply drawing them out through the ash-pit door 
when it is desired to use the wood grates. They are 
made very heavy and of best material. 

The radiators are constructed entirely of cast ircn, 
and as they are also cast in one piece all bolts and 
rivets are dispensed with. The large upper radiator 
is elliptical in form, and the average thickness of the 
metal is three-sixteenths of an inch, the ends being 
reinforced to three-eighths of an inch. The rear ra- 
diator, while being different in form, is identical in 
construction. The tubes are nine inches in diameter 
and will not clog with soot or ashes so as to interfere 
with the draft of the furnace. Clean-outs are located 
at convenient points, so that the radiators can be easily 
cleaned out. 

The galvanized steel casing comes in four sections 
and can be very easily and quickly attached to the 
furnace. As it is lined with one-half inch asbestos air- 
cell board, it will not allow the heat to escape in the 
basement. It is made square, owing to the shape of 
the furnace being nearly square. The frame part, to 
which the steel is attached, is made of one-inch angle 
steel and is very strong and durable. Altogether the 
casing presents a very neat and handsome appearance. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 





AN IMPORTANT CHANGE. 


On May 14 last, the Lennox Furnace Co., capitalized 
at $60,000, was incorporated at Marshalltown, Ia., by 
W. J. Heald, T. I. Wasson, E. W. Norris, Jr., and 
C. R. Speers. This company was organized to con- 
duct the furnace manufacturing business of the Len- 
nox Mfg. Co., Marshalltown, Ia., well known as manu- 
facturers of the Torrid Zone furnaces and combina- 
tion heaters. 

W. J. Heald has been a practical furnace man for 
the past fifteen years and has managed the furnace de- 
partment of this firm’s business for the last eight years. 
Owing to the phenomenal growth of this firm’s busi- 
ness and the if] health of David Lennox, the latter 
gentleman has given up active management in his in- 
dustrial enterprises and will take a few years of rest. 
The gasolene engine, shear and general machinery 
business of the Lennox Machine Co. will remain under 
the management of Chas. Glick. 

The Lennox Furnace Co. have placed all their stock 
and have secured an extensive factory building, ad- 
mirably equipped for the manufacture of furnaces. 
+oo- 

MEETING NEW YORK STEAM & HOT WATER 
FITTERS. 





The Master Steam and Hot Water Fitters’ Asso- 
ciation of New York State held their tenth annual con- 
vention at the Whitcomb House, Rochester, on May 10 
last. At their afternoon session, a resolution was 
passed endorsing the Mortimer Bill in so far as it re- 
lated to the letting of heating contracts apart from 
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other contracts in connection with the erection of build- 
ings by state, county and municipal authorities. The 
following officers were elected for the ensuing year: 
President—Wm. H. Gaylord, Binghamton. 
Vice-President—Frank H. Falls, Rochester. 
Secretary and Treasurer—Frank Dodson, New 
York. 
Sergeant-at-Arms—Wm. Milligan, Rochester. 
Board of Directors—Wm., H. Gaylord, Binghamton ; 
Frank H. Falls, Rochester; Frank Dodson, New 
York; Wm. Milligan, Rochester; E. Rutzler, New 
York; J. Henry Howe, Rochester; Edward F. Joy, 
Syracuse ; Jno. A. Creelman, Rochester ; Chas. Geiger, 


3uffalo. 
—___$_+-@-0- 


AN EXTENSIVE FURNACE PLANT. 





The Thatcher Furnace Co., 240 Water St., New 
York, have a very extensive manufacturing plant at 
Newark, N. J., shown in the accompanying illustra- 
tion. Including their latest addition, 80x110 feet in 
dimensions, the main foundry covers a floor space if 
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from one place to another. In this department skilled 
mechanics are employed, insuring perfect adjustment 
and assemblage of the parts of their various heating 


and cooking apparatus. 


The warehouse is 5OX175 feet. It is four stories 
high with cellar room. ‘This extensive floor space is 
needed for the storage of finished castings for their 
different apparatus in sufficient quantity and variety to 


insure prompt shipment in the busy seasor. 

They have an elevated switch of the New Jersey 
Central Railroad so arranged that cars are backed in 
on a level with the charging doors of the cupola, which 
necessitates only one handling in unloading pig iron 
and fuel. It also enables them to load shipments from 
warehouse right on cars, which insures prompt ship- 
ment. As a time and labor saver this switch is more 
appreciated by the company each day. 

A 100 horse power boiler and 75 horse power engine 
are required to supply the steam and power needed 
to operate this great plant. 


A carpenter shop 25x100 feet is one of the recent 


An Extensive Furnace Piant. 


8o0x210 feet. Here all castings for their extensive line 
of ranges, warm air furnaces and steam and hot water 
heaters are made. The foundry is replete with all ma- 
chinery and tools needed, and many experienced men 
are employed in this department. The melt used daiiy 
runs from 15 to 16 tons. 

The new core room is 20x00 feet and contains two 
ovens of the most improved type, amply supplying 
the intense heat necessary for the core baking process. 

The mounting or machine room is fitted with the 
most modern machinery obtainable and is equipped 
with cranes and trolleys for shifting heavy castings 


additions to this plant, in the enlargement and im- 
provement of which many thousands of dollars were 
expended. 
ae a oi 

On May 24th last 450 members of the Iron & Heavy 
Hardware Employes’ Union, Chicago, struck to com- 
pel their employers to do away with a classification sys- 
tem, declaring that the rule discriminated against the 
membership of the union. The firms affected are J. T. 
Ryerson & Son, Kelley, Maus & Co., S. D. Kimbark, 
The Thompson-Hoof Co., Crucible Steel Co. and A. 
M. Castle Co. 
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ELBMENTARY MECHANKAL DRAWING. 


BY ELMER S. LYNCH, M. E, 

There are hundreds of simple problems in mechan- 
ical drawing that are extremely easy to the initiated 
and are perplexing to the novice. The erection of 
perpendicular lines, and much of the simpler geometry 
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F.o.1, 

of mechanical drawing, is often a source of unneces- 
sary trouble to mechanics solely through their ignor- 
ance of right methods and modes of procedure. The 
following simple hints in drawing a circle will be found 
to contain many points of benefit to those that follow 
them closely. The first thing we will take up is the 
erection of a perpendicular. 

To erect a perpendicular at any given point, as at 





Fie, 2. 


B, simply draw a circle of any radius that cuts the line 
at B; the location of the center O does not matter. 
From the point where the circle cuts the line at A draw 
a straight line through the center O as shown and 
cutting the other side of the circle C, then from C to B 
draw a straight line which will be at right angles to 





Frio 3. 


A B, making a very easy method for shop or drawing 
room use. 

The next two figures give us the solution of that old 
problem of drawing a circle so as to cut any three 
points as A, Band C. Fig. 2 shows the simpler meth- 
od. From the middle point B, with any radius of 
suitable size to give the intersections as shown, draw 
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a circle or portion of one as shown. With this same 
radius from the points A and C cut the first circle or 
part of a circle in two places, and draw a straight 
line through these intersections until they meet at the 
center O, which gives the center of a circle which will 
cut the three points named. 

The next one is similar in solution and involves the 
principle we used in drawing a line at the center of an- 
other line at right angles to it. 

Connect the points A and B, B and C, as shown, 
and draw the arcs intersecting on each line; draw 
through these intersections until the lines drawn inter- 
sect and the point O is the center of the circle re- 
quired. Both are very handy and the former is pre- 
ferred by the writer. The practical application of this 
would be, for example, in some place where we wanted 
a shaft to bear on three points only, and having the 
points fixed we must find the size shaft that would do 
it, and it must be remembered that these points may 











Fic. 4. 


be in any relation to each other around the circle, at 
equidistant points or otherwise. In the next figure, 
No. 4, we have a simple and convenient method of 
drawing a regular figure of any number of sizes, or, as 
usually stated, any regular polygon. In this figure 
we have drawn a five-sided figure in heavy lines and 
a seven-sided figure in light lines, or, more correctly, 
a pentagon and a heptagon. Draw a circle of the re- 
quired diameter to enclose the figure and ‘divide the 
diameter into as many parts as the figure is to 
have sides. It will be observed that one set of di- 
visions are marked 5, and the other set 7, so as to 
distinguish which is for each figure. 

From the points A and B, with a radius equal to 
the diameter AB, describe arcs cutting in C (on either 
side of the diameter), and from here draw a line 
through the second division on the diameter until it 
cuts the circle. 

In the pentagon this is at D and the distance BD 
is one side of the pentagon. Then with the distance 
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BD in the compass or dividers it is an easy matter to 
step off the other sides of the figure. This is exactly 
the same in the case with the heptagon, and the dotted 
line cuts the circle at E, giving BE as the side of this 
figure. The only objection to this method is that 
we must know the diameter of the circle that will 
just contain the figure, and as this is not always known 
another method which requires only the length of a 
side will sometimes be more convenient, although both 
methods have their uses. This is shown in Fig. 16. 
Given the length AB as the side of an octagon or 
eight-sided figure, to construct the figure with A as a 
center and with the radius AB draw a half circle as 
shown, and divide this into as many parts as the figure 
is to have sides, in this case eight as shown. Begin- 
ning with the second division from the left draw 
radial lines from the center outward of indefinite 
length. AB being the base and length of one side, 
of course AB gives another side (in this case) and 
with dividers on six with the radius AB cut the next 
radius line (5) at 12; from here cut the line 4 at 
11, and so around the figure; the intersection of the 
arcs drawn with the radius equal to the length of a 
side and the radial lines first drawn, gives the points 
for the figure, and if carefully done there will be no 
difficulty in making it come out even, but it requires 
careful work for exact accuracy, and for ordinary work 
this is not required on the drawing, but is demanded of 
the shop. For a rough sketch properly dimensioned 
and giving a clear idea of the article is better than 
a drawing exactly to scale and not properly dimen- 





sioned. Remember, it is not pictures that are wanted, 
but good, practical working drawings. After giving 
a method and a very convenient one, too, of drawing 
an ellipse or oval, we will close this article and wait 
until next time before giving any more regular ma- 
chine shop drawings, and we will apply some of these 
to regular drawings as we proceed. Having the two 
diameters of the ellipse given, in this case in the pro- 
portion of 2 to 3, i. e., 2 inches short diameter and 
three inches long diameter, we draw center lines inter- 
secting as shown, and it may be well to remark that 
where the ink is all the same color, the center lines 
should be dotted in a distinctive way, as in this case 
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a dash and a dot to distinguish from other dotted 
lines. When red ink is used for center lines, they 
can be made solid lines. Lay off the two diameters 
either by drawing two circles or just marking the 
points, and connect the top point D with B as shown. 
Draw a small circle C with a diameter equal to the 
difference in the radius OA and OB, touching the 
center lines as shown. This is done by using a radius 
equal to half AB and proceeding the same as drawing 
A line at right angles to BD 
Where 
this line crosses the other center line at X gives the 
center for the end arc from 1 to 4. By transferring 
the centers obtained to the other opposite arcs we 


a fillet in that corner. 
just for the upper arc of the oval from 1 to 2. 





have the whole oval completed, although it is con- 
venient to draw the lines as shown dotted to show 
just how far to draw each arc and not have it lap 
on its neighbor, making a bad joint. Three joints 
should be very neat. 


ee 
NEW SHEET AND TIN PLATE SCALES. 

Che sheet and tin mill scales adopted at the late 
convention of the Amalgamated Association provide 
for a reduction of only 10 per cent from the 1903-04 
scales, whereas the sheet and tin workers are now 
working under a reduction of 18 per cent. The scales 
as adopted with the new foot notes are given below. 

The Eastern iron scale will not be given out, as the 
association wants to feel its way before pressing its 
adoption. 
iron mills to pay the puddlers $1 per ton less than pro- 


Heretofore the practice has been in Eastern 


vided in the Western scale, while a few of the Eastern 
While the 


new Eastern scale does not wipe out this differential 


mills enforce even a greater differential. 


entirely, it is learned that it has been reduced materially. 
No dates have been yet fixed for holding conferences 
with the manufacturers, notwithstanding the report 
that the conference on the iron scale would be held 
next week at Cambridge Springs, Pa. 

SHEET MILL SCALE. 

On the sheet mill tonnage scale the preamble as 
adopted at tlhe special convention and conference last 
December was adopted, as well as the base of the scale 
of prices. This provides for a reduction of Ito per 
cent from the 1903-04 scale, and the increase in limit 
output as adopted in December also stands. 

Footnote changes were made as follows: 
changed by striking out in the first line the words, “Or 
pickled in the rough,” and by the insertion in the sec- 
ond line of the figure “30” instead of “15” before the 
word “per cent.”” No. 11 was changed to allow Io 
heats instead of 9 heats per turn. No. 18 was changed 


No. 6 was 
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by striking out the word “extra” in first line and in- 
serting “fifty cents for ten Heats.” No. 20. In the 
second line “60” was substituted for “72."’ No. 24, a 
new clause, reads: “That 15 per cent be added for 
roller and heater on pickle bar worked on sheet mills, 
and 3 cents extra per heat be paid to the pair heater 
over and above scale of prices for said pickle bar.” 


SHEET MILL HANDS SCALE, 


Base prices of 1903-04 adopted, except in the “clas- 
sification of work,” schedule. In Nos. 22, 23 and 24 
gauge, double in pairs, the figures were increased from 
84 to 90 pairs per turn, without extra pay. 

In footnote No. 2, the word “bundle,” before the 
word “extra,” in the second line, was stricken out and 
“150 pounds” inserted instead. No. 3, in the second 
line heats were changed from “9g and 10,” to “ro and 
11,” respectively. No. 7, changed by striking out the 
word “necessary” in the first line. No. 10. All that 
part of the clause between the word “widths” in the 
seventh line and the word “this” in the ninth line 
stricken out, and the following words added to the end 
of the footnote: “Containing over 200 square feet.” 

No. 13 was made to conform to No. 10 by striking 
out the words “a greater number” in the fourth line 
and inserting instead “over 20.” No. 18 amended by 
inserting the word “nine” instead of “fifteen” at end 
of first line and adding word “of” after word “limit” 
in second line. 

In the scale for roughing and catching on sheet and 
jobbing mills, the preamble is amended by striking out 
from the section all the words beginning with “and,” 
in the second line and ending with the word “urn,t” in 
the third line. “Classification of work” schedule is 
made to conform with the change made in the day 
hands’ scale. 

In footnote No. 3 the word “an” is substituted in 
the first line for the word “single.” Clause 18 of the 
day hands’ scale is made clause 8 of the roughers’ and 
catchers’ scale. 


TIN MILL SCALE, 


On the tin mill scale the preamble of the late sheet 
and tin conference was adopted. The base price adopt- 
ed is 10 per cent below the 1903-04 scale. Footnote 
changes follow: Clause No. 12, amended to read: 
“That the company furnish soft grease on Monday and 
any other warming up turns, and furnish grease on 
starting for catchers at all times, and company shall 
clean grease pots out.” Footnote No. 13 amended by 
striking out “3,’”’ and inserting “2,” in the second line. 
Footnote No. 23 was changed to read: “All orders 
containing 14 square feet surface measurement, and 
all double orders, company shall furnish help to catch- 
er.” New footnote, No. 25, that sizes as well as weight 
of turns be placed on board. No. 26, that fuel be 
placed at mill for catchers on tin and black plate mills 
No. 27, that no heater or doubler or their helpers be 
allowed to go inside furnaces to sweep out or cause 
same to be paid for on tin or black plate mills. No. 28, 
that screw boy discontinue the bending of scrap in tin 
mills, the same to be general in all tin mills. 

The Jimit of output of the scale of 1903-04 was 
adopted without change. Footnote No. 1, after the 
limit of output was adopted without change. The 
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minimum and maximum limit of 1903-04 were adopted 
without change. 
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UNITED SHEET & TIN PLATE CO. 








An effort is being made to reorganize the United 
Sheet & Tin Plate Co., with headquarters at Colum- 
bus, O., and Pittsburgh. By this reorganization two 
additional plants are to be taken into the combination 
and the properties capitalized at their intrinsic values. 
A meeting of those interested was held at Pittsburg 
last week, and another meeting is to be held at Mari- 
etta, O., this week. The United Sheet & Tin Plate Co. 
was organized in August, 1903, and was a consolida- 
tion of the following: The Marietta Sheet & Tin 
Plate Co., Marietta, O., containing four sheet mills; 
the tinning department of the American Tin & Terne 
Plate Co., Philadelphia; Tuscora Steel Co., Newcom- 
erstown, O., four sheet mills; Cambridge-Byesville 
Sheet Co., Byesville, O., having one 50-ton open-hearth 
furnace and blooming and billet mills under erection, 
in addition to the Byesville Coal Co., and the plant of 
the Tucker Steel Roofing Co., Newark, O. The reor- 
ganization plan provides for the addition to these prop- 
erties of the plant of the Rolling Mill Co. of America, 
Morganstown, W. Va., which has ten tin mills prac- 
tically completed, but is in financial difficulties, and 
the tin mill of the Juniata Steel & Iron Co., Green- 
castle, Ind., containing six tin mills. George Humbert, 
who built the Humbert plant of the American Sheet & 
Tin Plate Co., Connellsville, Pa., and was the leading 
factor in the erection of the tin mill of the Rolling 
Mill Co. of America, will be made general manager of 
the company if the deal goes through. On the other 
hand, if some plan of reorganization cannot be decided 
upon shortly, the properties of the United Sheet & Tin 
Plate Co. will be sold at auction by order of the United 
States court. 
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BRITISH TINPLATES IN GERMANY. 








The question of the large imports of tinplates into 
Germany from Great Britain will early in February be 
brought before the Imperial Home Office Commission 
on the working operations of syndicates by the tinplate 
consumers in that country for the purpose of partly 
illustrating their opposition to the tactics of the Ger- 
man Tinplate Syndicate, which is the oldest combina- 
tion in Germany, and has headquarters and maintains 
a sales bureau at Cologne. At the present time there 
are approximately 500 firms or establishments which 
work up tinplates into manufactured goods in Ger- 
many, and these formed an association for the protec- 
tion of their interests in 1903. The endeavors which 
were made some months ago to secure the redress of 
their grievances against the Tinplate Syndicate were 
unsuccessful, and the association has now determined 
to place the case of its members before the Govern- 
ment Commission, which is investigating the question 
of syndicates in general. A few days ago the repre- 
sentatives of the associated consumers met in Berlin 
and approved the text of a petition for presentation to 
the commission. At the same time the preliminary re- 
sults of an inquiry, which is being undertaken by Dr. 
Wendlandt, secretary of the association, were submit- 
ted, showing that of the total tonnage of tinplates used 
by the works, which have so far made returns, no less 
than 60 per cent is obtained from Great Britain. The 
attitude of the German Tinplate Syndicate towards 
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native consumers is described as being so’ arbitrary that 
the latter have decided to show by practical proof that 
they need not bend to the will of the syndicate in the 
future. It has been suggested on the one hand that 
the consumers should form a common tinplate pur- 
chasing bureau to deal with the sales bureau of the 
syndicate, but this proposal has apparently not been 
adopted as yet. The association has, however, agreed, 
with a view to the more advantageous supply of tin- 
plates, to conditions which will serve as the basis of 
contracts on the part of the members in the future, 
and it is said that the commission houses which de- 
liver the plates have already accepted these conditions. 
[t appears that the German Tinplate Syndicate ‘s not 
by any means in a position to meet the inland demand, 
and is far from being conciliatory towards consumers 
in regard to the tonnage which it actually supplies. The 
result of this is illustrated by the fact that the imports 
of tinplates from Great Britain amounted to 17,000 
tons during last year—Mining Journal. 
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NOTES AND QUERIES. 





ADDRESS OF WABASH SCREEN DOOR CO. 
From the Metropolis Sheet Metals & Stove Repairing Co., 
Newark, N. J. 
Where are the Wabash Screen Door Co. located? 
Ans.— Marquette Bldg., Chicago. 
DUST COLLECTORS FOR SAW MILLS. 
From Boston Blower Co., Boston, Mass. 

In response to query of W. A. Wynkoop, Port- 
land, Ore., would state that he can buy dust collectors 
for saw mills from the Allington-Curtis Mfg. Co., East 
Saginaw, Mich. 

UNIFORMED BLUED STEEL. SHEETS. 
From the Dunlap Mfg. Co., Dunlap, Ia. 
Where can we buy uniform blued steel sheets ? 
Ans.—The Ward-Dickey Co., Indiana Harbor, Ind. 
NOVELTY MANUFACTURER. 
Fultz, Quincy, Ill. : 

Would like address of a firm manufacturing an ex- 
tensive line of novelties? . 

Ans.—F. L. Shafer Co., 269 Dearborn St., Chicago. 


RETAIL CATALOGUE, 


From J. L 


From T. W. Rogers, Lamont, Ia. 

Where can I get sample of an illustrated catalogue, 
as | desire to mail one to my customers ? 

[Can any of our readers furnish the desired in- 
formation ?—Ed. ] 

RAIN GAUGES. 

From P. M. Fels, Homestead, Ia. 

Where can I buy apparatus for measuring rain? 

\ns.—Thos. Hall & Son, 79 Franklin St., 
Mass 


3oston. 


HOME COMFORT STEEL RANGE. 
From Wm. Leppert, Holy Cross, Ga. 
Would like the address of manufactures of the Home 
Comfort steel range? 
Ans.—Wrought Iron Range Co., St. Louis, Mo. 


—- +e 


ITEMS. 





Joseph Veath is a new Evansville Ill. tinner. 
Geo. Fisk succeeds J. P. Davis as an Abingdon 


Ill tinner. 
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The Metal Stamping Co., Niagara Falls, N. Y., will 
shortly erect a new plant. 

The strike of the tinners’ union at Dubuque, Ia., is 
over. The question of a five-cent raise in wages was 
compromised, but the men will receive 10 hours’ pay 
for 9 hours’ work. 

Charles J. Clark, John F. C. Mullen and A. J. 
Murphy are the incorporators of the Chas, J. Clark 
Manufacturing Co.; New York City, capitalized at 
$30,000, for manufacturing metal articles. 

The Lisk Mfg. Co., Ltd., Canandaigua, N. Y., have 
a very handsome exhibit at the Louisiana Purchase 
Exposition, located in Block No. 5 B of the Manufac- 
turers’ Building, where they are showing Lisk’s nickel 
ware, four coated enamel ware and anti-rust tinware. 
They extend the trade a cordial invitation to make 
their booth their headquarters, while visiting the ex- 
position. 

The S. M. Howes Co., 40-46 Union St., Boston, 
Mass., send us a small catalogue calling attention to 
their fire pots and torches. They handle a very com- 
plete line of these goods, which they fully guarantee. 
Their goods include Boston stove pipe, elbows, furnace 
fittings, gas, gasolene and oil stove ovens, Yankee, 
dampers, Model stove trucks, Boston gas cookers, 
French fireplace screens, salamanders, etc. 

The convention of the International Tin Workers’ 
Protective Association elected the following officers at 
their recent meeting at Columbus, Ohio: President, 
George Powell of Wheeling, W. Va. vice-presidents, 
First district, Henry Moody, Gas City, Ind.; Second 
district, Bent L. Bartlett, Newcastle, Pa.; Third dis- 
trict, H. E. Barrett, McKeesport, Pa.; Fourth district, 
3enjamin Teagarden, Martins’ Ferry, O.; secretary- 
treasurer, Charles E. Lawyer, Wheeling, W. Va.; 
trustees, J. E. Elder, Newcastle, Pa.; J. H. Murnan, 
Elwood, Ind.; W. J. Madine, Pitsburgh, Pa. The next 
session wi!l be held in Wheeling, W. Va. 

Dries & Krump, 3214 S. Halsted St., Chicago, send 
us a little circular describing the O. K. steel cornice 
brake, which are made of Bessemer steel; the balance 
weights are attached to levers allowing the upper jaws 
to be raised with no danger of their weight causing 
them to suddenly close. They close with eccentric 
levers on a dead center, and will not spring open while 
forming; the jaws open from 1 inch to 134 inches re- 
spectively; the open space back of the forming edge 
ranges from 1% to 2 inches. The wedge and set 
screws on the ends easily adjust these brakes to form 
sharp or rounding corners or handle light or heavy 
material. These weights are easy to transport as they 
are light, and can be taken apart in three pieces. One 
of these circulars will be forwarded the trade on appli- 


cation. -When writing for same, kindly add: “Saw it 
in THe AMERICAN ARTISAN.” 


— — - 
M. Geizler, O. G. Hupfel, and H. L. 
incorporators of the Briquette Coal Co., 


Cohen are the 
New York, 
capitalized at $100,000 for the manufacture of bri- 
quettes. 

L. Butman, J. E. Davis, D. C. Andrews, A. U. Tom- 
linson and C. F. Cook are the incorporators of ihe 
Whittier Hardware Co., San Francisco, Cal., cap- 
italized at $40,000. 
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759,203—Automatic Sprinkler for Ash-Pans. Ed- 
ward M. Thompson, Curwensville, Pa. 

758,737—Churn. William A. Cross, Dayton, Ohio, 

758,766—Wire Fence. John S. Martin, Baughman 
township, Wayne county, Ohio. 

758.948—Plane. Harvey M. Wood, Denver, Colo. 

758,698—Plane. Albert F. Schade, New Britain, 
Conn. 

759,019—Hammer. George H. Rowe, Ennis, Tex. 

759.005—Paring-Knife. George W. McLeod, Ta- 
coma, Wash. 

759,006—Cover-Holder for Table-Dishes. Peter T. 
B. Nevins, New Brunswick, N. J. 

758,831—Milk Pail Protector. Ira Fleming and 
Roy C. Fleming, Storm Lake, Iowa. 

758,8909—Knockdown Oven. W. H. Dahman, St. 
Louis, Mo. 

758,762—Oil-Can. Gustav Lund, St. Louis, Mo. 

758.753—Combined Mop and Wringer. Edward 
Hilker, Chicago, III. 

758,852—Joint for Brickwork of Furnaces, etc. 
Frank C. Roberts, Philadelphia, Pa. 

758,676—Lock. Albert Meyers, Lyons, Iowa. 

758,641—Churn. Warren L. Goodwin, Atlanta, Ga. 

759,012—Nail-Holding Attachment for Hammers. 
Earl H. Platner, Mount Vernon, Iowa. 

758,803—Combined Scrubber and Mop. John A. 
Zerbe, Lebanon, Pa. 

758,611—Bracket for Wagon-Bodies. Peter V. 
Becker, Plymouth, Wis. 

759,147—Scouring-Board. John Adams, Piqua, 
Ohio. 

758.619—Band-Saw Guide. Joseph W. Culpepper, 
Hub, Miss. 
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759,028—Refrigerator. Cristopher Shamboo, Chi- 
cago, Ill. 

759,194—Tea-Kettle. Galen T. Schultz, Sioux City, 
Iowa. 

758,928—Compound Toel. John J. McGrath, New 
York, N. Y. 

758.685—Transom-Lift. Byron Phelps, Seattle, 
Wash. 

758,720— Ventilator. Charles P. Tanner, Macon, Ga. 

759,197—Vise. , William T. Holland, Suffolk, Va. 

758,909— Water-Heating Apparatus. Frederick A. 
Gale, Chicago, III. 

758,859—Portable Water-Heater. 
Schwartz, Chicago, Il. 

758,867—Washboiler. Andrew W. Snyder, Rich- 
mond, and Walter McConaha, near Centerville, Ind. 

758,824—Wheelbarrow-Frame. George C. Cone, 
Toledo, Ohio. 

758.825—Tool-Handle, Maschil D. Converse, New- 
ark, N. J. 

758,6590—Ladder. Joseph A. Jaeger-Rainer, New 

758.915—Pick. Joseph Hartshorn, Stuart, lowa. 

758,980—Door-Check. H. W. La Munyon, Du- 
mont, Colo. 

759,118—Corn-Husker. Matthias Mattes, Iowa City, 
lowa. 

759,077 
York, N. Y. 

758.779—-Vise-Mount. Elton E. Remsberg, Spring- 
field, Ohio. 

758;690—Bench-Vise. James ~Degelleke, Sodus, 

Y 


Edward H. 


Attachment for Work-Benches. William 





J. Connell, Fairmont, W. Va. 
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759.426 





759,227—Wood-scraper. John H. Banke, Dayton, Ohio. 

739.550--Hammer. Phillipp Scholtes, Mount Oliver, Pa 

759,554—Gearing for washing-machines. William Ruth- 
ven, Chicago, 1. 

750.678—W ashing-machine. 
Harry C. Haak, Scranton, Pa. 


Charles W. Cramer and 


759,254—Washing-machine. Peter Farnquist, Litchfield, 


Minn. 

759.432—Lock. Frank M. Galentin, Columbus, Ohio. 

750,434—Tool-holding attachment. Thomas J. Gorman, 
San Francisco, Cal. 

759,733—lool. De Haven Morris, Wilmington, Del. 

759;:735—-Computing-scale. Frank Mulligan, Chicago, II! 

759,404—Combined heating and cooking oil-stove. John 
H. Stone, Toronto, Canada. 

759.426—Electric soldering-iron. Sydney Evershed, Lon- 
don, England. 

759,.823—Reversible socket-wrench. Wiliam W. Murch, 
New York, N. Y. 

759,824—Jaw-wrench, William W. Murch, New York, 

750,834—Means for uniting sheet-metal parts. 
M. Steele, Peoria, Ill. 

759,751—Separable hinge for. screens. 
Denver, Colo. 

750.752—Separable hinge for screens. Calvin Rowland, 
Denver, Colo. 

759,647—Miter-box. Daniel F. Updegraff, Youngwood, Pa. 
_ 759,.318—Hot-air furnace. Reuben H. Sayre, New Mar- 
tinsville, W. Va. 

759,380—Hot-water heater. William Kane, Philadelphia, 


senjamin 


Calvin Rowland, 


a. 
759,480—-Eaves-trough-forming machine. Isaac J. Shifley, 
Toledo, Ohio. 





7359.306—Apparatus for measuring heat in hot-water heat 
ing systems. Cassius C. Peck, Rochester, N. Y. 
759.240—Hammock. Thomas J. Conway, New York, N.Y 
759,.437—Mail-box. Charles B. Harward, Shepard, Ohio. 
750,.442—Pipe attachment for wrenches. Stephen J. Hin- 
man, Westville, Conn 
7590,813—Wrench 
730,715—Wrench 
Pa. 
730,674—Wrench 
759,260—W rench 
759,2601— Ruler 
St. Paul, Minn. 
759,202—Safety-razor. Henry J. Gaisman, New York, 
a a 
750,384-— W indow-.ock. 
N. Jackson, Carrollton, Ga. . 
759,607—Water-heater. James G. Hallas and William 
McLaughlin, Grand Rapids, Mich. 
759,601—Washing-machine. Wilbert C 
apolis, Minn. 
759,603—Water-heater. Joseph Foster, Brooklyn, N. ¥ 
759.228—Water-heater. Frank V. Bartlett, Detroit, Mich 
—_~>-0-> — ——____—_—_ 


JAR FOR ART. 


Millard F. Hudson, Los Angeles, Cal. 


George W. Jessup, Jr., Philadelphia, 


Clayton D. Colley, Coeburn, Va 
Frederick W. Frey, Boston, Mass 
Arthur H. Frink and Charles H. Lister, 


Thomas H. Landers and William 


Fawkes, Minne- 





Artist—“‘No, I don’t use models. I did these right 
out of my head.” 

Publisher—“We don’t use wood cuts.’’-—Chicago 
News, 
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Sheet Metal Specialty Co......... 94 
Cornice Brakes. 
8 ee eee 95 
G. C. Keene & Co.. ad 9 
Geccumannd tan. 
Garry Iron & Steel Co............. e2 
Milwaukee Corrugating Co........ 933 | 
Sykes Steel Roofing Co ..... ..... 95} 
Cream Separators. | 
Bluffton Cream Separator Co.....102 
Galesburg Cornice Wks...........102 
Norris & Loring Hdw. Co.... . 86 
Seither, Cherry Co................ 102 
Chas A. Vari Pelt....scceses coces. 102 
| 
Cream Separator Faucets. | 
Clark Novelty Co.......... . .. 101} 
Cutlery. 
Cutler Haw. OO. ..ccscooses. onoses 102 
Farwell, Ozmun, Kirk & Co...... 101 
DOR COS OG GO 5 ovis ccnces cece cess 86 
Smith & Hemenway Co. ........ ct) 
Dampers 

We Be Gi esd s vccce a! ecccse fay 
S. M. Howes Co...... ....... . & 
Taylor & Boggis Fdy. Co... ...... xo 





Dies. 
Globe Machine & Stamping Co... 99 


Door Hangers. 


Cronk & Carrier Mfg. Co.......... 99 
Richards Mig. Cd.... cseccecccccass oy 
Drilis. 

North Bros. Mfg. Co.............. 102 
Eaves Trough. 

J. H. Eller & Co..... hee once aseece 90 
Garry Iron & Steel Co............ 93 


Kanneberg Roofing & Ceiling Co.. 91 
Eaves Trough Miters. 


Whitacre Mfg. Co .............:. m4 
Elec ro-Platers’ Supplies, 
Roberts Chemical Co.............. 88 


Enamel Ware. 
og 8 es ee 104 
Nat'l Enameling & Stamping Co.. 100 


Enameling. 

CL WE. CRBS, cade devsmtebes covans>- OB 
Exporters. 

ee OF Giiciccctesmte smiane @ 
Faucets. 


Clark Novelty Co.. ..........+.+++.101 
Fence Cates. 


Denning Fence Works........... 87 
Files. 

C. & H. Barnett.Co............... 1 
Henry Disston & Sons ............ 108 
Forming Rolls. 
PE ER beccchccessopee sence 95 
G. C. Keene & Co . .... eee wees 95 


Niagara Machine & Tool Works.. 95 
Foundry Supplies. 


S. Obermayer Co...........-. eee Ba) 
P.. BRSUGMD. . cckvcdvcdvice ccgevas t8 
Furnaces—Hot Alr. 

Auer Register & Mfg. Co.......... 8 
Estate of P. D. Beckwith......... 18 
Bergstrom Bros. & Co..... ee 
Boynton Furnace Co..........+05+- it 
Chappell Furnace Co............. 16 
Chicago Furnace Supply Co....... 17 
Craig-Reynolds Foundry Co... ... 10 
Detroit Heating & Lighting Co... 15 
Green F’d’y & Furnace Wks...... 12 
Henry & Scheible..... ........... 15 
Kelsey Heating Co ............... il 
Meyer Furnace Co................. 18 
Miskimen Furnace Co............. 12 
Monroe Foundry & Furnace Co... 15 
L. J. Mueller Furnace Co.. . 12 
Pittsburgh Stove & Range Co... = 
Richardson & Boynton Co......... 13 
Robinson Furnace Co.......... 14 
Schwab & Sons Co. ................ 16 
Smith & Anthony Co.......... 8 
Chas. Smith Co.......... eet 15 
Stanton Heater Co ..........-+++:- 16 
Thatcher Furnace Co ............. 9 
Furnace Pipe and Fittings. 
Chicago Furnace Supply Co...... 17 
F. Meyer & Bro. Co............«+.. 13 
Fuel Degnewswnrrs. 

W. J. Burton Co. .. 101 
General Merchandise. 
Lyon Bros. ..... 3 
Hardware Sennen: 
Clark, Quien & Morse............ . 8 
( utler Hardware Co.. ‘i . 102 
Farwell, Ozmun, Kirk & Co. Nebdbe 101 
Lee-Glass-Andreesen Hdw. Co...107 
Norris & Loring Hardware Co.... #¢ 
Hardware Shelving. 

J. D. Warren Bdw. Co ............ xv 
Hardware Speoiaities. 
8 Os Be RE ee 101 
Richards Mfg. Co.................. ® 
J.T. Swan.. Je cadetnc OF 
Taylor & Boggis Fay. Co... .. & 
Whitacre Mfg. Co...........206 206% 91 
Hay Carriers. 

Cutler Baw. O0 .... ccesccccccceces- 102 
Stowell Mfg. & Fdy. Co............ 17 
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Hay Knives. Punches: 
ES BIN dh ca whicas acerca cestealy 95' American Lock Nut Cau..... ....» 87 
Stowell Mfg. & Fdy. Co...... . 17' Bertseh & Co ......-+. Sgeeeeeen eee. 88) 
Geo. C. Keene & Co - ae. 
Heaters—Steam and Niagara Machine & Tool Wks 95 
Hot Water. H. Weiss & Co.. ea .. 94 
Boynton Furnace Co .............. 11 
Monroe Foundry & Furnace Co... 15 Rain Water Cut Offs. 
L. J. Mueller Furnace Co.......... 12 Cooney & Geiger.. 95 
Richardson & Boynton Co........ 13 R 
Chas. Smith Co............ ares eeee. 
Thatcher Furnace Co ........... g G. & H. Barnett Co......... : 
Disston, Henry & Sons............108 
Hollow Ware. R 
Avery Stamping Co.. 100 egisters. 
Sanitary Pump & Tubing Co...... gg | Auer Register & Mfg. Co - & 
D. R. Sperry & C0... 2... .e000. ee ere m....... 8 
Ferrosteel Co.. ’ ~aee 
Hot Water Attachments. C. H. Foster............. — es 
Chas. Smith Co..................., 15) Hemry & Scheible Co. ............. 15 
L. J. Mueller Furnace Go:. » 
loe Cream Freezers. R. J. Schwab & Sons Co .......... 16 
North Bros. Mtg. Co. ............. 102 Stowell Mfg. & Fdy. Co ance Oe 
Iron and Steel. Rifles. 
Oliver Iron & Steel Co........ 5 Lee-Glass-Andreesen Hardware 
tron Enamel. J. Stevens Arms & Tool Co .......108 
Nickel Plate Stove Polish Co..... 7 
Rivets. 
Levels. Atlas Bolt & Screw Co ca a 
Baker McMillan Co ............... i01 Plume & Atwood Mfg. Co......... 94 


Stanley Rule & Level Co......... 


Lighting Systems. 
Detroit Heating & Lighting Co... 


Lightning Rods. 
Maher & Son 


Lock Nuts. 
American Lock Nut Co. 


Mall Boxes. 
Century Post Co.. iganis 
Hopson- -Haftencamp Co. 
Peck Hdw. Co 


Signal Mail Box Co................ 


Taylor & Boggis Us CD. ccc okies 


Meat Choppers. 
Enterprise Mfg. Co. of Pa......... 
Smith & Hemenway Co 


Metal Polish. 
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Roofing—tron and Steel. 
American Sheet & Tin Plate Co.. 91 


REE EE UD oan senses poocesees cs 90 
W. J. Burton Co.. oseeeeusanel 
Canton Steel Roofing Co. ey ae 90 

®? Cortright Metal Roofing Co........ 92 
Cream City Cornice Co ..... sows Oe 

7 Friedley & Voshardt.. seeheadial 
Garry Iron & Steel Co..... 92 

| Kanneberg Roofing & Ceiling Co. 91 

.. 87 Milwaukee Corrugating Co........ 93 
. 87 Montross Metal Shingle Co....... 7 
g7 J. L. Perkins & Co. eavecsccs § 

87 Sykes Steel Roofing Co....c00 +... 95 


ad Roofing Cement. 


Wm, Connors Paint Mfg. Co...... 1 
103| Garry Iron & Steel Co............. 92 
oo J. L. Perkins & Co................. 1 


Roof Paint. 


Geo. W. Hoffman.................. 87 Wm. Connors Paint Mfg. Co...... 1 
Nickel Plate Stove Polish Co..... 7| Joseph Dixon Crucible Co......... 86 
Garry Iron & Steel Co............. @ 
Mica. Bh, TR, Pn co sw Gene cccces 8 
A. G. Brauer.. St.beev etic cstcce UF 
Wm. T. DustOo................... 8 Rules. 
Lufkin Rule Co.. ae 
Nail Pullers. Stanley Rule & Level Co.. . 100 
Norris & Loring Hdw. Co......... fa) 
Smith & Hemenway Oo............ Sad Irons. 
Enterprise Mfg. Oo. of Pa..... . ..108 
Nuts. 
American Lock NutCo............ ; Sash Balances. 
Atlas Bolt & SerewCo............. | PRED SER ID si0y 0s 02-2 nrees- nr OO 
Columbus Bolt Works ............ 1 Saws. 
Oll Cans. E. C. Atkins & Co ................-108 
Cooney & Geiger .......... _ gp Cutler Hdw. Co...... 2... 2... .00. 6.108 
Henry Disston & Sons............. 103 
Paints. Millers Falls Co.. — 
Wm. Connors Paint Mfg. Co...... 1 Smith & Hemenw ay Co. Savbaeian died om 
Jos. Dixon Crucible Co............ 86 Saw Sets. 
Pencils. WE, Gi Mae BOB bcc cesnses cscs. 108 
Jos. Dixon Crucible Co .......;... 8 Henry Disston & Sons........ «+++ 108 
e Smith & Hemenway Co...... .. 9 
Pliers. 
Cronk & Carrier Mfg. Co........... 99 Scales. 
Utica Drop Forge Co.............. 99 ED ME codons coon cbccce cece 83 
Hanson Bros. ........... —_ 
Pistols. Osgood Scale Co... ..... ........ +++. 108 
Stevens Arms & Tool Co.... .. 108 
Screws. 
Plumbago. Atlas Bolt & Screw Co........... 1 
Wickramanayata & Co..... ...... gg Columbus Bolt Works... ......... 1 
Sorew Srtvere. 
ee ancy Nols Augers. North Bros. Mfg. Co.. vo 00108 
. Smith & Hemenway Co... Dixthahasece we 
Potash. Sheving Sets. 
Roberts Chemical Co.............. 88 Fox Cutlery Co.. . ca vaa~ 
Pruning Shears. Shears. 
Cronk & Carrier Mfg. Co.......... 99 Bertsch & Go .... 1... ....eeeees cess 95 
Cronk & Carrier Mfg. Co.......... 99 
Pumps. Geo. C. Keene & Co.. % 


Beckman Bros.. 
Sanitary en & ‘Tubing Co. 


... 86 Niagara Machine & Tool ‘Works... 95 
. 9% H. Weiss & Co...... a ee 


| Sheet Metal Architectural 


Ornaments. 
Friedley & Voshardt ............. 91 
Kanneberg Roofing & Ceiling Co.. 91 
Sheet Metal Specialty Co......... £4 


Sheet Metal Specialities. 


Kinsey Mfg. Co............ ae 87 
Sheet Metal Specialty Co . st 
Shelf-Brackets. 

SD Gs a ciated cucwowncess .. 108 
Shot Cuns. 
Lee-Glass-Andreesen Hdw. Co. ..107 
Stevens Arms & Tool Co....... ..108 
Shovelis. 

Avery Stamping Co.............. 100 

Star Shovel & Range Co 

Sifters. 
ee ee Ga dcsec does det deve cvee 86 
BOOP GS Be 0 icc cece dccicccescee 

ne Sa countered 
H. Weiss & Co. ee Sees 94 
Skylights. 

Cream City Cornice Co........ 91 
Galesburg Cornice Works.........102 


Sheet Metal Specia'ty Co. cons 


Slates and Slaters’ Tools. 


sc cancensndécsecsbed wt 
E. J. Johneon & Co. .... 2... .20.55. 
O'Halloran & Jacobs .............. 94 
Sporting Goods. 
Enterprise Mfg. Co................107 
Squares, Machinists’. 
Henry Disston & Sons............ 103 
Stanley Rule & Level Co.......... 100 
Staples. 
Titchener & Co ........... 101 


Steel Ranges. 
Ashland Steel Range & Mfg. Co. 6 


Auer Register & Mfg. Co.......... x 
Beckwith, Estate of P. D.......... 18 
Bergstrom Bros. & Co...........+. 15 
Farwell, Ozmun, Kirk & Co.......101 
Foster BtOVeS OO 0 occes cccsccccccces 7 
Gem City Stove Co............ 4... 4 
Home Pride Range Oo ...... .... 106 
Pittsburgh Stove & Range Co..... 2 
Portsmouth Stove and Range Co. 2 
Star Shovel & Range Co...... .... 

Thatcher Furnace Co............. 9 
John Van Range Co... eee 

Stoves. 
Asbland Steel Range & Mfg. Co... 6 
Beckwith, Estate of P. D......... 18 
Bergstrom Bros. & Co. ............ 15 
Farwell, Ozmun, Kirk & Co....... 101 
Foster Stove Co ........ccseesccees 7 
Gem City Stove Co..............+- 4 
Pittsburgh Stove & Range Co.... 2 
Portsmouth Stove & Range Co.... 2 
Smith & Anthony Co.............. 8 
Star Shovel & Range Co........... 8 
Stoves—Gas. 

Ashland Steel Range & Mfg. Co 6 
Pittsburgh Stove & Range Co..... 2 
Stoves—Gasoline. 
Dangler Stove Co............. —s 
Kinsey Mfg Co . pieeaal'es Ta 
Stoves— ou. 

Kinsey Mfg. Co..........+... 87 
National Enameling & Stamping ' 

Cbecddd 40 0640 ccsbidbohba cdececs 100 
Taylor & Boggis Fdy. Co.......... 89 
Stove Cement. 

Jos. Dixon Crucible Co............ 6 
Stove Clay. 
Bridgeport Crucible Co............108 
Stove Mats. 

Seber B& Bweeky ccs secs cess ccccce om 
Wabash Screen Door Co 7 


Stove Patterns. 
Geo. W. Cope, Pattern Works.... 88 
Mansfield Stove Pattern Works .. 88 
Milwaukee Pattern Works........ 88 
Weller Pattern Co .. fedacinaeck i 


a 
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Stove Polish. 


Nickel Plate Stove Polish!Co..... 7 
Stove Repairs. 

Bin B: BIGRIEE, 0 cccce c0c0ds cccces coces 8S 

Ses ep SEL o000cs oncrcecccenss 8s 

5 fl eee total 

J. L. Morris Stove Repair Co..... 88 
Sugar Kettles. 

Bn BGs cas 64000 cases booed 

Tapes. 
Se GN Ei nceums caccce soecees 100 


Tinners’ Manual. 
J. W. Johnson on w4 


Tinners’ Furnaces. 
Burgess Soldering Furnace Co.... 92 


— & Lambert Mfg. Co....... 2 

. W. Diener Mfg. Co.... .. 8 
whine ete Go. 36000004 ee ccoe 

Tinners’ Tools. 
Bertsch & Co.........++. . 
Niagara Machine & Teo! Works... 05 
Be ee Givin. cued coanss icceocee OS 
Tinplate. 

American Sheet & Tin Plate Co... 9! 
Berger Mfg. Co . ue cecce 
Canton Steel Roofing Co.. ret hn 
J. H. Eller & Co.. a 
Garry Iron & Steel Co... .. 


Illinois Roofing & Supply ©o.. . 108 
Lee-Glass-Andreesen Hdw. Co... 102 


McClure Co. «++. 108 
Milwaukee Oseregnting Co... .. & 
\ caeatmeenton 
Hill Dryer Co.. iidaeneada Oe 
Lisk Mfg. Co re ee 
P. Moshiek. . : -- W 
National Bnam. ‘& Stamping Co. .100 
Sanitary Pump & Tubing Co...... % 
Deer B TOE 5 ccc ccoocsenccocetsce @ 
Trowels. 

Avery Stamping Co...... ++ 2100 
H. Disston & Sons......... -+ 00188 
Trucks. 


Peck Hdw. Co......... 
Tubing. 
Benedict & Burnham Brass and 
Copper Co ......... te 
Sanitary Pump & Tubing Co.. eheeee & 
Tumblers. 
Globe Machine & Stamping Co ye 
Ventilators. 
Cream City Cornice Co . sve wae oe 
Crown Ventilator Co..... . ....+. 98 
Friedley & Voshardt .......... ... 9 
Globe Ventilator Co...............108 
Iwan Bros ........ 66055: saeune ae 
Powers Bros....... cenbie NS 
Royal Ventilator & Mtg. Co. sensiina 93 
Sheet Metal Specialty Co ......... 
Wagon Brackets. 
Norris & Loring Hdw. Co 86 
J.T. BSWOB....cccces ee. 87 
Wash Boters. 
> BEE scacsceve ones OO 
ee Ee TEE ons oo cic co cetense. &@ 
Washing Maohines. 
Benbow-Brammer Mfg. Co........ 98 
Boss Washing Machine Co........ 96 
H. F. Brammer Mfg. Co........... 98 
Clark, Quien & Morse...... Qe 
J.M. Gagan & Co.... i 
**1900"" Washer Co ..... wood vdieen OO 
7 Quincy Washing Machine Co..... 97 
Voss Bros. Mfg. Oo... ........ 5.0 Qs 
White Lily Washer Co .... 97 
Water Supetes. 
Horigan Supply Co.. RY 
Weather Strips. 
Norris & Loring Hdw. Co......... 86 
Wire Fence. 

Denning Fence Works ..... ...... 87 
Chas. A. Van Pelt ............ 102 
Wire Coods. 

Denning Fence Words............. 87 
Titchener & Co...... salt 
Chas. A. Van Pelt. .....v....0c00.. 88 
Wrenches. 

Hawkeye Wrench Co.............. on 
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Trade Report. 


CHICAGO IRON MARKET. 

Few sales were reported during the last week— 
these mostly in carloads, in a few instances footing up 
to 100 and 200 tons. Continued apathy marked the 
situation, though conditions are better than at this 
time last week. 

The strike of the ore handlers on the great lakes 
has not yet been settled. Not a pound of ore up to 
this date has been brought down and the production is 
limited entirely to the ore now on the lower lake docks. 
It is said that the supply of ore at Chicago ports is 


much smaller than that at Lake Erie points. So lim- , 


ited, indeed, that several furnaces in this district have 
gone out of blast temporarily. More will follow their 
example soon. Unless the disagreement is settled in 
the near future there will probably be a sharp advance 
in the price schedule. 

To offset the alarm caused by this predicted ad- 
vance, the probability of a strike among the local ma- 
chinists tends to the belief that the local depression 
will remain unchanged. The trouble between the ma- 
chinists and employers threatens to become very 
dangerous, and requires some delicate manoeuvring. 

Prices have fallen 25 cents a ton for Northern, and 
from 25 cents to 50 cents for Southern. Northern 
irons can now be had on the basis of $13.50 Chicago, 
for No. 2. Southern irons are selling in some places 
for $9.25, Birmingham. The nominal price for the 
latter commodity is $9.50, Birmingham. Southern 
irons threaten to touch $9 before the present dull situ- 
ation changes. ‘ 

There are indications that several large buyers are 
running very low on stocks and must soon enter into 
new contracts. 





IRON AND STEEL BARS. 

Iron bars are now selling on the basis of $1.40, $1 
a ton less than last week. Demand for this product 
has improved considerably, railroads being the prin- 
cipal consumers. Contracts for from 10,000 to 12,000 
tons from this source are about to be closed. Ship- 
ments on contract orders are heavy. 

Prices on steel bars are unchanged. New business 
is not heavy but specifications continue their ample 
proportions. The International Harvester Co. has an- 
nounced that it will dispose of its surplus tonnage in 
the open market at the best prices it can get. It is not 
known just what prices will be asked, but association 
prices will probably not be strictly adhered to if a cut 
means a large order. The entire plant of this con- 
cern, with the exception of one blast furnace, is shut 
down at present. Indications are that operations will 
be reopened in about a week. We quote carload lots, 
mill shipments, Chicago delivery, as follows: 

Bar iron, 1.40c, full extras; soft steel bars, 1.511%4c, 
half extras; with 5c to 10c per 100 pounds extra for 
less than a carload and with regular extras for less 
than a ton of a size; angles, less than 3x3, 1.56%c 
base, half extras; hoops, 1.56%4c, full extras. On lots 


from store, we quote iron bars, 1.75c¢ base, full extras; 
steel, 1.70c to 1.80c base, half extras ; hoops, 2c to 2.10 
full extras. 





BILLETS. 

Prices below official schedule are offered, but few 
buyers have appeared. The International Harvester 
Co. is reported to be selling Bessemer billets below the 
schedule. 

We continue to quote Bessemer and open-hearth bil- 
lets, 4x4 and larger up to .25 carbon, $24; up to and 
including .60 carbon, $1 extra; over .60 carbon, $2 
extra. Axle and forging billets, smaller than 4x4, $25 
Chicago. Open-hearth billets from store, $1.30 per 
100 Ibs. 





SHEETS. 

A new schedule of prices has been adopted by the 
leading local producer and the independent mills. De- 
mand has been very light for both black and galvan- 
ized sheets during the past week. The new schedule 
is based on 2.20c Pittsburg for No. 28 gauge and the 
new prices are as follows: For one pass, cold rolled, 
blue annealed sheets, mill shipments, Chicago delivery : 
Nos, 11-12, 1.86%c; Nos. 13-14, 1.9144c; Nos. 15-16, 
2.01%c. On box annealed, one pass, cold rolled, Nos. 
18-20, 2.11%c; Nos. 22-24, 2.16%c; Nos. 25-26, 
2.21%4c No. 27, 2.26%c; No. 28, 2.36%c; No. 29, 
2.51%c; No. 30, 2.61%c. Some changes have also 
been made in store prices, and leading local jobbers 
have also adopted the following schedule: Nos. 8-10, 
2.10c; No. 12, 2.20c; No. 14, 2.25c; No. 16, 2.30c; 
Nos. 18 and 20, 2.40c; Nos. 20-24, 2.45c; No. 26, 
2.55c; No. 27, 2.65c; No. 28, 2.85c; No. 29, 2.95c; 
No. 30, 3.10c. Galvanized sheets have also been cut 
and producers are quoting 80 and 2% to 80 and Io 
per cent discount at mill, carload lots; while jobbers’ 
prices on the same product range from 75 and 7% to 
75 and 10 per cent discount. 





PLATES. 

Business is so very quiet that it was found necessary 
to shut down the mill at South Chicago. Store trade 
is rather brisk, but in other respects the market is very 
dull. We continue to gote association prices on carload 
lots, mill shipments, Chicago delivery: Tank steel, 
14-inch and heavier, 1.76%2c; flange steel, 1.86%c; 
marine, 1.96%c; universal mill plate, 1.76%4c to 
1.81%4c; 3-16-inch tank, 1.86%c; Nos. 7 and 8, 
1.91%c; No. 9, 2.01%c; No. 10, 1.91%c; No. 11, 
1.96%4c; No. 12, 2.01%4c. From store, we quote tank 
steel, 14-inch and heavier, 2c; 3-16, 2.15¢; No. 8, 
2.20c; No. 10, 2.25c; flange steel, 2.25¢ to 2.35¢, all 
f. o. b. warehouse. 





OLD MATERIAL. 
Railroads have been selling quite freely. Last week 


the C., B. & O. cireulated lists:aggregating 5,000 tons ; 
the Wabash, 300 tons; the Rock Island, 2,000 tons; 
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the C. & E. L., 500 tons. Offer offers brought the total 
up to a point which forced-the prices down $1 a ton. 
We have revised our quotations, and give prices paid 
on recent transactions as follows: Old iron rails, $15.50 
to $16.50; old steel rails (mixed lengths), $9.25 to 
$9.75; old steel rails (long lengths), $11.00 to $11.50; 
relaying rails, subject to inspection, $23.00 to $24.00 
relaying rails for sidetracks, $18.00 to $20.00; old 
wheels, $12.00 to $12.50; heavy melting steel, $9.50 to 
$10.00 ; mixed country steel, $9.00 to $9.50. 


CHICAGO HARDWARE SCRAPS. 

The demand for builders’ hardware has improved 
along with the advance of warm weather. Lawn 
mowers, screens and their appurtenances, garden-hose, 
ice-cream freezers, refrigerators, and so forth, are sell- 
ing briskly. Jobbers are looking for an increase in 
business owing to the long delayed orders for hot 
weather goods. 

Wire nails, cut nails, barb wire, and smooth fence 
wire can now be had on short notice. .The mills are 
still busy, however, catching up on old contracts. Job- 
bers are experiencing an increased demand for small 
lots to replenish stocks. Prices are unchanged and 
firm. 


CORDAGE. 

According to statistical observations made in previ- 
ous years, an increase in the demand cordage is about 
due. This increase has not yet materialized to any 
great extent. May and June are regarded as especial- 
ly promising months by manufacturers. There are in- 
dications that pure Manila rope is being shaded below 
the following quotations, in some instances. Other- 
wise the market appears tobe firm in tone. Quotations 
on the basis of 7-16-inch diameter and larger are as 
follows: Pure Manila, 12 cents per pound, with a 
rebate of 44 to 14 cents per pound to largest buyers; 
other grades of Manila, 9 to 11 cents, according to 
quality; pure sisal, 914 cents, with 4 cent rebate to 
largest buyers; mixed sisal, 8 cents per pound, with 
no rebate. 


BOLTS. 
Carriage bolts sizes longer and larger than 3¢x6, are 
quoted at 70 and 10 per cent off list. 


PIPE. 
Prices on lead pipe have been raised ™%c and are 


now listed as follows: Full coils, per lb., 6%4c; cut, 
per Ib., 6%c. 


CAN OPENERS. 
“Delmonico” can openers are now $1.30 per doz. 
“Neverslip” are 65c per doz. 


TWINE. 
Staging twine has fallen 3 cents. Prices follow: 
1% Ib. balls, per Ib., size 21, 25 cents; size 24, 24 cents; 
size 27, 24 cents. 


POINTS. 
Drive well points are. now quoted at 80 and Io per 
cent off list. 
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SAEET LEAD. 
Sheet lead, full coils, is $6.75 per 100 Ibs. ; cut coils, 
$7.25 per 100 lbs. 


COPPER. 
There is a dull and draggy business in copper at easy 
prices. Lake is quoted at 134%4@13%c; electrolytic, 
13@13%c; casting, 125g@12%c. The London clos 
ing was cabled quiet: Standard copper, spot, £56 15s; 
futures, £56 17s 6d. 
The Copper Manufacturers’ Association quotes 
manufactured copper firm and unchanged on a basis 
of 18c per Ib. for sheets and bars. 


material is quoted on a basis of 15¢c. 


Yellow sheathing 





. PIG TIN. 

Pig tin is quiet and weak, the New York quotations 
being 27.60@27.80c for spot and May, and 274@ 
27\%2c for June. The closing in London was cabled 
weak at £124 12s 6d for spot and £123 17s 6d for 
futures. 


TIN PLATES. 
Tin plates are steady and unchanged at jobbing 
prices: Melyn, $6.50@7; Alloways, $5.75@6.25; 


coke, $4.8742@6.50; ternes, $5.25@8; additional X, 
$1.50@I1.75 more. 


LEAD. 

The American Smelting & Refining Company has 
reduced prices of pig lead 15 points at 4.35c for 50-ton 
lots in New York and 4.42'%c for 25-ton lots, both for 
future shipment. Spot lots are firm at 4.45@4.50c in 
New York. St. Louis is quoted at 4.27%4c. The job- 
bing price is 434@5c, according to quantity. The low 
priced lead will not be available on this market for 
four to six weeks. The London quotation is £11 1§s, 

Manufactured lead is firm and an advance is ex- 
pected, as recent cutting in prices is reported to be 
over. Lead pipe, 6%4c; sheet, 74c; tin pipe, 45c; tin- 
lined pipe, 12%c; old lead in exchange, 334c; tea 
lead, 3'4c. 

SPELTER. 

Spelter is lower at: Round lots, New York, 5.15@ 

5.21c for spot and futures ; jobbing. 


ZINC. 
Sheet zinc, cask lots, 61%4c; small lots, 7%4c; St. 
Louis is lower at 4.95c; London, £22. 





ANTIMONY. 


‘Antimony is easier, with a light demand. Round 
lots, New York: Cookston’s, 74@7%c; Hallett’s, 
7@7'2c; United States, 64% @6%c; Italian, French 
and Japanese, 644@6%c. 


QUICKSILVER. 

Quicksilver, New York, $45 per flask for large lots; 
small orders, $46@46.50; San Francisco, $44@45, 
domestic orders; for export, $41.50(@42; London, 
F& 5s. 
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METALS. 


FIRST QUALITY BRIGHT 
PLATES. 
Per Box. 








EE Bienceve coco mewne per 100 lbs. 82 55 
No. 18-20.... e 100 lbs. 2 60 
BOs Mpc ccoccccescts per 100 lbs. 2 65 
Ss . Beer per 100lbs. 270 
No. 27.. ° ees per 100 lbs. 2 75 
SS Seepage: per 100 lbs. 2 8 
Pe Te aeché os edonstad per 100 lbs. 3 15 
POLISHED SHEET STEEL. 


No. 2% per 100 Ibs. 
No. 26 *“ a 


SMOOTH STERL. - 


“ 
” 
“ 
“ 
“ 


“ 
PATENT PLANISHED SHEET 
wed 

Rent Ppatned P 

Fe oH ors” 90 20 
GALVANIZED IRON 

F.O.B. Chicago................7%5& 5% 


HOOP IRON, 
x22 ee by 
82 70 100lbs. &2 ae. a 1001bs. 
x . i- 
62 40100lbs. 82 $$ ioorbs. $2 25 100lbs. 


PAINTED CORRUGATED IRON. 
8x2% feet Sheets, 2 gage, —_ 





XXX Guaranteed 45%.per Ib. 20% 
uaran -per © 
Commercial }&%........perlb. 19 © 
No. 1 Plumbers............+...+ 1I7%6 
600 lb. Casks = owt. 86.35 
300 Ib. Casks........---per owt. 6.55 
Sheets. ..........+eeee0eeDOr Owt. 6.60 





- 64 
National (Whit te) brands (in less 
*han 100 Ib. lots) per Ib. ™% 
Sheet. 
Full coils . --per 100 Ibs. or 
cn.” ddesetaios 


$10 25 
«+ 675! 
-» 800 
920) |, 
11 & 
12 85 
13 50 
16 00 
18 40 
20 80 
23 20 
LATES. 
Cokes, 180 lbs........ IC 20x28 8 50 
Cokes, 200 Ibs........IC 20x28 8 80 
Cokes, 216 lbs........IC 20x28 9 10 
Cokes, 216 lbs........TX 20x28 11 10 
PIG IRON. 
Lake S > Basceni.. -814 50@815 00 
Local Coke Fdy No. 1... 14 00@ 14 25 
Local Coke Fdy No. 2... 13 4 14 75 
Local Seotoh I rior 14 250 14 80 
0. 

Ohio pureng Softene 
sbeGiess<cane ' enve TS 15 300 15 80 
me. EE Silvery ...... 14 15 85 
Southern Coke No. 1.... 13 15 80 
Southern Coke No. 3.... 12 18 15 
Southern e No. 8.... ie $e 
Southern Coke No. 4.... 12 1 12 40 
Southern No. 1 Soft..... 13 40@ 13 65 
Southern No. 2 Soft..... 12 90@ 13 15 
Alabama Car Wheel.... 18 85@ 19 35 
Malleable Bessemer.... 14 14 50 
ackson Co. Silyery.... 17 18 30 

BLACK SHEET STEEL. 
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~ Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 
publication containing western hardware and metal prices corrected weekly. 


is the only 




















Coopers’. AXES. . Re bem 
BEM Dn cocce cocesces dosess ~ Boys’, Handled: 7%, & 10% 
Wee Wine ccce ccccesccncee eses 15% amp Fire, 3-lb., per doz...... OO BORD 4 0.06 si toccricepeccccndvcedtes 

Ship. = ” 4lb., freighters’, ra 7% & 104 
OS Pn eueges @ DNB vs00s secant Gaadcs¥e 7 85 er. B 
TE Mcsss coccosseced seen Sous 387%4 Cast Steel, good greta, pr. , 5 8) xtra Double Spur.........-. 70&104 
> re eee % Pioneer, per doz.. - 700 jee 2 : Car and Machine... — 
WOR Docc d aces cece coccse sees 12%¢% oad: 0&5% 

PPOGTIOEB, 0 c0ce cocccccccceseses 40&10% 
AMMUNITION. wees Warrior, per ON Aste shes & 500 454 

,» Percussion —per 1,000. iremen'’s, POT GOZ.... .. 6.00 sees = 
Handled: 4 
re Waterproof, 1-10s...... gQuereer “ Pioneer 3 in. to 4 in. base, doz 10 25 | 

Fae Sub devecre cccdcossccdsenectstes $50] For 3% in. to 4% in. Adv. base 25 

Mei takeres ovseee ccwne voceen seecte ne 4 te onG in. bavanes beee. Be 

Peters im Fire Ctgs........-.- For 4% in. to 5% in. Adv. base 75 

Peters Cent Fire, Pistol & Rifie&3% le Bitted (without handles) 

Peters Cent Fire, Mili and Gladstone, per doz3 to Albs 88 50 
Sporting Ctgs........+-.se.0+- 15&8% | rclubbard’s conc. “ 6 75 

Peters Blank Ctgs, except 2 Hunt's s « 6 75 
and 32, an additional 10% from Lippincott’s - e 6 % 
above discount. 's va > 6 7 

Peters Blank Ctgs. ” 7 2 

Peters Blank Ctgs. 32cal U.S. A. sad oo 90 

Peters B B Caps, Round Valley Forge = ¥ 6 75 

ee 3S ee Se ball Quality “ oe 6 50 
inchester t copa “ 

pind Pee Gaon % |The above price of 8 to 4 Ibs. is cen we Jennings......... 04104 
-M CBB the base price. Standard Double Cut 50&5@50&1 

U. M. C. Rim Fire % to 4% Ibs. advance 25c. 

U. M. C. Cent. “ . to 5 lbs. advance 50c. —— Pattern...... per dos. we 

Primers. % to 5% atvense 75c Spoon Pee eben ee eeet ones ~ 0 80 

Berdan P< ccémegeeeneoeeel Double ): countersink detipntok?: “ 190 

Peters Primers ........ Lippineot's 83 to 4 lbs per doz 89 50 ee nee 

Winchester Primers...... sevens 120} Mann’s...... 9 Buck Bros.’ Round. e Ft 

Pens Empty Pa a ot fer : 8 

Pete-s ty Paper Shells, 10 | U.S. A...... « “ © 11 06 — 
and 13 ga =. y Valley Forge “ o 9 50 Standard 4 Round “ a “ 4 S 

Peters Empty. ty Paper Shells, 16 The above price of 3 to 4 lbs. is German Octagon “ 0% 
gauge. So teseceeccsesess the base pri Screw Driver— 

Pevers New Victor: Nitro Shis..20&2% ris to 4% lbs. advance 25e. Round Shank......... “ 0” 

TRIE . 00004 0decss b0ccce si cpcoccs 25474 | 4 to 5 lbs. advance 50c. “ “ extra quality “ 14 
and Ref Somi!- Smokeless 4081 $ ee ee eee a > ae * 1s 

‘eree = 

Peters New Victor Loaded Shells BALANCES, SPRING. BLACKING-SiOVi "Ale Flame 
with K ‘s Smokeless. . - PUREE Dis occa, 0000 009400 00%e060s dpe Butchers’— 

Ideals with King’s Smoke- PPOROCED 6008s ces vececccses Cevess 20 Standard eee Ok5S 

wosene oacses cnspecne 10&1% BAGS, PAPER NAIL. Spring... 2... ..+0++ ++ COMBE 

Winchester iiiue Rivais . ** $40a1% Pounds.. 3° 10 16 2 2% hb seesen weed cogent oocobe coccceD 

Winchester Yellow Rivals . conse | PEF 1,000.81 60 1 85 2 603 403904 75) Hack— 

Winchester Leader. ............ 1086% BARS, CROW. Griffin's ........-+..:+ oo. «2s. SORD@ 

U.M. C. Loaded Shelis,Biack 40&1% | Pinch or Wedge Point. ....cwt. 82 95 ar @ ecevece cece -cecnecceverceeves 204% 

SPR Ree ee eee oe full 
BASKETS. Jackson’s.........++++ doz. 8% 
Galvanized Iron— 4 Bu 1 Bu 1%, Bu mr yt S—No. 6, 16, 96 & 045, 84 90; 
Per Doz 550 700 PY ' 11, 86. 


Dupont's 


— 
wun 


Gnilled St Shot, Bib. es, per beg. 3 1 8 


ANVILS. 


Trenton, 70 to80 lbs........ 
Trenton, 81 to 150 lbs 






- C0& 
Ives’ New Pattern... . 254 





He b 
Bonney's—list 880.00 o00 gee b 
Stearn’s, No. 1...........d0s. 842 
Stearn’s, No. 8........... “ 38850 

Hole. 
Dal 8-inch........perdoz. 8 5 75 
, inch... « 18 00 
Howe’s,6and8-inch. ‘“ 11 co 
Iwan’s Improved............ 0 & 
Vaughan's, 4 to9-inch per doz. 6 


eee eeee eeeee 


rd’s, with or withoutscrew, 40-54% 
Snell's, “ 40-54 
AWLS. 
— +..per doz. 80 
ass’d, 1 to 4 
patent, asst'd, | ‘wd : 
3 


= 


S88 858 


eee eeeeeee 


eee ee eeee 





BEAMS—SCALE. 
ee OW Gtie heb pec ocedesees sees -40% 
Carpet, Rattan. - per doz 82 40 
Raymond’ 's Steel ‘Wire, ¢e 80 
Woven Wire, No.4.. “ “ 110 
_ Pattern........ per doz. 80 70 
Genuine Dover....... e 0 90 
th Dover..... “ 1 7% 
Lig dbaias a sensed 0 & 
Lyon's (standard size) “ 1% 
Pp, French........ - 1 3 
OS Saar as 0 40 
Pe sebte 6éscenseepes 6 04 
Surprise. ..........0005 per gro. 1 4 

BELLOWS. 


.per 
2% in. *  Drass bell‘ 3 60 
8 in. it) “ “« 7 60 
8 in “ silver alloy bell, 

a... gebosctntbes wen bene doz. 16 50 
i cpl 5 — PO 

new sheiene ovess DOF 
Cow. 


Ordinary Geoods............. 
pons. pabene dbeccs cade 60& 


Bigelow Ciceathe.. deidhae 50 


3 ronzed iron bell “ 5 = 
8 in. nickeled “ “ “ 7 bo 
ne} in. “ “ “ “ 9 00 

a 
Hand Bells, Polished.. 1 
cacy 
SSIES ro ceds uindoceesecnes 410% 
ppebepecqnes cacsee oreees CORSE 
nh ae reoggammenade ag Beee 33%4 





eee ee eee eee eeeeee 





M. & Co.'s No. 20. -per doz. 85 50 
BLOCKS. 





15 


BOILERS—FARM. 


%x4 and 
smaller and shorter 
Machine, sizes — = 
longer than %x4.. 
Elevator 









4 
i 
ti 








Inches 
Per doz . 


ont a a 











BORERS—CONTINUED. 
Enterprise Mfg. 
$1.50; No. 3, 


"a. 


146. 
P. S. & W. So ‘s Peck’s Adjust- 
DED ccddes ctan ccbtwenecse cts 50-1 


Hay- Rack, Wenzelmann’ 's No. t 
$12.60; No. 2, $13.20 per doz. 


Cast. Iron, 


POET eee eee ee eee eee 


eeee wees 


Co Burs Only 
Tinners’ Iron Burs Only 





Per set.. 


each, 5 
Per doz., .» 816.75 


Iowa Patte 
Nos. 
Gal. 


Perdoz #20.50 
wey Se York Pattern, 


Gal. each, 
aa"? 20 15 


Par 
Bear, gale. eee 1 2 





Payson's. 70&10 
Tucker’ *— Wood & &lron wheel. "a 


doz. pairs ®& 75 
With ae snaps . 


%in. #5 40 per 100 lbs 
bay 


= Cou Crain 


% % a 
"eh Bo t4°bo 8385 83°75 


$365 $365 83 65 
“Chiein—Advanee 35e per 
100 lbs. on Cable Coil. 

% | Cow Tie Chains— 

American 2 toggle.. ; 
toggle and snap. 
_ and closed 


Halter Chains— 
meron, new list 


Hoy Brass, : ft.. 

" enain— Galva per 
Safet Ohain—Brass...... eee 
arr Gas Chains— 


-- per doz. oo 


iclenceill 
Assess 


per pair 276 
ri) Ble 


oe 


00 wm co 8 
S2Rsu~ 


ada 2c per pair for Hooks. 
= for Twist Link 

Wagon Say — . 
Per m0 Ibs. sho 86.00 


_ AALS - CARPENTERS. 
per gross 58c 


Brass 
ht Steel 


feceeee te eeee ween ne MD | BW, ccc ce eeee cess wees 


ount 
Blum-Jap'd, 86.25; Brzd., doz... 
Sin. 56bsbh pecs ecp-ccncll 


CHIMNEY TOPS. 
Iwan's Volcano 


— ss . per doz. 2.10 $2. 


ty..per lb. 
Firmer— 


20 
‘88 40 8345 83 70 o'20 
aseten, 





SPER DaILL. 

— ~ = Goodsii’ s Screw 

— for Yankee Screw 
Drivers 





Double, brass, & in. 
mr * 


eee ee eee ee eeee 


Lye 
Cast, wood hdle. . per dos. Oe «@ 60c 
teel, wood 


OPE TEEE eee eeeeeee 


Drain— CLEANERS. 


Iwan’s Adjustable 
Iwan’s Stationary 





eet ee we eeen ne 


40% 
perdoz. 80.45 
per doz. 
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CHAIN AND CHAINS. 
Breast Chains— 


5 uw 
3% 
2 85 


% 
85 3) 84 40 


1% 


“ 30c 


“ She 
= 39e 
sy 44c 


* 
$5.10 


Sash-- 
Baltic Braided Fiax.. .per Ib. . c 
14 India Hemp, cable jaid c 
25 $2.75 “ hawser “ me is © 
.60 4.20 ir “ plain “ ity 18%c 
Italian “ cable ” ” 21%c 
20c Russian “ “ “ “ 17 c 
2e Samson, — “ 31%C 
oe 30%c 
StiverLake, white 7-32in., 81 6 
8-32 in. , 3i c 

CORKSCRE W >. 
Humason & Beckley............ 3344 
Walker's........ A PORE I OEY 3346% 
@ | Williamson's Regular............ 504 
Williamson's Forged Worm..... 504% 
COTTERS--SPRING. 
All sizes—new list. . 85&204 
COUPLINGS--HOSE. 

EE tek once. canchos decd per doz. $1.00 
Brass Plated........... = 85 


doz. 86.25 


lengths, anda still further advance 
for smaller pieces. 
Screen Wire-- 


E MILLS. 
Enter. = vee list Jan 17, '98.. AP 
EA 6 o.0s ccdcpunctcethasececs 


10% | Piain Tin....per gr.82.50 $2.80 83.75 
Japanned Tin, “ 3.90 420 5.40 
Lacquered 


535 545 3090 
Per doz.80.96 1.20 1.10 1.65 1.40 1.30 


COPPER’! oo 0000 ccc cesses ccesecs 
Galvanized Lined—Lever Faucet. 
Galvanized war Gk tan Faucet 


Porcelain 


Soldering--1 to 2 lb.... ‘per lb. Botte 


% CORD. 
ara © hireptibnnage: October 


Meroe 8 WA te -per doz. 822 25 





3.15 


AND HARDWARE 


| BRA ic cwivindns ttt ivr BA 5S | 
Sevens 

7 iilewe<s 7 8 

Per doz. * as’ 50 5°75 6.25 

CLsvieas. 

Malleable...... ... per Ib. SC | 
CLIPPERS. 

Bolt . ¥',90@4.75 

CLIPS 

Sb be-o.ccéac deedebivedées. ss it 3+ hee 

Damper— 

Standard .............per doz. 80.70 
TT s0cees bebn senueese “ of 
| EEE as Py pe # 20) 

Emery— CLOTH. 
DORR 006 6sn000ss0dbses 6600 oo EE 
B.& A. .50% 


Hardware Wire--full Tolls (100 ft.) 
2 to8 mesh black, per 100 sq. ft $1.85 
9to12 * 2.15 
2to8 “ galv, » * 2.70 
7 and 8 “ ty Ty “ 3.25 
An extra charge is made for 50 ft. 


12 mesh, painted, per 100 sq.ft. a 
14 ia} “ “ “ 


COFFEE 


ker's. . 





COLLARS--STOVE PIPE. 
Inches 5 6 7 


Brass* 330 360 480 


comes -CURRY 
20 821 330 417 416 


Nos. 
Por doz.80.33 .80 1.00 .95 .80 1.00jA 


Nos. 531 533 580 


COMPASSES. 


Gal. me ee we 8 
Each 81.35 1.65 2.00 235 2.95 


Gal.2 3 . 2 oe 
asi 65 2.00 $35 2.65 3.90 3.65 4.90 
Lined— 


ae oo ee 10 
EaS4.50 5.75 7.00 7.75 8.60 10.40 12.25 
COPPER—SEs METALS. 
COPPERS. 
8 1b. and larger..... 


- -B0&10% 


COVERS, WAGON--SEE TzntTs. 
CRADLES--GRAIN. 


RA YONS--Sae CHALK. 


-pe : 
Iwan's Split ‘Handle. per doz. 84.00 
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DIGGERS—POST HOLE 
| Atlas. sais wal oer doz 88.50 
Kagle.. hs anesthe 6.25 
he ROI: oe 6.50 
SSR ET y 10.25 
Ryan's..... 17.00 


See also Augers—Post Hole. 
DOORS--SCREEN. 

% in. 4 panel painted per doz. 8 6.85 
1% * - - 7.50 
14g in. 3 panel natural pine, 

ee per doz. 11.50 
DOOR HANGERS—BARN. 


38 | Single Flange, D. B. Rail, 


adees's tiie atekts ences per 100ft. 1 60 
Novelty Check Back, 


gennedpseese 0006 8in 4in 5in 6in 
Per doz. pairs, 82.60 83.90 84.95 66.25 
DRILLS. 

ey 60% &6545 
Blacksmith's Twist.......... * seeed $ 
Breast-- 

i acchecsosébeenes each, 82,25 

Millers’ Falls............ ee 2.10 
Hand-- 


Goodell’s Automatic--per doz. 
No. 01 No. 08 No.3 No 20 
goals single cent per don S88 
's e ear r doz. $1 
Millers’ Falls ™ ° 2.50 


~_ “ Double “ “ ieee 
Reci 
SEE cocdbe cocces per doz. 817 00 
Bit Stock 


Standard List.. - 00&5% @6004 104 
DRIVERS--SCREW. 


STINE cicnccccecotnecéccesed 410&10% 
ORME RIE co 0000 ccce cccces sececs 654104 
Sbinins $0066000-c0006Gen exons T0&5% 
Pelinsedss coccteses acsoncesal 504 
i eee T5&5% 
Clark's Interehangeabie.. 334% 
i itcenaceanded poet cecpeeel 
DE Eee 504 
Goodell's Spiral............ 50&10&54 
RD SER ance danecceces sin 504 
ad ee cces 50410854 
ELBOWS 
pias uitebapes encepeduades 60% 
tatustable Stove—in. 5 6 7 
Smooth.. - per: doz. 80.95 0.96 1.40 
Plan’d..... 2.10 235 3.00 
Corrugated Stove—In. 5 6 7 
Smooth..... per doz. 80.95 .95 1.40 
,. , 1.70 1.75 2.60 
Plan'd...... as 3.60 3.85 3.50 
Four-Piece Stove—In. 5 6 7 
Smooth....perdoz. 80.57 .60 .93 
.) = 1.00 1.06 1.50 
Plan’d..... - 1.50 1.70 3.60 


EMERY--TURKISH 
5lb. pkgs. % kegs. ; 
Noe) to 18m eb. 6440 ‘<o gs, hogs 
Flour.... . 5c 3&0 086 BHO 


ENAMEL—IRON. 
English, %- pt. cans. ofa doz. $1.50 
Nubian, 1.80 
Va, * ® we e 1.25 
POSTEO ose ceccce c0eses cs occece 1 50 


EXTRACTORS--PIG. 


See Forceps, Pig. 


EYES. 


Bright Wire Screw—See Goods, B.W. 
DrtF ting PICK oo cece cece vce s. . COMI0S 


FASTENERS, STORM SASH. 
..-per doz. 80 80 
. ” 1 50 


CROW BARS. 110 
Pinch or Wedge Point, per 
Se Os obcebdhebs annces o640sice 88 40 N 
CUTTERS. ot 
Ente rise Nos. 5, 10, ao... 70% 
No. 100, i Wik 06 a josevcesonsseeose oooaeealy 
Zand 4....... maseeocennenall See also Cocks. 
foal aici ee ehennnnbad per ¢ doz. a 
Universal.. FILES AND RASPS 
” See $10.75 813.00 818-00 Black Diamond.. ..........++++ 70&10% 
Pt peyees He. - Pos on DERSOSRS 0 0.0500 cocces coccee coce 75&104 
Slaw and Urowt-- - FILTERS. 
$-knife Crout.........-. per doz. as Improved Natural Stone.82 50@13 50 
= Bec cccceccce. Subject to large discounts. 
per wes et me  ccsees esas oe $35 FORCEPS—PIG | a i 
eRe eee ee ee ee ee . tel eae aaa °o 
“Ber GOR, Biel ON is Bai PIPE. Sepetier. ecco _ ae 
ae enéece Pn te Whisson’s Imp......... 6 00 
a B86, soning DIES--STOCKS AND FORKS 
40% Discount liane $0 pohe.000e $500 odes 40& 10% Sei 
Post Hole— 
pO eer 
Pin cece: coedseneees 
per sy = 80c; Eagle 
per doz. $1.60; Eureka.......... 
--perdoz .60/; Hercules.. 





4 ‘ 
Pe an erection... Perdoe” 17,09| Golden Eagle, 3 tine 60 & 10% 
 SrvipgRe. ’ hh ig nt Sonete: ., 008&10% 
sain as. o80bee cccccccesese 706) Digging........ . 002104 
Extension Wing..........-.-- 35454) Scoop ... 35 
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FORKS-—Continump. HAMMERS—HEAVY. 
Header— He Hammers and Sledges. 
Diamond, se. eee ened 67% £10854 Under 6 1bs ae ineniiaats anit 70&10@ 
> . ‘ eave otce > sie 5 Ibs. and over sania oigival uals coven 
Golden: Eagle, 4tine..... “Wsaionne Single & Double Face......... 70&10% 
Diamond........ Teeter 158956 on Ass’ soi. +01+ POF z 00 36 
Golden mae. Gakeostes + «AOS Peck’s y Adjustabie.. - s 
cl ole gudelibdsigaecteeuealie sede Roge . ore eves IE 
Diamond .......s600e+eeeee weet Ate nidbsecessunbes aetieeleeeele 
Golden Eagle... + - 
Hack Saw— Hickory, wengee rmer, Assorted, 
Crown. .... -»- per doz., $6 So; per doz. 
Miller's Palis....... Hickory, Socket Firmer, Assorted, 
GRRE 00.00 v2ccce covers «|S mB) He: 2ic per doz. ni 
‘a [FREEZERS ICE CREAM en iene 80s per On 
Esch....... 1 10 1 301 50 1 802 $0 = as er, Ae 
ach... 88 96 8 80 4 505 90] Ding Pick. essa vecssns 
20 qt.—New platform, each ...819.10 File, assorted 180, large 160 per doz. 
c sats Sampson Power ” - oD Adze Eye. ..... pepe - aa dc 
40at. “ ::67.00] | Machiniste’........ 
PO - ees , a eS aeeres r —= 
Pe enie ym Co.'s ..20&1089% & | ros and vemmcreorti H 
ream Pa Fairmont, per doz..83 75| Saw, Piain 720, Varnished 68 per dz. Hat. 
Working Mortise, &.. eos cove , Assorted 420, Large} Cast Iron..... o+ssPOT gro 720@Si 00 
508106 @508 @&10854% per Sarr = 70&10% 
San—Atkin's agile. 550, dbl. 80c pr doz. | Shovel and Spade .. ee 40% 5 
Wire. Bern HANGERS Malleable........ 50&10% 10&5% 
ton's....... soc centecestsuved 25% Door— Wrought. ...........-.- 10% @0S 
P. S. & W. Co.'s... oc odunesene ey ~ oy Automobile Loose eos a sian dos. 01 © 
GIMLBTS. Oscak's Autommobiie ‘itelier ~ — 70 
Discount ‘ « «+. -40@40R104% a “ 
GLASS— WINDOW. Bearing ‘Cut Easy,” .........- per doz. 36 
Cronk’s Loose ‘Axle “Endless Ply < cedevevcceccnee 40 
Single and wercand cae, Run ..00&10¢| Brooke’s.............. “ 86 
all sizes.. - 90&10% Cronk’ 8s Roller Bearing. ceed 7086 i | Gate. Gate.—See Goods, Bright Wire. 
ees per doz. prs., Grass. 
G ES—LEVEL. Monarch . . 608104 | Common, Nos. 
Stanley R. & L. Co.........--.. 5085%| “Never Jump” Hinge......50810%| Perdoz.......-.. ae "ts 81 ‘wo 81 '90 
4 GL Peerless, Loose Axle ss ° ..perdoz 19 
BD RMDP eos ccce ce ceases perlb 9Xc| Perfection, Roller Bearing... €| Little Giant. Sayer se ei 3 10 
Be IN 605660006 nena per Phoenix , Roller Bearing... “Teas b} = WO08'S.... ce eeee noes S 1 30 
H. S. Amber.........++ per’b 17 c doz. prs., LS) q 
© 390| With Plate............ “ 8ic 
le ecebesne enbese eneeres ence 40 ¢ ms oF : = With Sorew..........- @ ve 
Bee OA . 0.0. coscce cove vcee ge 87K 4 eens Smeets. odeees 70@10% SS Erk a5 =a oat ‘wee Oe 
Lise “8°. f 368) OW Sate owen obainreeual 60% Potato.and Manure.. cecses «+e QOR1BS 
em 50DS..—~=«|: Kwan's Perfection............+. 08 | at ya od " B right Wire. 
Brig. casi consatss ye ~ “cng por got. as | pebsncieen oy 
We — “ 3650 neta bawe sedans . per case $1 65 
DA oes eee eeee vee per gr. 85.00 “ Hee Tr ei EN. ; 
snes sreeee O95) Prouty.......-.ceceee “ n. ress t.. Sige 
ud Taghmning....... tteee eens 5.25) Richards’ ........... +000. 10-1088 te c 4 ot at 
int aka denne badinoeel “ | “ 60“ “ « 176 
Wood 3“ “ 69 * “ “ ‘7 
Frazer's, 15 1b. 78, 251b. $1.80each.| [Imperial ......... so DOP ER BIE ee 
ay 4 ~~ cred 15 Ib. 580, % Ib. pom wmmmpmpae es IT Ne By ¥ « ..106 
680 each. ¢ - a¢ “195 “ “ “  11Ke 
“tie Frozer's carriage, r. Gos. 81.30 Wrought ; --. 70-10810% un % ‘in, 1b. " ET cere 
iyi in wage P ‘ OE nseplee ceeseeseeess Cotton dy pressure per.. ¢ 
:_ mt “ 240 SATOHETS. Boss. HUSKEES. 
; EN. octes ovtsetetorteonsids Nos. E A B P 
idinshtes. seein Gast Claw. Roe 9000 5000 OO NO OX | Tee cin 
RE OE 40& W.. SON'S. ... 20-005. 
GRINDSTONES as aes te Gr.88 10 86 75 Dz.81 15 88 20 81 6 * TINGS nerstens 
Family—In.......... 7 Duffy's pergr 14 50 Chalk, Twisted in 20-ft hanks. 
Per doz ........... 88 2% 900 10 50)Germantown er 420) Nos. = a a 
Per ton eso coment co| Roger's 1d e135 O20 Per dos. 100 ie ite Se Se 
cece cogs cevees aeeaien pergro 3] Qrawe soft balls. . ‘ 
Ball Bearing....... 2 Te, Bic caved ccccccesrece cece se cece .. 240 8600 do 
Each........ 8% 40 83% 315 HAY RACK BRACKETS. Braided in 20-ft hanks. 
Common Bearing 2 Wenzlemann’ 's No. 1, yer es... — = Nos. 1 i 
/ Reh SE pRPandtle $3 90 270 ad OP No. 3, 5 Perdoz..... ..... 20 0 B80 
HAFTS—A HINGES. t opAse Masons’, in 100-ft hanks...doz $1 00 
Peg 3 wren. O98 “Glark’s Gravity, per dos set. “i seat paar $71 OOF Jute -o.oo- es --=- DOF 20% 90 96 
is cscsb cod 20 %1| Shepherd's N . 1 10 vag’ *2tt eee eeee ~ 
Patent, pisis top... «a8 Seed cnting.-. «7. -208. 1 je ee ce - 3 
P - = ‘:, eee 060} GftCotton............ “ 1385 
COMMON....ce.0eee00. 21 & Ltchs, dz.. $2 35 82 60 $8 60 50-ft Braided Cotton........... 1 10 
bsenastcecsseses. x 53 Only, “.. 170 190  ii| WOOd DODeh.......os0-+---.-. % LINING—STOVE. 
HALTERS Latenes ry," 070 0% ‘ad Stanley R. & L. Co. (new list)9545¢4 | In Bricks..........-.---:- crate 430 
Ju a Rope seneeceeseees perde 090) Toeds......... +++ Per dos prs 7 75| Charcoal........ seseseDOF doz $10 75| Boring Without With 
ee SK BRE « — g 49| _ Superior .......... > es 6m) Ce. Se se Augers. Angus. 
Leather, rope tie...... ° 6 35 | Spring. ch 475) Ajax ......per doz 0 % % 
“ “leathertie... “ 8 95| Amerioan..........-... 220+ +..00 Be inese Polishing. .... per doz 7 60 . 335 5 00 
all B’g Floor ...354| Laundry, No. 1, % 75; No. 3, $6 25) Boss..... ad 4 50 5 0° 
‘ash doz. 3 90 400 
9 75 
3 50 
210 
3 10 
8 00 
3 
860 00 
056 50 
55 50 
26 50 
60 00 
MayG0le’s. .... 00000000 see ....8645¢| Hart's Hea OP sed dees Large 
Shoe. Hart's Ex Pe beseds « sons 675 
Cast.. sseeeeeeseees DOP GOz 750 | Screw doz $1 7% 
Tack. 6 to 18in...... .-Per 100 Ibs. ae 2% 
tS ee epee sees “eee teeeeeeeee B H 1 75 
Mall. Iron, Inlaid... “ 1 60 sere Hivos ene By. oni > Galdroi se esenoctne nn OO Tinners’. —* — 
Magnetic eee eR eee eeeee 5 seer Cee eee eo eee eeee eeeeeeere 5a 
Per doz. eeeee 700 800 950 im .. seeeeeeee eeeeer a = ms —,,,' Peet eeeeeeeeee wee ee SS -: eeeeree . ba . & 
Magazine..............perdoz 84 75 BB 0c cove cove cccece a 9.00 ae waepemapppenannieds Hickory Sheetiron. . ., 80 
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ee Cee eens 


oon. MATS. a's @as--In. 8 10 12 PLATE 
ational Rigid........... , 10&5S ATES--TIN. 
Queen Flexible ..........-..:-.. 50% Per dos...... LTRS, 4.00 %4.90 See Metals in Column 1. 
Standrd Quality...... Button's--In. 4% m | Spray. 
Quality pees Per doz..... 82.60 8. So 93.00 sx) Bllzzard............, per doz..814 95 
Wire Covered Asbestos, Ex. ton’ Cyclone, tin......... . « 88 
Heavy ..........--...perdoz 1 00 Copper. .... “ 6% 
Per doz. Ri eae sped chess on ° 
MATTOOKS. ting. ms 14 Little Giant. ..-"."..., each.) 3 
AYRE cose seseeenee ves sn AOS Grouk’s lmpr'vd Button Piiors 16 ee 
Ei incesdipchindhasibtbcths exenn r'vd Button 
MAULS. “Tear, ‘at, Without ¢ Ge. -per.doz 8875] Cronk’ 2 Eincmans No. 80...055 408 | Machina! oss Pper ie. 
+} ~= pegecee cece oun 
iran, Ibs. 10 13 18 21 oct. With Gauge.. n “ Cronk’s No. 1 “a ° eet - “Onion "io. “ 
pe i st 1 wi og ae rar Gere Saal Pie ise SO Cede 
Per doz......... 04 7% 9500 85 35| stock Galvanized 4 Tubs, revolving... PUTTY. 
deine, Ti “4 ng.. 5 In Bladders. 
Lake Super'r & Oregon Pat. 70&10$ “guar. ee A, 2 eres Deny, Vare «+++. D0 100 ibe. OB m 
URES. Water,Galvd,qtsa. 10 12 14 Silitantsc cites astesnater each..5%4¢ ‘RAIL. 
a a %pk Ipk % bu Eee AOE on en vvnnes 00 $3 35 PLUMBS AND LEVELS. Barn Door. 
Japanned... “ $1 40 210 §260/Cable, 2Hoop, 81 90; Hoop, 8 10 ——— eeeecesecccccoess weenert pighs Wrought.. ...... a 8c 
aadbit. «METAL. SBA seas yerdon, — |Davisrdton <ccccceccccrucccs.ccs bop | Single Miasige ie 
BUM. 00, c0ce evcvcee --ss+--PQEND 840] Standard, Hoop, $1 65: &-Hoop, Davis’ Inclinomever...............30% = Wro't Bracicet~platn Bie 
Semanae, Wo. ¢ Ubon 6K 8&5 per doz. Nos’ 00S 0S ss 0s 8s | Smith's“ — poe “Tie 
Copper ed... sss ‘ Per doz..84.50 85.20 87.60 08.65; Smith's Plain Steel............ 
Magnolia Metal "ekeeEeK “ 9% Dripping Nos. 30 boy 50 B85 Smith's } Lee Sveel 
Tony. songs GRIER “ ” Per doz.813,00 $17.50 $17.50 $12.35) 54 
See Metals—In first column. Roasting.” POINTS. Painted’ tron teases eeeees 
MI  _ a mer «| Drive Well Points.........+.. eoniog | Broased we's tron....... 
Pirst Quality aaeuie anonienvl 46, loess Ss tthnchoctignsion POKERS--STOVE. Coal or Road — 
» ee Building. ER. Wr't Iron, str't or bent, per doz.80 50| Garden. ===" 
MILLS—OCOFFEE. Plain........ +-ssee- DOF 100 Tbs 81 15 Wr't Iron, wood haad'is %5| Cronk's Champion.. 
EMtOrprise.... ....cccsceseeecess 25854 | Tarred.............. ts Nickel pl’td, coil hdl’s.. “ 7! Gronk’s Victor sence 
PRR SE Pte --.-80%| Tarred Felt........ “ a Steel, vs secnne Kee 
Parker. ................-.80&10%@60%| Diamond A, Red Rosin.pr roll 0 60| American ........per doz........ 92 60| Steel, Dow...... 0... ..eeesen ee 
MOPS. Leader, Red Rosin. .... 45| Brown's, wrt stee 6 95 | , Malleable iron, - , 
sa per doz #8 15|94"d and Hmery. sosi0g |eaeleecrerssteeseee SS steeeee OT a aS 
— —_ 7 6 A LMEMIater- once cxccceenses MAN oh n ot 60)" Common ..........s0 
Per doz.. 82 00 $835 @& 88 2% G : o . Automatic............ 
MOWERS—LAWN. recian Express ........ perib3%o) Ft 12 14 16 18 2% New Lawn Queen 
Ball- . Lo rere c| Pr 100..82.75 88.40 84.75 96.00 87.75| 7Umbo, 86 teeth...... 
In. 5 7 #2 2&1 Apple. POLISH. RASPS—See Fil 
Each...... 87 50 $8 50 80 50 $10 50 SED cosceccessel per doz 813 00| Metal. REGISTERS. 
| ESE e 75| Pride of the Bar..... ae .16 List July 1, 1903 
In 13 6 «8 Turntable ........-.-. “ 600} Putz Cream. Black and White Japanned .70 to75¢ 
Ea. 62 30 $335 $335 $265 8275) White Mountain...... “ 5 Pts. 16 4 Nickel Plated.. 
Chief. Per doz......00.84 $1.25 140 Electroplated, Brass, Bronze 
In. 16 18 Goodsell's Saratoga. “per - ae 50 Pt. 1 2 4 OF COpper........-..-.ceeeeee 
Bach......... 8100 8450 8 00| White Mountain...... 6 00 Per doz.88.60 86.00 89.00 $18.00 Gs 
— 2 White eux, half pints, per dos. 88.00 one 2 2—Hog. 
cans, ; r’s Ring: 
Each..... © 10 n to a to as 30 Wondershine ~ tae tle Blair's . 
CE cece scconddstusedbal soaseniog Pts. 146 my 1 2 Brown's 
owere, in 14 1 Per doz...90.68 $1.30 $2.15 83.00} Brown's 
heth socdibecses GPUS $3 50 “D.C ohemeien Ringe 
PAtlecdeiphta: oa Ou cccccce sees r doz. .3%e@50c D 
| A clap teettanenras ¥.0.0 hontee Sabees pen sane Hill's Rings. - 
esccee esve cesses s : ccvedepecsoecs be, 50c@81 25 ‘s Ringers. 
Style E, High Wheel. -60,10,10810% Pett eer Imperial.......... per gT....... % 00} Mazor ones : 
Drevels * . eee r rs 
P.S. & W... sence eee -40&10&5%| Black Eagle, 1 1b cans, prer..815 00} Perfect Rings 
Clothes PINS Black Sil Perfect Ri Bl 
. rr Yt eee 70c| Wolverine Rings....... oe” sae 
indi ta per gr.. = Paste, 50z. cans per doz..... $1.00} _ Wolverine Ringers.. z 70¢ 
ot epeapanaeagaanse oo Paste, % Ib. cans, per doz... 1.00| Bull. 
BPetaee eoboge enenee Black ss aanes— F at sel . 3 in. 8% In 3in 
Picke qu cans per doz. 1.00 zen 35 
Fluted > i. cece cccecs per doz | 70 Liquid. oy ge cans 9 gee 75c| Rea's Impro’d - ay 
PE a ogc i 0 60; _ Steel Gloss per doz... 1.75| Self Piercing 
coors cveees cove 190} Blackene, 1 lb cans....prer.. 18 00| Copper, pra’z#i 50 175 200 
PIPE. Black MY “% Ibcans. “ .. 900] Steel, per doz 8.9 105 
Nested Not nested| Dixon’s Carb. of Iron. “ 5 75| _Nichel Plated 1 35 
Eastern,B ieee ATOR ial FP re fe a Jar—White ......... per Ib. 80c 
Setete a TORT 5 Round or Square, 1 qt per doz. plit, round........ rdoz. | 
Gouthwers.. 72% > . $ ware, 146 4 ennai per dos., e 00 ora couaze pen 82 
e000 cece uare, ocne ovens 1% ° eoccescccccce = 6™ 38c - 
NETTING—POULTRY. Mo. eet ae @ | 1 qt. reversible cess perdoz., 150 RIVETS. 
Galvanized Before Weaving.80890| reag. 10% 085% POTS—FIRE. ond Burrs. 
eaving 15| “Puil pper Belt ........ 0.005. 50&1 
Cut coils... ++-per Ib Bernz.. cach. 68 85 0&5 % 
Plooes cs echbeGaes kcal tT - yee pth ooo POE, of Clayton & Lambert's,each,#4 75@6 25 yeppered EEO 200000 cc0ces cocces 7% 
om Gate City........ cesses ones each. 6 3 cai HE Con ion 
ios Panes on ee Smooth, per jt. Loge Io 13K POWDER. Tubular—Nos. i and 3, assorted 
0&5% FE a eas ON See Ammunition. BIZOB. «0... cece eceeseceee per doz. 45c 
aes ms Sa. Polished. He fe Live et te a agg 35 ROPE. 
P. S. & W. Co......... Ae 10% anished 980 Sie « 0] Eaterprice Manufacturing Oo... ye P 
SE oath et eee Made-up—In. 5 ©] SEERES 224. 000+ once neve ors per doz, 83 10) waniia, 7-16 inen diameter and _— 
Hose. NOZZLES. , Smooth...... ssp OO fo i 0 ew in ere gl DTESE rates... vewese 11% 0 
Genuine me to Smooth Tapers, pr jt.. sston’s Pole.......... per doz. .87 50 in. and larger........ 8 
Genuine Gon. POr.SO" OF 18] Gin, Smooth Te... J "3$0| Henry's Improved. per doz..5&10¢ | Cotdon. " 
MAGlO «-.00-c.cvsvsncees “ pio ein apers....."Ag0| Water's Improved. 7, 10868) i Shdeiein in colle. te 
3 40) WroughtI ron Gas Pipe PULLERS. 34 and 5-16-in. in coils... ifs 
NUTS—HOT PRESSED. ie Sirh discount, 60¢ | Cork. RULES. 
n 4% % tte Cee” 2 68 WEGRSTR.... cccgndsciééce +++ 00D 3), RR er eres A. 60g 
oae “% & & 1 in. | wat 2 60% Spent Easy........ BVOET «000000 cece cecnceccnccs cocci 
4c 330 8340 30 80 ‘ ms a 664 SASH WEIGHTS. 
“ B - 644| Giant......... doz..89 00@10 50| Per ton, f.0.b. Chicago 830.00 
Lb. if % M ‘ gure . 4 SAWS. i 
ae a a ee . . “ 50g | Tack--Giant “ 60 8. 
armor 5 1D. boxes add ie per Ib. to ‘ 2 ¢ . “ 6% Disston’ 
prices. ‘ 6 . “ — §2%¢ | Awning--Jap'd....... 40&5% to 3585 mensooosonn ence secees RTHS 
“og ow » "3S | Clothes DIOR | po MORBOR'S vesnss ss cse eneees L7H % 
OILERS. PLANES. anf peneiere —Disston's .......+. sekrite 
“Brass and Copper... kona’ 35 | Siegley Iron Bench........... souiog | iron Wheel, 5 in.....per doz..81 8) Diaston’s.......... sone eeeeees 
Ria bbdd6é Koccec caaceed ’ a Hiles’ . 50- 
: Corn, ms Wood Wheel, 6 ated Pere 50-10% 
=... Sieaattee 2... 2s csr0 -per doz. .87 75 Hot Pon Ho. oe as wees “5. 235 “4  senkend per doz. $1 35@1 60 
—— iene umph......+. eesece a e 0 is dpi eeeeee cosces ase Pay Sy ee ccecce seceee cece 
Potato Serew..... ag MNeee esse +++ B0&5 roee- 
spied’ suse’ ?™.20* 0 0 AOMO. os --0-4+++0+POP GOS.. 98 % Remaster tx, **Sserp ens SORES | Aticin’s........ .cssee seers: 
eesti |, eee Disston's......... 
_ @ Troe Desseesss so: AOBI0R5S |FEONE SS .....perdoz..00 9} CIWFKS....:..:.... “481 Pocahontas, Blued ..... 
PUMPS § __s| Disston’s............ 
bie sebeve Pitcher Spout. Keystone ....... 
N ‘et eee Nos. 1 2 ~ 4 Sterli Se eee eee ee eeee 
weap Bach.,..... 09 81.06 1.50 81.40! Steril ling Heck od 206 
















































































































~~ 


} espe 


= 



































84 TEE AMERICAN ARTISAN 





AND HARDWARE 





RECORD 





SAWS—CoOnTINUED. 

Hand and Rip. 
een 80&7%4 
Disston'’s No. 7........++++- 
Disston's 4 Raves 12, 76, 

112, D100, and 190..... shed 
Geston's BED. 000 ccccces 


as 


"i 


Sterling........ edubésineccecennel 
One > 


, 
be 


a 

g 

& 

Eee 
tS 4 


EA cceusecccs Ih a0k0as 
Brora en ecee 


eee Re eee ee eH eee Oe 


oe ceccceccccce ceceee 


wf 
Ben & 


: 


east 
REESE 





Common Lever.........per doz. § 
Stillman’s Lever....... per doz 


ecto 
Ss S8ss8 








Boz. SCRAPERS. 
pegnter’> Adjastante, poy don: 82 
aati Beis 
Oust Size peetantee nae’ topic 
Stanley's No, 80...... #0 
Road. 


Cubict 7 5 8 
Without runners, ea. $4.35 4.10 3.85 
With runners.... “* 4.60 4.35 4.10 


Hand Rail... veoe eens ve senses aoe MOMLOS 


Pe eeeeeeseeece oere weer 


Nos. 1 2 3 


F. B. Bright Steel .. ..87%, 10&104 
5 = — L euce esvess BOSSES 
Fe renee nen: oo RS 
R. H. Brass ..........+++++++ BO&5S 
R. oH. Nickel Plated.............754 


Farmers’.............per doz..81 45 
=. naeee esceus nceceneuee 


Xiken’s Pattern..... -perdoz. * = 
Common Lever. 


eeeeee 
% o 


“ XOut..... “ 
German............... 
Morrill’s Old Style... ss 
eiamaserere 20 
Nash's Hand. pecssccee | Ug 


: 


ee 
Goodell’s 


Bi cscccccecs eee eeee wees 


Stanley's Un iniversal... sees ace BORSS 


- Lal 
2 wueeeneutant 
8 SSsssssrass 





3 





Pruning. 
Buckeye, = f+-> 
California Pat., 9 ia: 


SHEARS. 


Draw Cut, No. sot sie 


Je Fe oD 
SASKeA 


00 
18.00doz. > 7 


Bee. Gececee, ™ 
Henry's Pat, 0 01 14 = =s« O12 
Per doz...81.90 83.50 83.15 83.50 
s «+ eeeee/ per doz..84 75 
Sheep--No. ‘BBA. 
Ree.Grip..8 ss ro 813.00 
4 1 
Nar.Gri 1.75 12.00 
Tinnery’- ‘See Snips. 


42 “ae 
In. 
Common. glee saat we mis wr 


Sores eee eeeeee 


a” 1.60 


SHOT-—-See Ammunition. 
SHOVELS AND SPADES. 


Iwan’'s “me or ee 50% 
© H. Conovers'sscs nn. 0 2% 
Cc. H. eee o OT 
Beckwith's.......... - 7% 
Hickory.........++++ - 625 
Greenleaf’s ......... - 5% 
Columbus......... -- 500 

* new list Discount 12%4 
No. 3 Ajax........... doz..85 2% 
No.4 Golds.. ose <a ~~ 
Ames’ tew list.....Discc nt 13%4 

SIEVES. 

Pp «see ee--per doz. § 
ee, tlt - -Ngeed 
Wood “ ie mean biain wine 
Cast Iron. SINKS. 
WaRMAOE, 2000 0000 cece . oi 

ne pe ---- 6108104 
Pain new list..... 

SLEDGES--See 

SN. 
Champion. ecete 
Judd’s Pattern.......... 60&10% @70% 

SNATHS. 


Double Ring, Bush.... per doz..86 75 
t S.. ccco | hee ae 


oe es “2 6 50 
SNIPS--TINNERS’. 

foi ts 8 cite cia 

501 D.S. & W. Oo.'s.......+.0000e ‘Sass 


Perfect. 


Steel and Iron .. 
ye for BI 
--Stanley 


eens 


Per 450 
Reliance, Light #1 40, Heavy 8220402. | | per 
er : 5 Gutter. S. & W. Gore. 


30 Roofing ES. W. Co.'s «... 1b& 
LS—SA 


3 4 
48c 


5 No. Si por tae 


ws 
tanley’ s No. —% mo we! list. ..30&10¢ 


Lite Giant, tin'd iron 


Ne 


eee ee eee et eeee 


eeaaeeer 
ey eae. 

Polished 
Galvanized 


eeee ewes 


vanized.. ieee eee ; o 


ee eeeeee 


ser 


Exue icGae 
STEELYARDS. 
Discount 254 
Axe. STONES. 


sreecees DOF ID 5% 


Hindostan .. 
More Grit........... 
Washite .......-+.--- 


P a és nesece 
Lily White........... per Ib 480 
Queer Creek......... “ 143¢0 


- oat 
--%5&10% 





8 


oytne "Bie isi per 
ear Grit §F°- 





Peet Wee 
RSSVZRA 


- 
ow 


8 
8 


= 
= 


ssase ge feliee 


/ acana® 
RRRSAA SS3S8 





os 


3 


$ Ss 


ae 


:§ 
° 
~% 


BE 


a 


A PORK 





Fe 


Delusion. 

ee Sight, Rat . 

* Marty Rat, Tmitation.. 
Marty Mouse 

Marty at Imitation 

French Automatic. 


Souara 


RS 


No. 1 large 
© gore i te sates 


Arkansas Hard atte ay 82 $4 


eereeeeee 


a0 

120 1.08 8. 11.70 

oO 1 8 

++ 000-85. 8% 6.50 
per lb. 


3 “ “ “ vy. Wrap" a. 270 
4“ “ Wrapping on tubes. 280 
ieee 
India Hemp, igi. balls peecwecse 18¢ 
4%-lb. cect ebboe 
ad o aa. .. Oz, 5c 
2ply = if: _ oe.  oteeehl 11%c 
3° on. eanmet ade 11%c 
Jute Wra ing, ¥ - a. ‘pall. ediee 11%¢ 
Jute Wool, 1-Ib. balls............ 6c 
taging, ii, ball ‘sine eee 25c 

-Ib. ball, “ &..... 

-Ib. ball, “ 27..... 24¢ 
Bagging, 4¢-Ib. ball....... ... <a: 220 
3-ply “B”’ in hanks............. 19¢ 

Tare. - » agdbencesdonbe 190 
3° =yere ware — 





SA ge KewbEIRLD Heb dedi ch one 8c 
icadiPeheaneeces co dane 84C 

Parker's i Stile... wasn 
Parker's Victor... eves ceee 10D 
Parker’s Combination....... 0% 
Adam's Mechani "<0 --.eaeh 82 
Williamson Universai.. 
Cast-Iron Holiow. — 

Ground ......... 0002004. 0,1 $ 

U  Sesepeqes 50, 1 

—_ pomened see MOG) 

EG bccchase eccecdl 
Enameled. _ 
Cherry Blossom .............+0:. 384% 
WASHERS. 


Standard O. G. cast iron, ae Ib. .23¢¢ 
mee’ -_~ in bulk hs 


tke She & 4c sho sit GC dsc se 
Wrought steel in 5 Ib. Sate, per - 
In.% % % ty hy 
8X%c 64%c 5c 4K6 4460 440 ae 


WEDGES. 
TIED cccb acces coccet code per lb..10% 6 
in. -ciliaiille cost ia c 


n. 8 10 12 1 
doz.... $1.90 82.20 83.00 85.50 
WIRE. 
Barbed. Painted. Galv'd. 
Carloads...pr 100. ~- es $2.75 


Less than car 2.55 285 
ae. 


In fb. cols, new list..... sokI08 


ap ee 
ros > aoe. new list.... finite 
Free 100, ¢, Annealed pr 100 lbs. "Be 


Nos. 6 to 9, Galv’ 
Hair--New on , ceevice --ORIOg 
Market. 


Bright. full bdles.. 04 Tans 
Bright. broken bdies.......... 
Coppered, full 


—— C060ee e6ecee pee 

Bemis & Gall”, Si cgiitons odie eeee 
Coe’s Standard...... eoeceves M01 
P. 5. & W, 00 Agricultural. .........«.¢ 


Os ite He foes 


eeeeeeeeeee 


| ay oe 


ad 
cab hh f 








oo uarantec...... pr doz.827 00 
No. 110, Guarantee “« 27 50 
0. Sunshine..... ‘* 21 50 
No. 130, Mendota...... “« 19 50 
No. 12, Success... . 18 50 
lue Bell, Ball Bear’g. “ 25 50 
No. # $00, Empress e wo 
0. Empress oF 
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Wants and Sales: 


For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 














BUSIN ESS CHANCES. 


PATEN TS 


any B. PECK, @23 F St., N. W., Washing- 

n, D. C. Consulting Expert in Patent Causes. 
U. "3. and Foreign Patents, Send for leaflet on 
“Rejected Patent Applications." Honest work 
but no “‘Something for Nothing” offers. 











For Sale—Tin and plumbing shop in 
hy , Song good business. Town of 
3,000. d cheap if taken soon. 
y> HL “Change,” care of THE AMERI- 
CAN 9 69 Dearborn S8t., Fae 
cago, I 


For Sale—A clean stock of hardware, 
with good established trade, in northern 
Nebraska. Invoice about $1,800.00. Good 
live growing town; a splendid chance. Ad- 
dress Box “C. E.,”’ care of THE AMERI- 
he ARTISAN, 69 Dearborn St., Catenge. 





h. 2 Sale—Stock hardware, household 

poms, lass, clean stock. Long 
Sota bits oing good business. No 
trades. Stock about $10, 000, in San Fran- 
cisco, one Address ““M. R.,” care of 
THE AMERICAN ARTISAN, 69 Dear- 
born st Chicago, Ill. 2 


For Sale—A clean stock of hardware, 
$12,000 to $15,000, located in northern ~ 

nois, in a thriving city of 40,000; enioy ying 
an excellent business, and paying —_ 
margins. Owner desires to retire 
this business, owing to the fact that his 
manufacturing interests require his en- 
tire attention. Address ‘‘Retire,’”’ care of 
THE AMERICAN ARTISAN, 69 Dear- 
born 8t., Chicago, Ill. 2 


For Sale—$25,000 stock of hardware, 
stoves, es, boots and shoes. Stock 
nice and clean. Good location and doing 
a large and profitable business. Will take 
part cash and part good income real es- 
tate. Address “Business,”’ care of THE 
AMERICAN ARTISAN, 69 Dearborn S8t., 
Chicago, Ill. 20 


For Sale—Cleanest stock shelf hard- 
ware, located in second largest town in 
one of the best farmi counties in Ne- 

braska. Invoice $6,000. les, 1908, $1,500. 
Can do as much business on $4,000 stock. 
Reasonable gree ae of properly secured 
peeee be accepted rt payment. 

you mean business, dress ‘“Pay- 
ment,” care of THE AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago, Ill. 20 


For Sale—S0c on the dollar, about 100 
assorted stoves (steel ranges, hard and 
soft coal and wood heaters). Damaged 
ay by smoke and water, but have 
been cleaned and polished ready for sale. 
Will sell any amount or all to one party. 
Name and number of stoves, also manu- 
facturers’ name and cost furnished on 
Saeeeoten to Box 44, Two — 

nn. 

















For Sale—For cash, a good clean stock 
of hardware and tinner’s tools in north- 
ern Wisconsin city; invoice about $6,000 
good reason for selling; price right. Aa- 
dress ‘‘Wisconsin,’’ care of THE AMER- 
ICAN ARTISAN, 69 Dearborn S8t., Chi- 
cago, Ill. 22 





_ For Sale—Clean stock of hardware and 
implements in southern Minnesota. The 
only hardware and implement house in a 
town of 350, doing a ,000 business an- 
nually. Will sell with or without build- 
ing. Traders need not answer. Address 
“Clean Stock,” care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, 7 





For Sale—An old-established good pay- 
ing hardware store on West Madison 
street, Chicago. A good chance for a 
man who understands the business. 
About $4,000. Good reason for selling. Ad- 
dress ‘“‘Portland,”’ care of THE AMERI- 
CAN ARTISAN, 69 Dearborn 8t., Chi- 
cago, Til. 22 





For Sale—A clean up-to-date stock of 
hardware, tinner’s tools in connection, 
with a well-established trade; one of the 
best locations in the state; invoice about 
$3,500; goes reason for selling. Address 
Dixon Conway, Elroy, Wis. 22 





TINNERS’ TOOLS. 


Wanted—One full set of second-hand 
tools for making steel ranges; must be 
in good condition ana cheap Address “T. 
& F.,” care of THE AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago, Ill. 


For Sale—Tinner’s stock, tools sis and 
once: best town of size in state; only 
sho very large territory with more 
work than I can do. Cash: David Curtis, 
Lone Tree, Iowa. 21 


For Sale—A 25-horse power steel hori- 
zontal boiler. A 12-horse power engine 
with pipe fittings. A blacksmith forge 
with blower and tools. Shafting, guieys, 
belting. All DP new. Ry 














cost over Will sell for $600. 
dress The s B Mfg. Co.. 50 Masonic ws 
ple, Davenport, Iowa. 20 


HELP WANTED. 


Wanted—At once, a good reliable and 
sober tinner for inside and outside work; 
must have knowledge of furnace work 
and some plumbing; state full particu- 
lars in first letter; also wages wanted, 
and send references; steady job to right 
man. Address Henry G. Groth, Cedar- 
burg, Wis. 22 


Wanted—Good all around tinner; one 
with a knowledge of plumbing, slating 
and hot water heating; steady job to the 
right man: answer at once. Address Jud- 
son & Milier, Van Buren, Ind. 22 


Wanted—Good tinner for all kinds of 
work; open shop; steady work to the 
right man. Address Barrett Hardware 
Co., Joliet, Ill. 22 


Wanted—A good tinner and furnace 
man; must be strictly sober; steady job 
and good wages. Address O. W. John- 
ston, Marshall, Mo. 22 


Wanted—A tinner; one that does roof- 
ing and spouting and general job work. 
dress Chas. olf, Mt. Vernon. Ohio. 

Zz 

Wanted—Salesman, complete line of 

quick selling stoves, ranges and hard- 
ware specialties; liberal commissions; 
state —— . covered. Address B. S. 
Co., 89 Rose Bidg., Cleveland, Ohio. 22 


Wanted—Tinner who has some knowl- 
edge of plumbing and understands hot 
air furnace work; a steady job every day 
in the my (except Sunday) for the right 
man. ddress at once Dooley & Dooley, 
Rockville, Ind. 23 


Wanted—Good tinner capable of hand- 
ling all work in this line; must be sober 
and reliable, with some knowledge of 

oe Call on Boyd Bros., Glen El- 

yn, Ill. 22 


Wanted—Man who understands plumb- 
ing, hot water heating and tinning; state 
wages and experience; must be temper- 
ate and have 9 months’ experience. Ad- 
dress Edson Smith, Elmwood, IIl. 


Wanted—4 or 5 first-class plumbers; 
must be experienced on lead work. Ad- 
dress Box 8, Detroit, Mich. 22 


Wanted—Good all-around tinner; one 
who understands blow-pipe work pre- 
ferred. Address Fred W. Giese, Escana- 
ba, Mich 22 


Wanted—Tinners to increase their in- 
come b AN ARTISAN. "Addr for THE 
AMERICAN Address “Sub- 
= tion Department,”’ care of THE 

RICAN ARTISAN, 69 Dearborn S8t., 
Chicago, Ill, 22 

Wanted—Salesmen to increase their in- 
come b —— cuneotiptions for THE 
AMERICAN AR N. Address ‘“‘Sub- 
— tion Department care of THE 

RICAN ARTISAN, 69 Dearborn 8t., 
Chicago, Ill. 22 


Wanted—A foreman for tin shop. Must 
understand cornice work and hot air 
heating. State wages expected. Hoernell 
Hdw. Co., Racine, Wis. 22 
























































Wanted — A co pecans steady tinner 
that can do plumbing, hot air and hot 
water heating. Steady job the year 
around, State full particulars in Jour 
next letter. Married man preferred. Ad- 
dress “Central Wisconsin,” care of THE 
AMERICAN ARTISAN, 69 Dearborn 8t., 
Chicago, Ill. 21 


Wanted—A pros tinner, who is capable 
of handling all work in this line. Must be 
sober and reliable and mg to do an 
be about the store. will pay « 
es the Ps around to “the right man. 
Wi vite, tea, e, experience and refer- 
Noak elier Son, Woonsocket, 





Wanted—A Fred all around tinner who 
understands all kinds of tin work. Steady 
job to right man. Give age anu length of 
experience; also state wages wanted. 
South Dakota town. Address “R. Br. 
care of THE AMERICAN ARTISAN, 69 
Dearborn 8t., Chicago. 21 





Wanted—Tinner; steady job for the 
right man; must be sober; willing to 
work at anything I have to do, clerk in 
the store, work at farm machinery, can- 
vas the country. Must furnish good ref- 
no Address W. D. Kable, — 





Wanted — Experienced stove salesman 
for either Iowa, Illinois or Indiana to 
represent a Chicago firm. Address 
“Commission,” care of THE AMERICAN 
ARTISAN, 69 Dearborn S8t., Chicago, . 


Wanted—At once, first-class tinner for 
inside and outside work; also furnace 
work. Must speak German. State wages 
in first letter. All correspondence an- 
w. Waste’ 





swered at once. Address 
Sauk City, Wis. 

Wanted—A od sober tinner and fur- 
nace man who wants a job the year 
around in an Iowa town of 10,000 inhabit- 
ants. Give particulars in first letter. Ad- 
dress ‘“Tinker,”’ care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, ?. 





SITUATIONS WANTED. 


Wanted—Position as ..nner by German 
American. Six years: experience at _ in- 
side and outside work. eferences fur- 
nished if desired or will work on trial. 
Address “Tink,” care of Ebert Hdw. Co., 
Truman, Minn. 21 











Situation Wanted — Young hardware 
man of 26 with both wholesale and retail 
experience would like position as buyer 
-. mance Ss hardware business. Ad- 

—_— 2 ss of THE AMERI- 
CAN ARTISAN, Dearborn 8t., Chi- 
cago, Ill, 21 





Wanted—By hardware | man n of 18 years’ 
experience; strictly temperate; speaks 
Scandinavian, road position with reliable 
wholesale house or hardware specialties 
on salary or commission. lowa or Min- 
nesota territory preferred. Address “The 
Specialties,” care of THE AMERICAN 
ARTISAN, 69 Dearborn 8t., Chicago, mt 








SALESMEN 


of ability, with long experience in the 
Steel Range business, would devote 
each year, the months of July and 
August, also January and February to 
solicit fall and spring business for some 
established house in such. territory as 
they might desire representation, West, 
Middle West, or Northern Peninsular 
preferred. Correspondence solicited. 


‘Box 978,'' care of THE AMERI- 


CAN ARTISAN, 69 Dearborn St., 
Chicago, IIL. 1t. 22 











NOTICE. 


Notice is hereby given that sealed 
bids will be received until 12 o'clock 
noon, June 6th, 1904, by the Board of 
Education of Fairbury school district at 
the office of J. H. LeRoy, Sec'y., Fair- 
bury, Nebr. for furnishing material 
and putting in a heating plant in the 
new school building now in progress of 
erection in said city. Said bids to be 
in compliance with the plans and 
specifications on file in said Secretary’s 
office, Each bid must be accompanied 
by certified check, in amount $200, as 
a guarantee of good faith. 

J. H. LeRoy, Secretary. 
2t. 21 
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FOR SALE 


or Lease—Patent on circulating rad- 
iator. Saves 50 per cent soft fuel; 
30 per cent hard. Shop rights, 
$5.00 each. Heaters, $1.50 each. 
Address M. J. Stevens, Atkins, St. 
Clair Co., Mich. 2t 22 


WANTED 


To buy a set of patterns for an up-to- 
date cast iron furnace. 

Address ‘‘Wood,"’ care THE AMER- 
ICAN ARTISAN, 69 Dearborn Street, 
Chicago. 19. 


WANTED 


Traveling Salesmen in Iowa, the Dakotas, 
Minnesota, and Nebraska, to sell stoves. 
Address “Box 22,"' care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 20 








Situation Wanted 


By credit man thoroughly conversant with 
stove credits collections and office manage- 
ment. 12 years experience in Chicago with one 
of the largest stove manufacturers in the 
country. 

Address “Credit Man,”’ care of THE 
AMERICAN ARTISAN, 69 Dearborn St., 
Chicago, Ill. 1t. 22 














FroR SALE 


Block stock, company chartered, permanent 
salaried position, choice president or general 
manager. The writer capable and willing to 
fill either place. Stockholders are bankers, 
business men, mechanics and manufacturers. 
Capable man with limited capital needed. 

Address “Stove Works,”’ care of THE 
AMERICAN ARTISAN, 69 Dearborn St.. 
Chicago, III. 22 


HARDWARE BUSINESS 
FOR SALE. 


Stock of shelf and heavy hardware, 
stoves, ranges, glass, oils, paints, sash, 
doors, etc. Stock will invoice from 
$15,000 to $17,000. Located in a thriving 
town of 5,000(200 houses built last year). 
In the rich agricultural section of Idaho. 

Doing the largest and most profitable 
hardware business in town. Unusual 
opportunity. Owners wish to retire. 

Address ‘“‘Box 201,” care of THE 
AMERICAN ARTISAN, 69 Dearborn 
Street, Chicago, DL 21 


WANTED 


Stove Foundry Foreman; young, ambitious 
man with modern ideas, to take charge of 
our moulding shop. Address “Ambitious,” 
care of THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago. 20 














CEYLON PLUMBAGO 
We are prepared to supply Ceylon plum- 
bago to the American market cheaper than 
elsewhere. Samples are to be seen at the 
office of this Journal, as well as at the office 
of the Merrick Found oa Company, 
Toronto, Ontario, Canada. shillings per 
ton freight to New York harbor. 
J. WICKRAMANAYAKA 4 CO.., 
Kalutara, Colombo, Ceylon. 15 











WAN TE OD 


A competent and reliable Stove and Range 
Salesman to sell on commission in Nebraska 
and Southern South Dakota. An up-to-date 
and complete line, well known and specially 
suited to the territory’s requirements. 


Address ““E, S."" care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, Ill. 21 





WANTED: 


to correspond with parties manufactur- 
ing a first class medium-priced line of 
cast coal cooks, also a mediym priced 
line of cast wood cooks suitable for 
Minnesota and Dakota trade, in sizes of 
oven 16 to 20. 
Address—'‘Cooks."’ 

Care THE AMERICAN ARTISAN. 

69 Dearborn St., Chicago, Ill. 1» 




















C. N. HOOPER, Dubugue, Ia. 


VITREOUS ENAMELING 
TECHNOLOGIST 


Designs, builds and starts new plants. Im- 
proves quality and reduces the costs in those 
already established. 














GREAT BRITAIN 





Acetylene Gas 


PATENT FOR SALE 


forthe entire United States, or State Rights 
for the manufacture and sale of the latest im- 
proved Acetylene Machines for all purposes. 
Call or write, H.G. Hawkins, Springfield, Mass. 













Send me your catalog and I’ll 
sell the goods. Excellent facil- 
ities for handling all kinds of 
hardware specialties. Referen- 
ces unquestionable. 


P. T. STERN, 
11, Queen Victoria St- 
London, England. 
Cable address: “Quizzing, London.” 








‘DRYERS. 
= for the lawn 
500,000 in use. 


4 Made also for Bal- 
cony and Roof. Send 





















Also B. B. 
BEGKMAN BROS., Des Moines, la. 


ON 5 TON 


Is what you can save 
We make all kinds of 
SCALES. 


WRITE FOR PRICES 
PS and WIND MILLS 


$25 




























NORRIS & LORING 
HDW. CO, =. 


Exclusively Wholesale. 
CEDAR RAPIDS, IOWA. 


Corer cov Ones 


ets 














iS THE 





CAPACITY, 60 POUNDS. 


HANSON BROS. 


Scale Manufacturers, 


30 W. Randolph St., Chicago, Ill.,U.S.A. 


ASK YOUR JOBBER. 





SHAVING 
SETS 
































UJ, §,. Removable 
Steel Post Scale 


Every article in this set is guaranteed. 
The razor is a Fox, which is known all 
over as the best made. It retails for $3. 


FOX CUTLERY CO. 
DUBUQUE, IOWA 

















A MOST SATISFACTORY REPAIR 


for worn fire-brick linings !s rapidly, easily made with 


DIXON’S STOVE CEMENT 


Lasting satisfaction to dealer and customer. A posta) will bring you circular 18-L and a sample. 
JOSEPH DIXON CRUCIBLE CO., : : : - JERSEY CITY. NJ. 
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SIGNAL MAIL BOX CO., 
106 BENTON ST., JOLIET, ILLINOIS. 


ELEVATORS 


Improved Quick and Easy 
Rising Steam, Electric 
and Hand Power. 

Send for circulars. 


|KIMBALL BROS CO. 
1031 Ninth St. COUNCIL BLUFFS, 1A 
KIMBALL ELEVATOR CO., 139 Vincent St., Cleveland, 0. 


METAL SHINCLE ROOFING 


= With Montross Telescope 
—— fs the best roof- 


or 2 Svorm proof. 

‘ Easily applied. Catalogue, 

“ee Prices and Testimonials 
aes free for the asking. 


Montross Metal Shingle Co., Camden, N. J. 























THE BASKET BANK. 


Isa splendidly finished, accurately adjusted MONEY SAVER. On 
account of its unique locking device customers say it makes them 
save No way to get the money out until $5.00 is saved, or some 
multiple of $5.00. Holds $40.00 in silver. Register keeps the 
count. Set them on your show case and they sell themselves. 

Retail for 75 cts. Ask your jobber or write the Manufacturers. 


HOLDS s40.00. KEYLESS BANK CO. Ltd., 30.36 


Salle St... Chicago. Il 











Standard Rural Mail Box, 


Approved by the Postmaster General. 


Made of Heavy Galvanized Iron, Strong 
and Durable. . 





HOPSON-HAFTENCAMP CO. 


25-27-29 Campau St., Grand Rapids, Mich. 








THe (eNTuRy 


Ae eS 





Centary Box is the best box made. Size, 8x7x 
18 inches. Ketail price 62.00. Discounts to 
the trade. 


Tecumseh Box is the best low priced bex 
made. Size, 6x6x18 inches. Retall price, 81.25. 
Write for discounts. 


= THE TECUMSEH” 





CENTURY POST CO. 


Tecumseh, Mich. 














SHEET META], 
Stamping and Forming 


We will manufacture 


sheet metal specialties 
or novelttres on contract 
or rovalty 


basis. 


THE KINSEY MFG. 
DAYTON, OHO 
Manutacturers of KINWOOD Gasoline 
















4 in \-Rack Brackets 


Makes Wagon Bo 
Hay, Hog and W 
Racks made from best 
| & nalleable iron, 

Farmers seeing these 
will have no others. 


Over 30 Jobbers ve 
them, including 
Hibbard, Spencer, 

&Ce. Chicago, lll. 
Farwell, Ozmun, Kirk & Co. , 
St. Paul, Minn. 


Pp; 
viens to on ae? £2 00. Sorell, Ghaghetes | & Co. 


™ get tS. introduced will make 8 Sets for 
$6.00, F.O.B. at any station east of Missouri River. 
This offer is good hor first order only. 2% 10, 30 net 
if ordered at once direct from me. 
Ask for Circulars and further Information.‘ 


J. T. SWAN, Auburn, NEB. 

















HOMESEEKERS EXCURSIONS 


rine,"wseees? WIRGINIA 
Via NORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickets and fer 
LAND PAMPHLETS and descriptive matter, addrem 


ALLEN HULL, D. P. Agt., Columbus, Otte 








PATENT LIGHTNING PORTABLE PUNCH 
No. 3; high grade tool, adapted to al! forms of curved 

or flangework; pays for itself every week in the year, 
Cap 3-16 iron. 





catalog 
and price 
address 


American Lock Nut Company, Oregon, Illinois. 








the purpose 


HAS MADE A REAL HIT AMONG HARDWARE MEN 


It only requires half a man 


TO OPERATE THE 


Automatic Nail and Barb Wire Truck 


The simplest and most practical device for 
ever placed on the market. 








Esc mrenct: $2.00 


on receipt of price . 











C. A. PECK HARDWARE @ MFG. CO. 
BERLIN, WISCONSIN 
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STOVE REPAIRS 


FOR ANY MAKE STOVE, RANGE OR FURNACE 


FULL STOCK—PROMPT SHIPMENTS . 


COMPLETE LINE STOVE SUPPLIES AND WINDSOR FURNACES, 
Write for booklets and prices. 


J. L. MORRIS STOVE REPAIR CO., ~ CHICAGO 











REPAIRS: seetrs, cezomres 


For all Stoves and Furnaces WM. T. DUST CO. 


DETROIT, MICH. 


iS 


MLW PATTERK| iT 








Ghe GEO. W. COPE, 
Stove Pattern Works 


Corner Brush and Woodbridge Sts. 
DETROIT, MICH. 











316-318 
NORTH THIRD ST. 
ST.LOUIS MO. 


DON'T 


become as careless as 
the people are who drive 
Automobiles. Exercise 
care in the purchase of 


Polishers and Platers 
Supplies 


Which means get my 
catalogue and prices 
fore buying. 


F. B. STEVENS 
200-210 Larned St., West 

















ie The Stove Repair Tip Ils 


BR 





Established 1874. 


The largest and most 
reliable Foundry 
Supply House in the 
world. 


THE 
S. Obermayer Co., 


CINCINNATI, OHIO, 
CHICAGO, ILL. 


manufacturers 
“Everything You Need 
in Your Foundry.” 
Importers and refiners 


PLUMBAGO GRAPHITE. 
Catalog Sent on Application. 





NEW BLOOD———_NEW IDEAS. 


Ghe MANSFIELD STOVE 
PATTERN WORKS 


MANSFIELD, OHIO. 











F. W. REYNOLDS, Proprietor. 








WELLER PATTERN ( 


DESIGNSand ESTIMATES FURNISHED 
FOR ALL KINDS OF STOVE PATTER 


QUINCY, ILL. 











A Saving of Over 
25% 


guaranteed to ELECTRO 
PLATERS by the use of 


our 


High Grade 
Caustic Potash 


More Speed, Cleaner Work and 
Greater Economy. 
Manufactured by 


ROBERTS CHEMICAL COMPANY 











NIAGARA FALLS, N. Y. 

















pipe, 


Smoke Pipe Sizes, 3 4 4% 5 5% 6 


40.42-44-46 UNION STREET, BOSTON 


‘ 
PER DOZ., -85 85 .85 1.00 1.10 1.20 1.50 2.15 





Rod flattened and turned over handle. 
Enameled Wood Handle, can’t get ont. 
pring and Washer. 

This pin keeps washer and spring on the rod. 


M& inch otha rolled steel rod. Can easily be driven through 
making small and same size holes ou both sides. 


Pin at this point with the one further up on the rod, hold 
the plate firmly, because they are made with large, 


HOT AIR DAMPER. elongated head. Steel damper plate. 


Cheapest Damper made. Made also in oval shapes. 


YANKEE ALL STEEL DAMPER 


The Best and Easiest Damper to get in or out. 


SMOKE PIPE. 





a Sr are Ss OY 


You Can't Afford to Make Dampers When You Can Buy the Yankee. 


8 Hot Air Sizes, 6 
PER DOZ. 1.20 1.50 2.15 2.35 2.55 2.80 3.05 3.30 3.50 3.75 5.00 6.00 


SAMPLES SENT WITHOUT CHARGE 


THE S. M. HOWES COMPANY 


9 10 10% 11 12 12% “wu 6 


Factory at CHARLESTOWN 


















Meng agagey 
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Are You Going to the 
St. Louis World’s Fair? 


If so, don't miss seeing Warren’s Model Hardware Store, 25 x 45 feet, in the first building 
at the right from the main entrance— Varied Industries—located on 
directly in front of Entrance No. 16. 


the north side, 




















FF 


THE TAYLOR & BOGGIS FOUNDRY CO. 


CLEVELAND, OFIO 
MANUFACTURERS LIGHT GRAY IRON CASTINGS 


Builders’ Hardware, Dampers and Damper Clips, 
Oil and Gas Stoves, Furnace Lamps, Molasses 
Hardware Specialties. 


Gates, Letter Boxes, 





1 














THE HORIGAN WATER WORKS.. 


The following questions are frequently 
asked : 


What are the Ho Water Works? 

It is a system of furnishing residences, 
suburban homes, and other buildings with 
asupply of pure water from your own well 
or cistern, by Air Compression. 

Can you draw water from faucets the 
— as from City Water Works? 


es. 

Can I have a hot water boiler connected 
to range, so that I can have plenty of hot 
water, at all times ? 

You can. 

If water was needed in a three-story 

, could it be supplied ? 

Yes, by a slight increase in the pressure. 

If a hydrant for lawn sprinkling was 
wanted, could it be used? _ 


Write for Circulars and prices. 


Manufactured by 


Yes, by simply putting a connection for 
same on the main supply pipe. 

CanI supply the barn with water for 
stock, buggy washing, etc. ? 

Yes, by extending the supply pipe from 
tank to the barn, and using proper faucets. 

Can this apparatus be used successfully 
in case of fire? 

Yes, by simply attaching a hose to the hy- 
drant,or to a faucet over the sink.and start- 
ing the pump to maintain a high pressure. 

oes it effect insurance rates ? 

It does in some cases as much as twenty- 
five per cent. 

Is the system complicated ¢ 

No, the embodiment of "Td 

Where do you place the t 

In the cellar or basement. 

Does it make any difference as to how far 


from the house the well or cistern is located? 

Practically none, with the exception of 
the additional cost for piping to the well, if 
distant. 

When windmill p: wer is applied, is there 
not danger of bursting tank and pipes ? 

No, this is overcome by the application of 
a Hydraulic Valve, which is so regulated 
that the water returns to the well or cistern, 
after the desired pressure has been obtained. 

What pressure carried where this system 
is in use? 

From forty to sixty pounds usually ; one 
hundred pounds can be had if required. 

How is the dirt or sediment that accumu- 
lates in the tank removed ? 

By removing the cap at the base of the 
tank, which is provided with handles, and 
can easily be removed. 


HORIGAN SUPPLY CO.,°™ wor" 
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METAL CEILINGS 


EAVESTROUGA, CONDUCTOF PIPE,SOLDER, 
STOVE PIPE IRON, STEEL ROOFING ANDSIDING, 


CORNICE. SKYLIGHTS. etc: 


CANTON, OAIO:- 














THE CLEVELAND & BUFFALO 
Transit Company 


CONNECTING 


CLEVELAND 
and BUFFALO 


“WHILE YOU SLEEP” 


UNPARALLELED NIGHT SERVICE, NEW STEAMERS. 
“CITY OF BUFFALO” 
and “CITY OF ERIE” 
| ag without doubt, in all respects 
and fastest that are run in the interest 
ag the ts traveling public in the Unfed Btates. 


TIME CARD 
DAILY INCLUDENG SUNDAY . 


Cleveland 8 P.M. Buffalo 6:30 ALM. 
Buffalo 8 ” Cleveland 6:30 A.M. 





Connections made at Buffalo with trains for all East 
ern and Canadian pointe, ot at Cleveland for Toledo, 
Detroit and all points West and Southwest. 

Tickets reading over L. $. & M, S. Ry, will be accepted 
@n this Company's Steamers without extra charge. 
Special Low_Rates Cleveland to Buffalo and 
Biagee Ver ovary Geeartay 3 Night, 

also Buffalo to Cle 
Ask Ticket Agents for teketa via & B. Line 
Send four filustrated pamphiet. 


W. F, HERMAN, 6. P. A., Cleveland, Ohio, 

















THE BUSY MAN BUYS 
“Canton” Metal Ceilings 


Because he cannot afford to waste his time 
on inferior goods, trying to furnish nice 
work with poor plates. “Canton” Metal 


Ceilings are labor savers because of their 


superior construction and can be erected in 
one-half the time of inferior makes. Get 
our Art Metal Book ‘‘G,”’ its free. 








CANTON STEEL ROOFING CO. 
CANTON, OHIO. 
NEW YORK OFFICE; 157 W. 23rd Street. 
““‘We Sell Tin Plate.” 
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Ceilings That Have 
Fireproof Properties. 


As metal ceilings have fireproof properties, Berger’s “ 
Classified Designs in metal ceilings are peculiarly adapt- * 
able to store rooms and other business rooms where 
protection as well as respectful appearance of the room 
is desirable. Berger's metal ceilings have all these fire- 
proof properties and besides are furnished in a greater 
variety of designs than any other on the market. 

Write us for prices and our catalogues while you think of this. 
THE BERGER MFG. CO., Canton, Ohio. 
Mfrs. — pe oy Rc pm amen ag Soe Siding, 


NEW seth 210 E, 23rd ST, PHILADELPHIA 1215 FILBERT ST. 
BOSTON 176 FEDERAL ST. ST. LOUIS, 624 N. MAIN ST. 
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FRIEDLEY & VOSHARDT 


194-202 MATHER ST., CHICAGO. 








Manufacturers of Sheet Metal Architectural Ornaments, 
Art Metal Ceilings, Zinc and Bronze Statuary, Finials, 
Cresting, etc. A full line of Roofing, Galvanized 
Iron, Corrugated Iron, Sheet Copper, Conductor Pipe, 


Galvanized Steel Tanks and Steel Signs. 
SEND For CATALOGUE A 21, 




















ZArt Metal Ceiling. 


Exclusive and Artistic Designs, appropriate for any style of Architecture. 


Architectural Sheet Meta! W Skylights, Seredoee, Finials, eee, 
Metal Shingles, Roo mos and a «ed 
Eaves Trough, Elbows, S Etc. 
Write for Catalogs and Prices. 


KANNEBERG ROOFINC & CEILING CO., 





Canton, O., U. S. A., Manufacturers. 








Cream City Cornice Co, | 


MILWAUKEE, WISCONSIN 
Write for Calalogue and Price List. 















HARTMAN, 


FOND DU LAC, WIS., y mess 








THE POPULAR LINE 


with three elegant trains each way between 
Chicago and 


LaFayette, Ind. 
Indianapolis, Ind. 
CINCINNATI, OHIO, 
Louisville, Ky. 
and all points in the 
SOUTH reno ae 


BIG FOUR ROUTE 


Buffet Parlor Cars, or Dining Cars on. day 
trains and  ~ ees 's finest Compartment and 
Standard Sleepers on night trains. All trains 
run solid, Chicago to Cincinnati, For reser 
vations, etc., call on or address 


J. C. TUCKER, 
Gen'i Northern Agent, 
238 8. Clark St., CHICAGO, ILL. 


z 
| 
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** The Best is the Cheapest” 


The BEST ROOF is made of 


MF Roofing Tin 


It has held during the last sixty years the 
Most Favored and leading place in the race 
for superiority in Roofing Materials 


Truue oaark 








The BEST METAL CORNICES 
SHUT Ey Ney, are made of 
SUG 
“Somes Apollo Best Bloom 


Mor warn eo 


PuTvebURGd Galvanized Sheets 


The trade mark signifies the highest standard of reliability, The easy 
working qualities of the Metal make it the favorite of the Metal Worker. When 
in need of galvanized sheets for construction work, don’t be satisfied with 
substitutes, insist on the genuine 














Our Products are for sale by all Metal Ilouses 


American Sheet & Tin Plate Company 


PITTSBURGH, PA. 


LOGAN'S SOLDERING 
pS IRON HANDLES 


This Handle is made of Gas Pipe and the best hard wood; ‘s neatly finished; will not heat in 
use, and will not break. The Irons can be instantly fastened or released by turn —s & set screw. 
EVERLASLING. TRY THEM. We also keep a large stock of the finest Soldering Irons made. 


BERGER BROS, C wanengoms: Yoo-oz-a4 reeds. PHILADELPHIA 


® FACTORY: 3114-16-18-20 N. 17th St. 
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No Noise, No Noise, No Noise, No Noise, No Noise 
Tinners and Roofers Ask your Dealer for the 


Gem Gasoline Soldering Furnace 


Tin-Brass or Copper Reservoir 








BRASS RESERVOIR 


OUR LATEST 










NO NOISE, SAFE, 





? FRBET 
—s ese 
eae oar ics 
y “4 4 cz 


‘Equipped with cylindrical slotted burner. 
SURE, 


Powerful Heater. Will work out of doors or on roofs. Made by 


BURGESS SOLDERING FURNACE CO., COLUMBUS, OHIO, U. S. A, 


DURABLE. 























Our immense stock of Eave Trough, 

Conductor Pipe and Gutter, Structural 

_ Iron, Corrugated and other roofing goods, 
enables us to ship rush orders quick. 


Er ee 


GARRY IRON & STEEL CO., “=vhie 


CLEVELAND 
OHIO 











Z No. 39 BONANZA 


The Best is the Cheapest. 


It is superior because it produces a hotter flame, 
thus requires less time to heat irons and consumes 
less fuel, hence a net savi This means much 
during the life of a fire pot. The tank is made of 
brass, not tin and we charge no more for it. We 
make 65 styles of Furnaces and Torches for kerosene 
as well as gasoline. Order through your jobber or 
send $4.50. Willship direct. Write for Catalogue. 


WHITE MFG. CO. 
200 Michigan St. CHICAGO, ILL. 























The No. 38 Torch is Another 
of the 46 kinds a-scrivea 


in our catalog and 
is the best pint 
torch on earth hav- 
ing soldering iron 
holders. Itis good 
in cold weather, 
works fine in 
windy w°atherand 
not bad in fine 
weather. Your 
money back if you 
are not pleased. 
Jobbers sell at fac- 
tory price, or we 
will send by paid 
express upon re- 
ceipt of $3.00. 





$2.50 Net. 


Clayton @ Lambert Mfg. Co., 
DETROIT, MICH., U.S. A. 














ee CORTRIGHT Sa 


tal than slate or 
r and more 


Are more ornamental 
wood ahingios, ees 
lasting, too. ing pointe for for 
the Tinner an he can’t use a plain 
Tin roof. See the point? Catalog. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 

















SOMETHING NEW IN THE FORM OF A LIGHTNING ROD. 


Is what our Pure Copper Cable Rod is. And it is a Seller— 
very easy to sell, very easy to put up. Pays over 300% profit to the dealer. 
That is why we are getting orders from hardware men from every state in the 
Union, We want you for an agent. Only one dealer in a town. Write us at 
once and we will send sample and prices. We will guarantee our price to be far 
below that of any other firm manufacturing the same class of goods. Full line of 


fixtures. 
MAHER & SON, Preston, Iowa. 
























INDUSTRIES ARE 
OFFERED LOCATIONS 


witH 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 


THE ILLINOIS CENTRAL R. R. 


AND THE 
YAZO0 & MISSISSIPPI VALLEY Rh. R. 


For full information and descriptive pam- 
phiet address 


J. C. CLAIR, industrial Commissioner, 
1 Park Row, CHICAGO, ILL. 
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Fountain 


Pen soem: 


A Perfet Fountain Pen 
Equal to any made 


$1.00 


rit equal to any $2.50. 
to any 
Pen on the market 
FTER years of experience 
our factory is able to offer 
this Fountan Pen to large 
users of premiums and souve- 
nirs, with their stamp or trade 
mark on each holder in lots of 
one gross or more at an inter- 
esting price. 

We have athousand samples 
stamped F L $C O, our trade 
mark, which we would like to 
put in the hands of persons in- 
terested in advertising special- 
ties or souvenirs. Will send one 
of these pens by registered mail 
to amyone connected with « 
business firm that advertises 
‘upon receipt of one dollar, P.O. 
order or registered letter 

After a ten days’ trial, if pen 
is not satisfactory, we will re- 
fund your money or send you 
another pen. Be sure to state 
in your letter whether you wish 
the pen aon Fine, Medium, or 
Coarse. Themedium penusually 
gives the best satisfaction. 


F.L. Shafer Co. °*}T 


Designers, Manufacturers and 
anufacturers’ Agents 







































Send for Catal B. illust 
800 ee Sa 
Reference: UNION TRUST CO. CHICAGO 















gasoline over other styles; also many 
dollars’ worth of time. 


aNOISELESS, NO ODOR, NO SMOKE 


More Heat with Less Fuel. 
Greatest Range of Heating. 3 to (2 Ib. 
= Coppers Indoors or on a Roof. 

* “S04 ¢ 92) 10 


chicago Order direct of your Jobber, or we will ship direct for $6.50. 
Paes GEO.W. DIENER MFG. CO.,217 E. Lake St.,Chicago 


—— You can save the price ofa No. 10 Fur- 
PM ee nace in one year’s time in the saving of 
7 uz —aail - i 














ABSOLUTELY 


{——— 


~ STORM PROOF 


Y° NEW 




















The Newest, Neatest, BEST 
and. Most Efficient Storm- 
ro Proof Ventilator now made. 
——— 


U.S. Government Buildings, Pennsylvania Railroad Build- 
ings and thousands of Schools, Churches, Engine Rooms 
and Factory Buildings from Maine to California are 
equipped with them. Testimonials from everywhere. 
Sold by our Home Jobbers and accepted by Architects all over 
the country. Could you want stronger evidence of merit? Sold 
right and satisfaction guaranteed. Sizes, 2 inches to 10 feet. 


if you are interested, write us. 


Royal Ventilator @ Mfg. Co. 


Office and Factory: 233 South Fifth Street. PHILADELPHIA 

















memes MILWAUKEE CORRUGATING CO. 


MILWAUKEE, WISCONSIN. 


Manufacturers of 





Eave Trough Steel Roofing 
Cond. Pipe (all kinds) 

(Rd. and Sq.) Corrugated Iron 
Elbows Curved Iron 
Hangers Crimped Iron 


Cor. Cut-Offs Brick Siding 
Pat. 11-14-99 Rock Face 
Cond. Hooks Beaded Iron 
Trimmings Metal Shingles 























We are the only authorized manufacturers of 
Corruga Cut-Offs — (Beware of 
i ents.) 










W. W. ANDERSON, 
Atwood, Ill., writes: 


Please discontinue my want advertise- 
ment as it has served its purpose, for 
which I thank you and your most excell 
ent paper. It has been a visitor to the 
firms with which I have been connected 
for 12 or 13 years. and no up to-date 
man should be without it, 
































CROWN VENTILATORS 


DIFFERENT FROM ALL OTHERS AND BETTER 
—ALSO— 


CROWN CHIMNEY JACKS 
The Cheapest Effective Smoky-Chimney Cure Made 
Write for particulars and ask for Toreseny Rights, address of 


party nearest you, selling these goods, or you would like to 
Manufacture under our patents, 80 advise us. 


CROWN VENTILATOR CO. Mitwaukee, Wis. 
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4 CORNICE COPPER 


SOFT AND COLD ROLLED —all sizes, 
Boiler Sheet Copper and Bottoms. 
All kinds of Tubing, Rod, Sheet and Wire in Copper and Brass. 
SOLDERING COPPERS. 
Send for stock list of what we carry in our store. 


BENEDICT & BURNHAM BRASS AND COPPER COMPANY 
211-213 Lake Street, CHICAGO. 
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A New Book for Mechanics. 


JOHNSON’S HANDY MANVAL, 


For Plumbers, Steamfitters, Gasfitters, Tin- 
smiths, Engineers. and exceedingly useful for 
mechanics in any of the trades using pipes and 
fittings. The book contains tables of measure- 
ments of all kinds, is profusely f)lustrated, 
teaches how to figure on and construct steam 
and hot water circulating plants of all descri 
tions, tells all about the most modern meth 
of plumbing and gas fitting. in fact what the 
“Handy Manual” does not contain about pipe 
work is not worth knowing. A table of 45 de 
measurements from i inch to ® fret is alone 
worth the price asked for the book. Mailed, 
postpaid, United States and Canada upon re: 
ceipt of ¢1.00, 


JOHN W. JOHNSON, 
802 Stewart Building, Chicago, Ill. 




















“Eagle” Brand Copper Rivets and Burrs 


STANDARD FOR QUALITY. (Lake Superior Copper) 
MANUFACTURED BY 


THE PLUME & ATWOOD MEG. CO. 


29 Murray St.. NEW YORK 19% Lake St., CHICAGO, ILL. 








We can show 
you only one at 
a time this way, 
so why not write 
for our catalogue 











and see our com- 



















One Piece Miter 


A perfect one piece Eave Trough Miter 
made of but one piece of metal and galva- 
nized after being formed, fits all standard 
gutters single or double bead, slip or lap 
joint, inside or outside turn, has more space 
at the bend than can be gotten in a pieced 
miter thus will not overflow as the old style, 
also has a fillet or brace in the corner that 
keeps it in shape. Freezing will not affect 
it. No tin or cornice shop is complete and 
up-to-date without these goods. If your 
jobber does not handle them write direct to 
the factory. Cannot be broken in trans- 
portation. Made under letters patent. 


Manufactured by 
J. E. WHITACRE MEG. CO., .*. .*. Rockford, Il. 




















plete line of 


CORNICES, 
SKYLIGHTS, 
FINALS, 
VENTILATORS, 
WINDOW CAPS, 
CABLE ORNAMENTS, 
ETC 

We make a 
specialty of all 
special work. 


The Sheet Metal 
_Spaty 














He. WEISS & CO. 


20 Cliff St., New York. 


&— 
any SKYLIGHT GEARING 
AND CHAIN LIFTS 


Tinsmiths’ and Plumbers’ Tools 
Cornice Makers’ Tools 


Congerenne, Tools 
Pipe Threading Machines 


Second-nand goods bought. sold & exchanged 





















ROOFING 
SLATE 


Bangor Union, Sea Green, Purple 
Maine, Red, Unfading Green, Peach 
Bottom, Penna. Black. es 


SLATERS’ SUPPLIES. 


Mfrs. and Dealers. CLEVELAND, 0. 









O’HALLORAN & JACOBS 


ROOFING SLATE 





LAT 
829-830 Park” Bulidine, ‘DITTSBURG, PA, 














PERFORATED METAL 
areca eae ere ee ee rece ee eee 


THE RORT-A Thas 


sO 4 DEA ‘ 











ROOFING SLATE 


SLATE BLAGKBOARDS 








E, J. JOHNSON & CO, 


38 PARK ROW NEW YORK 


QUARRIES: Pennsylvania and Vermont 
Prices quoted delivered anywhere. Booklet 
and complete Price List on application. 








WIRE INQUIRIES GIVEN QUICK ATTENTION 
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Tools for Sheet 'Metal—Shears, 
Punches and Forming Rolls — 
BERTSCH & CO. Cambridge City, Indiana 





NIAGARA MACHINE & TOOL WORKS 


TOOLS FOR SHEET METALS. 


TINNERS’ TOOLS, SHEARS, PUNCHES, PRESSES, 
AND DIES, CAN-MAKING MACHINERY. 


BUFFALO, N. Y. 

















OR ANYONE 


Send for free 
sample by mail. 







4 
PATENTED 


IN THE U.S. 
AND 


Then we will 
fill your first 
order of any 
size F. O. B. 
factory; cash 
with order, at 
the following 


net prices: 
2 in. 45cts per 100 |f, Jobbers 
3 in, SOcts per 100 write for 
4 in. 60cts per 100 Prices. 
E. Ev FAFT & CO. 
Mt. Pleasant, lowa. 





BEATS THEM ALL 


*“l am more than pleased with the 0. K. Steel brake both 
“ astoits appearance and working qualities and I would 

not exchange it for any brake in the market of like 

capacity.” P. H. COTTON & SON, Savannah. Ga. 


WATCH FOR THE NEXT. 


Sold by H. Weiss & Co., 20 Cliff St., New York, N. Y. 
Janney Semple, Hill & Co., Minneapolis, Minn.; C. 
Sidney Shepard & Co., St. Louls, Mu., etc.; Iilinois 
Roofing & Supply Co., Chicago, 1ll.; New Orleans Roof 
ing & Metal Works, New Orleans, La.; Peden Iron & 
Steel Co., Houstun, Texas; Holbrook, Merrill & Stet 
son, San Francisco and Los Angeles, Cal. 


Will not warp like wood. 


DREIS & KRUMP, MFRS., 3214 S, Halsted, St., Chicago. 





The ©. K. Steci Brake. Patented March 28, 1901. 














. 








THE “CENTENNIAL”’’ 
Rain-Wrater Cut-OfFf 
The strongest, most dur- 
able and cheapest CUT 

OFF on the market. 










and Plain Pipe and which 
on be used without extra 
sale by or elbows. For 

all leading 


Patent ap- 
ited for. 


Manufactured 
only by 


COONEY 
& GEIGER, 
19 and 21 


E. South Street, 
INDIANAPOLIS, INDIANA. 


lwan’s Perfection Gonductor Pipe Hanger 


BEST HANGER EVER INVENTED. 
Why It Is The Best. 


* = holds pipe one inch from building to permit 

ry "It looks ornamental. 

3rd. It can be used for frame or brick building. 

4th. It can be used for round or corrugated pipe. 

5th. It completely encircles the pipe, holding it 
firmly on all sides. 

6th. Itis strong and dura 

ith. It is cheaper than any other hanger. 

8th. Atinnercan put up more pipe in less time 
than any other hanger. 

The hanger can be tightened as desired, by giving 
the eye a twist. For 2-iach corrugated pire 2% inch 
hanger is required. Other pipes oy _. 

Sizes (inches) . 2 2% 
Price per 100..... ” ¢2.00 $2.25 92.50 wo #80 H.00 
Gauge of wire used 12 12 ll 

Meade of Galvanized Wire. 
















Any other sizes made to order on short notice. ~ Patent Applied For 


union WAN BROS., Streator, Ill. 
























Gees © & North-Western Ry. 
wb lit 
WATER \ Veninoes: COAL FIELDS, 
IRON ORE RANGES 
HARD AND SOFT LUMBER DisTRICTS 
of the West and North west, and affords the best 


means of transportation to the markets of the 
world, For further particulars apply to 


MAKVIN HUGHITT, Jr., E. D. BRIGHAM, 
Freight Trafic Mgr., Gen'i Freight Agent, 
CHICAGO 











KEENE’S COMBINED SQUARING 
SHEAR AND CORNICE BRAKE. 


Designed for 
Cornice and 
Skylight work. 


It has an unlimited 
squeezing power for locks. 
The upper jaw is dished to 
make fo ids. The shear is 
> attached to the back of 
the brake and is operated 
with levers. The blades 
are attached in such & 
manner as not to inter- 
fere with the usual work 
of the brake. All the 
parts are well made and 
cannot get out of order. 








Write for catalogue. 


GEO. C. KEENE & CO., Cincinnati, O. 





























WRITE US FOR CATALOGUE AND LOW PRICES ON BEST 


STEEL ROOFING, CORRUGATED IRON, ETC., 


We peat yy large manufacturers of these 
and can save you money. 


SYKES § STEEL ROOFING CO, sncnites. one 
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The 1900 WASHER 
IS THE EASIEST WASHER TO SELL 


As we help the Dealer by adver- 
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tising in Magazines, and turning 






inquiries over to him. 










This is a full ball-bearing and 
Automatic Machine. It is the 
simplest, easiest, and most effi- 







cient machine for washing clothes 






ever invented. 







The washing is done while the ¢ 
operator sits by its side, revolving 
the tub by the handle. 







Write For Catalogue. 


1900 WASHER COMP” Y, 


BINGHAMTON, NEW YORK. 












“Boss” Washing Machines 


IMustrations represent the two best sellers. Every 
dealer should handle these two styles. Your jobber has 
them in stock. When ordering, mention our brands and 
insist upon getting the genuine article. 


















Double rub-board and all connections are detachably connected by means 
of our patent connections. No screws, bolts or cotter pins to 
manipulate. Its identity known by ‘peculiar shape, but 
never Boss unless our label appears on casing. 


VCINCINNATI, OHIO. U.S.A. 
We make twelve (12) styles of washers, covering eve 
seater geese ny 38 Sth arent le peep pa at dasher style in demand. We want every dealer to have on of vet 
Stave leg. Cypress tub. catalogues, latest issue. Write at once. Mention this paper. 


BOSS WASHING MACHINE CO., Cincinnati, 0. 


ee eee 
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Cable Address—Vainica. 
Codes—A BC, 4th Edition 


and Western Union 





Carr@ Co. 





EXPORTERS 
OF 


Agricultural 
Implements 


Grindstones, 
Etc. 


CORRESPONDENCE 
SOLICITED 











Wagons,Carts 





NEW YORK CITY 








WRITES: 


take My AD 








CHAS. H. ROCKWELL 





R. J. BEISE, STEW- 
ARTSUILLE, MINN., 
“PLEASE 
OUT 
SOK 1 AN GETTING 
MORKELCETTERS CHAN 
1 @AN READ. 1 CHANK 
You VEKY MUCH FOR 
CHE SPACE USED.” 














SUNSHINE “ALUMYNOID” 


WASHING MACHINES 


“White Dasher Line’ 


Ifa hundred loaves of bread 
were placed before a starving 
man, he would eat the first rav- 
enously; the second greedily; the 
fifth hungrily; the tenth pleasur- 
ably. At the twentieth he might 
recoil, while the fiftieth would, 
perhaps, be decidedly nauseating. 

That's political economy. We 
believe in it. Dealers like the 
‘White Dasher Line’’ because it 
sells. Consumers can never get 
enough of them because we sell 
ONLY ONE TO EVERY FAMILY. 
Not sold by jobbers—one profit. 


QUINCY WASHING MACHINE 
COMPANY .*. Quincy, lilinois 











WHITE LILY 


Do the Work. 


Secure the AGENCY for the 


White Lily Washing Machine 


It is the Best Seller on the Market. 


HIGHSPEED LIGHT RUNNING HANDSOME FINISH 
and GUARANTEED. 


Only one dealer in each town can get them, 
Write for particulars. 


WHITE LILY WASHER CO. 
TOLEDO, Ohio, - DAVENPORT, Iowa. 
*“White Lily Washers wash lily white.” 




















4 Trains a Day 


via the 





MONON ROUT 


) Cuncaco Fronapous « foursraue Ranney (( 


and C. H. & D. Ry. 


iq 


Only 8 Hours 


from 


CHICAGO 


to 


CINCINNATI 


BY DAY, Parlor and Dining Cars 
BY NIGHT, Palace Sleeping and 


Compartment Cars. 


Traffic Manager. 
200 Custom House Place, CHICAGO. 


FRANK J. REED 
Gen. Pass. Agt. 





YOU ARE IN BUSINESS TO 
SAVE MONEY —THEN W b 5 3 
WHY NOT BUY YOUR 


Direct from the manufacturer? I manufac- 
ture all kinds and sizes, ail with pieced 
covers. 

Try a sample order and convince your 
self. I have no salesmenand other expen- 
sive help to increase tne cost, theretore I 
can undersell all others in this line. Write 
for prices. 


P. MOSHIEK, 421 So. Halsted St., Chicago, Il, 

















in Postage or Money Order we will 
send you one of our Dark M .roon 
(calf finished kip) smoothest leather. 
Combination Coin and Currency Cases made, Bill 4 and Coin Purse, two in one. 
Retails for $1,00. We will 
refund your money if not satis- 
fied. For 15c extra will stamp 
your name on it with Gold Leaf. 

Sales on Our “Ready 
Money’ ases have 
Reached into the Thou- 
sands. 

Three Pockets for Bills, 
Coin, Checks, Handy for 
Vest or Trousers’ Pocket. 

This ofter is open to everyone 
to advertise our Business and 
Goods. 


F. L. SHAFER CO., 265-269 Dearborn St., Chicago, U. S. A. 
WE MAKE HIGH GRADE SPECIALTIES FOR THE ADVERTISER. 


Tworcent postage will bring our Catalogue “B,”’ listing over Eight Hundred Specialties, illustrated with 
half-tone cuts direct from the goods. 
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The “PARAGON” 


CV AAD WASHER 


No one turns from good if it 
can be got.—Havemail. 














When Havemal says ‘‘if it can be 
got,’’ he means to add: without too 
much trouble. A post-card costs one 
penny; ‘‘Send me your catalog,’’ one 
minute. You'll find the booklet 
quite entertaining. The cuts are 
funny. Itis neat. It is a good ex- 
ample of the printers’ art. Above 
all you will note that it contains a 
good deal of that uncommon faculty 
—common sense. It explains why 


PARAGON means PERFECTION 


J.M. GAGAN & CO, Manufacturers 


CHICAGO, U. S.A. 
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SanF 


Galvanized cuain | 


Sanitary Pemp & Tubing Co, 


Quincy, Iinois 





OVER 100,000 


OCEAN WAVE 
WASHERS 


Now in use. We sell only to one 
dealer in each town. 
Write for prices and terms. 


Voss Bros. Mfg. Co, 


DAVENPORT, IOWA. 
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DISTRIBUTING POINTS: 


City Council Bluffs om pity 
St. Paul Milwaukee 
Indianapolis Detroit . 2 ™ 
Elmira, N A.ibany, N.Y, Philadeiphia,Pa, 
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If you are not handling the 


B. B. Rotary Roller Gearing Washer 


YOU ARE LOSING MONEY. 


Best on the market, well made, light run- 
ing, powerful, durable. 
WORKS SO EASILY A CHILD CAN OPERATE IT. 


Why not let us tell you more about our machines? We make 
half a dozen styles. 


THE BENBOW-BRAMMER MF.G CO. 


sT. Louis, MO. 


Oa ee ee 
— 
Daye ay 








eS RS tana we 
4 ane 








Do You Know 
Matte, K. WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you 
selling it? Ifnot,why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 
obtained, and every one sold wiil sell another. 
Write us for Cireulars and Prices, 



















“PULLMAN” 
Sash 


Are you selling them? 


In use everywhere. 
Le k for the 
Metal Tapes 
in all New 


Ballidings. 
Folder No. 2 sent free. 


PULLMAN MEG.CO, 


ROCHESTER N.Y., U.S.A. 





Balances} 











Peoria Washing Machines 
Best in the Market—Made with 





Have a Compound Lever Handle — 
greatly reduces the wo: k of wash days. T 
motion used in vibrating the handie a 
the strain from the back and lets the arms 
do the work with a great rc duction in labor. 

Send for Catalogue. Secure 


CLARK, QUIEN & MORSE 
PEORIA, ILL. 

















fi. F. BRAMMER MFG. CO. pavenpont: tows 


The Classified Index Has Page Numbers 
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IMmirPROVED 


Oblique Tumbling Barrel 


Barrel can be ad- 
Somes to run in any 
position, 
mend rattling ithe 
S more, or 
violently ny guilt the 
material from 
which they are 
made. 












Send for Catalogue A. 


The Globe Machine & Stamping Co. 


971 Hamiiton St., Cleveland, O. 














For Plumbers and General 
Household Use. a 






Combination flat nose, gas pipe, and side 
cutting plyer. 

A first-class tool, forged from the highest 
quality eteel. 

Send for the“Green Book” of Hardware 
Specialties fur further particulars and price. 


Utica Drop Forge & Tool Co. Smith & Hemenway Co. 


Mirs. Nippers and Plyers. Mirs. 
2060 BROADWAY, NEW YORK, Gutters and Hardware Specialties. 

















Cronk’s Wire Cutter and Bender No. {(. 





This plier is made of tool 
steel and combines both flat 
and round nose in one, the con- 
cave and convex circles be- 
tween the handles being used 
for bending wire in any desired 
shape, 


-THE CRONK & CARRIER MFC. CO., ELMIRA, N.Y. 








$32 SAVED | 


TO ALL A NTS EAST AND WEST 


D&B LINE. 





yg LAKE AND RAIL ROUTE 
WORLD’S FAIR, St- LOUIS 
DAILY SERVICE, MAY 26th 
Improved Express Service (14 hours) Between 
DETROIT ano BUFFALO 


Arrive BOrFRLS Deajly - 3-33 g: M- 


Earliest T:ains on all Points in NEW 
toun Pp yorbvamia’s and NEW ENGLAND STATES. 


Kerive DETROTE =” — 9:30.8: M: 


Past Express Traine for 

rane mt Lave d Tae EST, with D kON Ce Co. 
for Maekinae Island and Northern — Re-orts. 
my 2-1 ~?- $3.50 one way, 

$6.50 round trip. Berths $1.00, $1.50; Staterooms 

$2.50 direction. 


each 
Send 2c Stamp World’s Fair Illustrated Pamphiet. 
Send 2c Stamp Tourist Pamphiet Rates. 

RAIL TICKETS er On STEAMERS 


Conventions 

oo — —_ Ry 
. between BUFFALO and 

BerRow al ill Ve A. A. Schants,G.8 & 


for 
Stms, | P. T. M., Detroit, Mich, 

















Rely on yourself—invest your 
money in YOUR OWN business— 
advertise. 











RICHARDS 
AUTO 


Ball-Bearing, Noiseless, House 

Door Hanger combines all the 

best features and is a trade 

winner. 

We make all the leading styles of door hangers 
for sliding doors. Catalogue free. 


THE RICHARDS MANUFACTURING CO. 


AURORA, ILL., U. S. A. 











Stay-In Flue Stoppers | 


Brass Finished, Nicely Decorated. 


The best flue stop made. Sold with a positive 
guarantee to be absolutely soot proof. It cannot 
be jarred or blown from the flue hole. 

You cannot afford to be without a flue stop that 
will stand the above guarantee. 


Stuber & Kuck, Peoria, fil. 


Manufacturers of Pieced Tinware and all styles Flour Sifters. 

















8% incnes long. Jaws 

e from * to 4. 
Cuts bolts for pump 
rods. 














5 wl 


GUT WRENCH PIPE WRENCH, 


Will Remove 
*“NEVERSLIP” and “ROWE” CALKS 
The Best Wrench Made 

Every one buys HAWKEYE WRENCH 
on sight; all that’s necessary to sell it is to show 
it. It should be in every Hardware Store. Be 


the FIRST in your town to have it in stock. 
SOLD BY ALL JOBBERS. 


HAWKEYE WRENCH CO., Mfrs..Marshalttown, le 
Made in twostyles—different size thread for 
Pump Rods. 


SPECIAL WRENCH 
FOR PUMP RODs. 
Has more uses than any 
wrench made. 


You can't break the jaws 
off this wrench. 
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YOU CAN USE 






















We're not 
particular whether you 
use pencil or pen-—either one will 

do-—just so you write to us and find out 
full particulars regarding our New Oil 
Stove. It’s called 


NESCO-LAMP-STOVE 


You Gan’t help but creaté a demand for this stove— 
it certainly is a dandy—an addition to. any hardware 
_ or stove dealer’s line. 

We have done everything in our power to make 
this-stove nearer perfection than any stove ever manu- 
factured. Write to our nearest office for’ particulars. 

















National Enameling & 
Stamping Co. 
BALTIMORE, ST. Louis 




















Patented. 











Prices and Catalogue of Cooking Utensils and other ‘NEVER-BREAK” Steel Wares sent if you ask for them. 


THE AVERY STAMPING CO., Cleveland, Ohio. 


SMOOTH BACK SHL VELS 7 Stronger than any Strap-Back Shovels. 
“py 


Do not go to pieces when back wears thin. 
With Perfect Tubular Socket yt Work twice as much as others. 





“The first and only makers of “NEVER-BREAK” Goods.” 














Measuring Tapes 


Steel, Metallic, Linen, etc. Our Goods are Recognized as 
the Best, Tinners’ Rules, Magic Pattern Rules, etc. Send 
for Catalogue and Mention The American Artisan, 


Lufkin Rule Co. 


SACINAW, MICH. 





Stanley Rule -« Level Co. 


IMPROVED CARPENTERS’ TOOLS Sold by All Hardware Dealers 


NEw BRITAIN, CONN. 
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Wholesale Distributers. 








The Highest Type of American Cutlery 


Is EXEMPLIFIED IN 


FARWELL, OZMUN, KIRK @ CO., 
ST. PAUL, MINN. | 













QUEEN 


SHEARS 




















IMPROVED 


SELF-PIERCING 





See The Point? 


Easiest Inserted. Strongest, Best Seller. 
Buy of your Jobber, or 


F kK R&A. 990 Park Ave.. Kansas City. Mo. 


E. H. TITCHENER & CO. 


Chien 
ie 
STAPLES == —— 


and 42 N. Peoria St., CHICAGO. 














FIRE - PROOF 
WINDOWS 


(Patented) 
Made of Galvanized Iron. 
Glazed with Ribbed or Wire Glass. 
Operate Automatically or Otherwise. 
Approved universally by Insurance 
Companies. 
Write for Catalog and Prices. 


THE W. J. BURTON CO. 


Detroit, Mich. 








THE GLARK NOVELTY 60. 


Rochester, N. Y., U. S.A. 


Contractors and Manufacturers of 


Metal Specialties 


LIGHT MACHINERY. oJ 





4 


> 
an 





PATTERNS, MODELS, 
EXPERIMENTAL WORK, ETC. 
The Manufacturing of 
BRASS FAUCETS of any size, style or 
description is one of our Specialties. 



















SPECIAL TOOLS, 
UNION BRICK HANDLER 


AIR COMPRESSORS, 
SMALL BRASS PARTS, 

A Money Seaver. 
Full size sample. 





Delivered - tomes 


$3.50 








Union Brick Bond GCo., PITTSBURG, PA. 


















SPERRY’S SUGAR KETTLES 











Light, smooth, full measure and 
guaranteed perfect. . Made from 
original patterns. Metal, the 
rightkind inthe right place. Ask 
your jobber for them or write us. 




















D. R. SPERRY & CO. Hollow-Ware Founders, BATAVIA, ILL. 























ECLIPSE AKRON LEVEL, 


No. 22 


Made with new patent 
adjustable atta _ a—_ 
alow is a thre ece 
vel with two ‘anid 
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“CUTLER’S EASY” TOOLS AND CUTLERY 


ARE THE BEST TO BE HAD. 


We make a specialty of first class goods, our first consideration being quality, price next, and this idea 

= —— is not confined to our special brands 

“Cutler's Easygi “Waterloo” and 
“Red Cedar." 

Our stock of Builders’ ‘Hardware, Hay 

Carriers, Bale Ties, Woven Fencing, Alaska 


Refrigerators, Freezers, Screen Doors, etc. is 
Complete and we solicit your mail orders. 




















They cost a trifle more at the start, but are ten times the cheapest in theend. We repeat that 
it requires something more than steel, teeth and holes to constitute a Hack Saw Blade. You cannot 
buy a good pocket kuife for 10 cents, or the best Hack Saw Blades at price of inferior goods. 


Prominent dealers Every genuine blade 
the world over sell > eaades is stamped with a 


MILLERS FALLS COMPANY, 28 Warren Street, NEW YORK, N.Y. 
THE BOSS CREAM SEPARATOR: =---.2--. 


Is the most convenient device for Farmers and 

tohandle their milk and cream summer or wl 
cheap tin gauges or small faucets used in the construction 
of thismachine. We want one agent In every town to 
put them out on ten days trial and if they do not sellsame 
may be returned to us at our expense, Send for cate 
logue showing different styles and sizes. 


BLUFFTON CREAM SEPARATOR CO., Bluffton, Ohio. 
Geller-Ward & Hasner Haw. Co., St.Louis, Mo.,West. Dist’. 
















THE KING 


Cream Separator 


separates all the cream. No cranks to turn, no 
crocks or pans to wash,no skimming to do, no 
water mixed with the milk. Hig ay 
secured on butter, several thousand last 
year, all giving good satisfaction, price within 
the reach of all. Write for terms and prices. 
Mention this paper. 


CHAS. A. VAN PELT, 














Jersey Double 
Cream Separator 








Bloomington, Ii. MILK AND WATER ARE NOT MIXED 








The best and miost reasonable priced double 
separator on the market. Easily cleaned, simple 
and effective. 

We afso manufacture the Jersey Single Sep- 
arator. Write us about them. 


? Galesburg Cornice Wks., Galesburg, Ill. 


“LIGHTNING” ano 
“BLIZZARD” 
» eg) 





THE LATEST IMPROVED 
CREAM SEPARATOR. 


The best cooling process. The milk 
tank is detachable. 
is guaranteed to do the 



























bipiyt penne” 


The ch d best 
Rey ng Hy deep setting 










WRITE FOR PRICES. 


SEITHER-CHERRY CO. 


KEOKUK, IOWA. 





Oe el ee 


G NORTH BROS. Mra, co. 


PHILADELPHIA, PA. 
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THE BRAND . D ‘ SST Oo N A ON SAWS, ETC. 


isa GUARANTEE o- 
SUPERIOR QUALITY AND WORKMANSHIP. 














- SAw Ss 
’ HAND, BACK, GAUGE, COMBINATION, HACK, JOINERS, KEY-HOLE, NEST, COMPASS, PATTERN-MAKERS, DOVETAIL, 
J MITRE-BOX, PLUMBERS, PRUNING, SQUARE-HOLE, STAIR-BUILDERS, TURKISH, WOOD SAW, BUCKS, 


RODS, BLADES, WEB, BUTCHER, KITCHEN, DEHORNING, SAWKNIFE, ETC., ETC. 
CIRCULAR, BAND, BARREL, BILGE, MITRE, CONCAVE, CYLINDER, STAVE, SEGMENT, RE-SAWS, RIFT, GROOVING, 
VENEER, SHINGLE, SIDING, TOP-SAWS, SLATE, EDGER, MILLING, DISCS, DEAL, CROSS-CUT, 
PIT, WHIP, DRAG, MILL, BUTTING, MULAY, GANG, ICE, ETC., ETC. 


Troo.s 


SQUARES, BEVELS, GAUGES, LEVELS, PLUMB & LEVELS, TROWELS, SCREWDRIVERS, PLUMB-BOBS, STEEL RULES, 
STRAIGHT EDGES, CABINET SCRAPERS, SLAW CUTTERS, CROUT CUTTERS, SWAGES, SAWSETS, 
MANDRE: S, GUM WERS, ‘SAW JOINTER, SAW CLAMPS, FILES, KNIVES— 
CLOTH, CORN,(CANE, CORK, HEDGE, MACHETTES, ETC. 


rr 


WE MANUFACTURE THE FINEST AND LARGEST LINE OF SAWS IN THE WORLD. 
. HENRY DISSTON & SONS," 


KEY STONE, SAW, TOOL, STEEL & FILE WORKS, 
PHILADELPHIA, PA. 














—e.,hlUL ow 











STANDARD = N T& RPRI S e 


ICE SHREDDERS LAWN SPRINKLER 


at 












No. 33, Tinned, r 
No. 34, Nickeled, - 15.00 No. I, - ~ $3.50 


i - HERRY STONERS 
FOOD CHOPPERS Rapid Grinding and 5 SS | Tinned or Japanned 
_ Pulverizing Milly 


45 Sizes and Styles for Hand, Steam and 
Electric Power. 












No. 100 - $1.50 = 
No. 300 ~« 2.26 No.2, - $3.75 No.1, - $7.50 per Doz. 
ORDER THROUGH YOUR JOBBER. CATALOGUE MAILED FREE. 


THE ENTERPRISE MFG. CO. OF PA., PHILADELPHIA, U. S. A. 
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WARRANTED 
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OUR WAY OTHERS’ WAY 


Short-Cut 
/Mill to Retail 

















Over 4500 Wide-Awakes 
Handle Our Blankets 


FROM MILL DIRECT, TO RETAILER. 


‘“ iit saddest, 
a on «39 SS fei 
a oy ae age \ 





Northern Ohio Wools 
“Are Always the Best” 











——-2 FOR 1904 
THE BECKMAN Co. ~ Serie Greatest Lines 
Best Values 








and Sizes 








Fastest Colors 
Newest Patterns 








We make and sell Wool Blankets—Not 
Calicos or Cattle Hairs. While we make 
all qualities, we do make 


The Only Good Cheap Blankets 


25% More Profit can be added to Northern Ohio Wools 
than to others and stil Eliminate Competition. 


A Complete Line of Stables-Our Make 


TAILOR MADE FIT BEST Al EVERY WAY 


SEND FOR CATALOGVE AND PRICES 


NORTHERN QOHIO BLANKET MILLS 


LARGEST AND BEST EQUIPPED IN THE UNITED STATES 


THE BECKMAN COMPANY : CLEVELAND, OHIO 
=—=—=SELLING AGENTS=—— 


F. M. LETTS E. L. BOWLES CHAS. G. JOHNSTON 
304 Cherry Street, Philadelphia 49 Warren Street, New York City 281 Madison Street, Chicago 
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THE GREATER HOME PRIDE 
GREATEST OF ALL MALLEABLES 


THE NEW HOME PRIDE ANGULAR OVEN 


We are often asked by some who are not acquainted with the science of stove 
construction why we change the Home Pride from square to angular oven. 

ANSWER: To make it larger, and to favor poor chimneys, and to 
shorten heat circuit to bottom of oven, and to have a quick baker, and to firmly 
brace fire back and top against the strain of expansion when being heavily fired, 
and to have a range of individual points of interest to purchaser. 

The Home Pride’s new angular oven is the largest oven made in family 
ranges, fifteen inches high, twenty-one to twenty-three deep, firmly bound in 
malleable iron, and bottom plate is anchored to five-pound malleable flue strip. 
The oven is guaranteed never to warp. 


HOME PRIDE FIRE BOX 


The Home Pride fire box weighs one hundred and thirty-five pounds. By 
making the angular oven the fire box can be made full size, corresponding with 
flues and oven. Fire back is inclined forty-five degrees toward chimney, which 
makes the most lasting one, and heat is evenly distributed under top and over 
oven, providing what is equal to four cooking holes over fire box, and heat travel 
is not obstructed by dashing against top directly over fire, which causes many 
chimneys to ail, but with the slanting fire back the energies of heat travel to 
bottom of oven is double. This is why the Home Pride has proven to be the 
quickest oven. 








DRAFT 


Draft is taken into the Home Pride fire box from front and end, which insures 
full life combustion in fire box. The Home Pride malleable range is a marvel of 
fuel saving, only one-half the fuel used in other ranges is required to operate the 
Home Pride range. This is due to plan of construction, the high quality of 
material used and workmanship employed. , 

Do you believe that it is selfish on our part to ask a few moment’s of your 
time to investigate fully for yourself when selecting a range. You do not buy a 
range every day, and while you are spending your money you are entitled to the 
best. If you will fully examine the Home Pride, we will willingly rest our case 
with your good judgment. The wise man buys the best and saves the most. 


FINISH 


Smooth nickel on copper. You get the appearance of a silver plating. No 
builders have approached. our appearance. The Home Pride is admittedly the 
“‘best dressed’”’ range on the murket. 


HOME PRIDE RANGE COMPANY notin 












































Pflueger’s 


celebrated 


Fishing 
Tackle 


THE ENTERPRISE MFG.Co. | 
| AKRON, OHIO. U.S.A 7 
EXCLUSIV 


illustrated 

















quarter - catalogue and 
of a, century price list F 23 
HARDWARE BICYCLES 
CUTLERY SPORTING GOODS 

GUNS | TINPLATE 





AMMUNITION 
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You Would be Sur- 
prised at our prices for 


ROOFING TIN 


If you had an idea of the quality. The fact that we makeall 
our own p!a‘es explains why we can furnish such material 


PITTSBURG 
MILLS: Washington, P: 


for the price. A-posta) will get you sample set “A.” 


THE McoCLURE COMPANY 
PHILADELPHIA 
ae 
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Some Recent Victories 
' Captured With Peters Shells: 


Ph Se , 


Americus, Ga., 
April 27 and 28. 
‘ ist Amateur Average. 


Columbus, epret: 


r sale by the leadin ¢ jobbers. 


CINCINNATI, U. S.A. 
New York 93 Chambers 5t., T. H. Keller, War. 
Hibsard, Spencer, Gartiett & Co, Chic290. 





6 out of 9 Missouri-Ka1sas Interstate Team pac. 
State Event at Live Birds. 

aepeties ay A Kans., {State Champion ship at Tar cets. 
ay = ist ani 2ad Amateur Averages. 


t ist and 2nd Amateur Averages. 


York, Pa., May 16-21. ¢ benn'a. State Championship. 

t 109-Target Gun Event, score 96. 

PETERS CART a10G8S have won the Indopr Rifie Cham- 
pionship > a United States g3/-n sutcessive years. 


THE PETERS CARTRIDGE CO., 


Pacific Hardware & Ste 2! Co., 3an Francisco ~ 


') [PETERSLOADED SHELLS 


ARE WINNING NEW LAURELS! 











S Wi @ le 


© | cASstren METAL CCLINGS 








1 =, GET-OUR PRICES BEFORE. YOU BUY 
i | ILLINOIS ROOFING AND SUPPLY (0. 
) 23 EAST LAKE STREET, CHICAGO 
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materials. 


boxes. 
Order it from your jobber. 


Champion Stove Clay 
The only Stove Lining made of crucible 
Packed in 234 Ib., 6 lb. .and_.10 1b. paste- 


The best and sacat roseetuny lining made. 


BRIDGEPORT CRUCIBLE CO. 
BRIDGEPORT, CONN. 























ST ates at 


E are. pleased to a: - 

nounce that our ne v 

catalog, No. 51, hasrecen - 
ly been issued. 


This catalog contains 136 pays; 
of illustrations and ‘descriptio.s 
relative. to our. complete line | | 
RIFLES, PISTOLS, SHO 
GUNS and ACCESSORIES a 
embodies some new~and beauii- 
ful models in Hammer.and Han- 
merless Single and Double Barre! 
Shorguns. Also describes our 
latest Rifle offering, the ST - 
VENS LITTLE KRAG NO. 65. 
The cover illustration is a spirited 
hunting scene in colors, designed 
by the famous ‘‘sportsman artist, '’ 
A. B. Frost. 


Every Retailer Should 
Have One. _ 
Mailed Sree anywhere upon request. 
Your Jobber Handles STEVENS ARMS. 
J. Stevens Arms & Tool Company 


197 Main Street, 
CHICOPEE EALLS, MASS. 





Front Cover Pace, 














BRADIEY 
SHELF BRACKETS 


STRONG, LIGHT 
AND ALL RIGHT 


ATLAS. MEG..CO. “EW Haven, 


The 


0SG00D 
STANDARD 


SGALES 
Ask- your jobbar about them. 


“Globe” Ventilator 


In Brass, Copper, Galvan Iron, 
and with Glass Tops for light 
purposes. 


For Perfectly Ventilating 


Schools, Churches, Halls, Mills, 
Factories and Audience Rooms of 
Every Character. 


Smoky Chimneys Cured. 


“Globe” Ventilated "eee 
Send for Pamphlet. 


Manufactured by 


Glebe Ventilator Co., Theos N.Y. 

























have onset or hand-overs. They never get irrit 


Advertisements never demand bigger oatocten, peves never 
insult old customers. They are Johnnies-on-the Toe 












_ 









offer something 


















Put This’ Down as a Fact 


tk When a man insists on having Atkins Saws, you may know that he 
has used them before and knows what he’s talking about. 
“just as good”, because he’ll have Atkins Saws if he 
has to go elsewhere to get them. 
It’s better to be on the safe side and have a line of Atkins Saws 

- always’ in‘stock. They’re good for your store. 
Have you a copy of our 1904 Catalog? 


E. C. ATKINS & co. 


Branches. 


ATKINS 
ALWAYS 
AHEAD 







It's no use to 


Free. 


Indianapolis, Ind. 


MEMPHIS, TENN. CHICAGO, ILL. 

ATLANTA, GA, MINNEAPOLIS, MINN. 

NEW CITY PORTLAND, OREGON. 
CANADA. . SEATTLE, WASH. 




















